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Compare These 17 Beaver Advantages! 


l. RIGHT HANDED —Conforms to standard machine 
tool design—chuck to left and tool mounting to right of 
»perator. 

ALL CONTROLS IN FRONT—at operator's finge: 
tips. 
3. UNIVERSAL MOTOR. Heavy-duty. Operates from 
any 110-volt light line, A.C. or D.C., 
Standard base-mounting motor 


25 to 60 evycles 

reversible at switch 

Motor and switch heavily guarded. 

4. POWER IN ABUNDANCE—threads up to 12-inch 

with geared tools. 

5. STANDARD CHUCK—all steel 3-jaw universal 

chuck 

6 AUTOMATIC CHUCK WRENCH EJECTOR—a 

safety feature 

7. RACK-AND-PINION FEED—lInverted rack-and-pin 

ion (protected against chips because inverted) operated by 

handy large starwheel from the front of the machine 

Hand wheel and carriage move in same direction—not 

»pposite directions. 

8. OUTBOARD PIPE SUPPORT—Stops the “whip” of 

long lengths of pipe and eliminates bad threads caused by 

pipe whip 
THREADING 


Dieheads = are quick-opening not 


Also cuts off solid bolt rounds up to 1-inch 


necessary to “back off.” Fully adjustable for cutting 
standard, oversize or undersize threads. No tools re- 
juired. All four die segments move as unit insuring uni 
form adjustment and an even distribution of cutting on all 
four segments. 

10. NO “HINGE”—Dieheads of the “solid-ring” type. No 
hinge to become fouled with fine chips and turnings. 

Il. CONCEALED OIL LINES—No danger of getting 
knocked off. 

12. OIL PUMP—ACCESSIBLY LOCATED. Reversible 
13. NIPPLES as short as 234-inch; for shorter or all- 
thread nipples use Beaver Quick-release Nipple Chuck. 
14. GEAR DRIVEN—Insures positive power. No belts 
15. REAMING AND CHAMFERING. An 8-fluted alloy 


tool-steel cone tvpe reamer swings in and out of working 
position and instantly removes all trace of burr. Touched 
to the outside edge of the pipe, it chamfers 

16. SLIDING HANDLE BARS. Wheeled like a wheel 
barrow (on portable stand). 

17. NICKEL IRON HOUSINGS. All housings, bods 
castings and carriage support are of a selected grade of 
nickel-iron insuring great strength and durability. Painted 
battleship gray. 


; Threads bolts 4 to 2-inch! 


BEAVER PIPE IQDLS 


The Quality Line—Since 1900 
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@ Every mill supply salesman knows what “accep- 





tance” means in the sale of any product. The broad, 
up-to-the-minute line of Link-Belt anti-friction and 
babbitted bearing transmission units, plus the com- 
plete line of Link-Belt positive drives—chain drives, 
speed reducers and variable speed transmissions — 
THE LINK-BELT LINE plus again the confidence industrial buyers have had 


1S COMPLETE in Link-Belt for over 60 years—lend valuable assis- 
Pillow Blocks, Clutches, Collars, Coupl- ‘ . 
ings, Gears, Hangers, Pulleys, Shafting, tance to the mill supply house and its sales force. 


Take-Ups, Grease Cups, Silent Chain 


Drives, Roller Chain Drives, Speed Re- Link-Belt Company, 2410 W. 18th St., Chicago. 


ducers, Variable Speed Transmissions. 

Send for catalogs. Book 1500 — Power 

Transmission Units. Book 2100 — Posi- 
tive Drives. 


THE POWER TRANSMISSION LINE 
THAT INCLUDES POSITIVE DRIVES 


2 MILL SUPPLIES @ JUNE 1936 





UMI 








yy 














THE ABRASIVE PRODUCT 
YOUR CUSTOMERS NEED 
for PRECISION FINISHING 


HERE'S an Armour Abrasive Product that really delivers smooth, 
even finishing on precision jobs! It is Armour’s Electro-Coated 
Alundum Cloth in economy rolls. A hard-biting, even-cutting, 
durable, uniform abrasive cloth that supplies a smocth, true finish 
whenever and wherever required. 

Your customers will thank you for supplying them with this 
superior abrasive product. Under most severe use it has demon- 
strated again and again its greater speed, greater cutting power 
and greater economy. 

Armour’s Electro-Coated Alundum Cloth, in economy rolls or 
sheets, gives maximum, uniform abrasive efficiency because each 
abrasive grit is electrostatically aligned in a coating of Armour 
Animal Glue that holds with bulldog tenacity. 














Get behind this satisfaction-giving finishing cloth today. Once 

you ve won a customer to it, he’s yours for life—he’ll never again 

be satisfied with an ordinary abrasive finishing cloth. Armour’s Electro-Coated Alundum 
Just a short note will bring you samples, price details and our Cloth is available in 9” x 11” sheets 


and in conveniently packaged Econ- 


special distributor working agreement. omy Shop Rolls. 


ARMOUR SAND PAPER WORKS. 


Division of ARMOUR AND COMPANY 


GENERAL OFFICES: CHICAGO 
: Stocks Distributed from branches in following cities: 
BOSTON NEWYORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
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‘LEADERSHIP. 


The follower, seeking to excel and failing, shall cry aloud, 
amplifying a superiority already acclaimed... and shall 


continue to seek toimitate... and failing. .. to substitute. 


THOR Leadership ...nearly a half century in vigorous pioneering ... thousands of 
hours in the THOR experimental laboratories . . . creating sustaining electric tool 
achievements . . . emblazoning THOR across the industrial horizon ...a Leader 
developing for industry superior performance. 


From THOR has come a line of outstanding electric tool successes... pioneer de- 
velopments, soon followed and imitated ... but always Thor engineering inspirations 
... the first portable electric screw driver ...the slip clutch and kick-out attachments 
... the electric tapper...the U14, smallest electric drill ever built...the U16, a 
screw driver with the greatest driving range ever developed ...and today new tools 


are in the process of development, to be announced tomorrow...to carry on the 
THOR tradition. 


Linked with THOR quality are the Distributors who carry on this THOR tradition, 
serving the needs of the broad field of industry with finer products... greater values 
... longer service life. 


Today ...tomorrow ...and through the years to come, THOR tools will be built to 
standards born nearly a half century ago...a course of quality from which never to 
deviate ...a standard of Leadership to go on and on. 


INDEPENDENT PNEUMATIC TOOL CO., 600 West Jackson Boulevard, CHICAGO 
NEW YORK LONDON SAN FRANCISCO 





AMONG THE PLUS + FACTORS IN BETHLEHEM PIPE 


yee from 
Scale 


Pipe best serves the mill supply distributor that 
best serves his customer. One of the plus factors 
in Bethlehem Pipe that contributes to the long, 
satisfactory service that it gives in industrial use 
is its exceptional freedom from mill scale, inside 
and out. 

This freedom ofscaleontheinsidepermits water 
to flow freely. Valves don’t clog up with scale that 
gets loose. Pitting and other forms of corrosion 
are reduced to a minimum. Its freedom from scale 
on the outside helps to make a better-looking job. 

Moreover, Bethlehem Pipe is economical, sat- 
isfactory pipe to install. Its mill threads are clean 
and true. Uniformity of structure makes it easy 


to cut and thread on the job. It flanges and bends 
readily. It has strong, tight welds. Straightness, 
uniform roundness and trueness to size are other 
advantages. 


Bethlehem Pipe, in fact, has quality of a kind 
that goes through and through. It’s the pipe that 
brings to the mill supply distributor a steady flow 
of repeat pipe business because it is so economical 
to install and gives such good service, in a wide 
range of industrial uses. 


BETHLEHEM STEEL COMPANY, General Offices: Bethlehem, Pa. District Offices 
at Albany, Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, 
Cleveland, Dallas, Detroit, Honolulu, Houston, Indianapolis, Kansas City, Los 
Angeles, Milwaukee, New York, Philadelphia, Pittsburgh, Portland, Ore., Salt Lake 
City, San Antonio, San Francisco, St. Louis, St. Paul, Seattle, Syracuse, Washington, 
Wilkes-Barre, York. Export Distributor: Bethlehem Steel Export Corp., New York 


BETHLEHEM STEEL COMPANY 
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Thousands 


In service 





...and Growing in Popularity, Daily, 
Because It is the Only Steam Trap 
Which Offers All These Features: 


LIGHT WEIGHT—NEEDS NO SUPPORT 





SMALL SIZE—LOW RADIATION LOSS 


















INSURES QUICK-HEATING—WILL NOT AIR-BIND 





ONLY ONE MOVING PART — LESS MAINTENANCE 


BAR STOCK CONSTRUCTION—NO CASTINGS 





OPERATES ON EXCLUSIVE /MPULSE* PRINCIPLE 





REQUIRES NO PRIMING—IT IS SELF-PRIMING 





EASILY INSTALLED—NO COMPLICATED PIPING 





PROVEN BY YEARS OF SEVERE SERVICE 





*The Yarway Impulse Steam Trap operates on 
an entirely new principle, namely: that when 


penne chert ta LOW PRICE— OFTEN CHEAPER THAN REPAIRING 
its changing characteristics cause variations of OTHER TRAPS 
pressure in a control chamber (D) located be- e 


tween the orifices. In the Yarway Impulse Trap 
these variations in pressure are utilized to open 


ond dese the wate Hi. This exclusive Yarway story is definitely swinging the 


steam trap business of this country into mill supply houses 
—as a major profit line. 


® 
Let us tell you about the experiences of more than 80 
leading supply houses selling this money- maker. 
SIX SIZES—% IN. TO @ IN. A few choice territories are still open—but won't be for 
FOR PRESSURES TO 400 LBS. long. Act now for your share of this business. 


YARNALL-WARING COMPANY 


MERMAID PLACE, PHILADELPHIA 





| YARWAY IMPULSE STEAM TRAP 
















THESE 4 NEW 


VAN DORN 


BENCH GRINDERS 


Loox at these New Van Dorn Grinders— i ar 

and look at their prices! No matter what j larger shops and planta oy i ti Bigs 
—s wees ey Se eee when needed. A 

a shop requires in a Bench Grinder—Van pi ‘at 

Dorn jobbers can supply it. Like all Van jueany © price, $26.08. 


Dorn tools—the new Grinders are ‘‘Pow- 
ered to Perform — Priced to Sell.”? They 
are four more reasons why Van Dorn job- 
bers throughout the country are getting a 
big share of the new tool business. Write 
for particulars. Van Dorn Electric Tool 
Co., 717 Joppa Rd., Towson, Md. 


TIE UP WITH 








FOR STEADY PROFITS | NEW 6” HEAVY DUTY GRINDER: Combines _ 
the advantages of wide type construction with the 
sturdiness and power for heavy duty work. Ball- 
bearing wheel spindle. Adjustable tool rests. and 
wheel guards. $42.00. 


NEW 10” BALL BEARING BENCH GRINDER: ‘| NEW 7” BALL BEARING GRINDER: Designed 
A wide type bench and pedestal grinder, powered 
for heavy jobs. Ball bearings close to wheels assure 
smooth operation. Fully enclosed guards and tool | 


rests are adjustable. $88.00. } 
NX 
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WHATEVER YOUR GRINDING OPERATION 
A MACKLIN GRINDING WHEEL 
WILL FIT THE JOB 





MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS—JACKSON, MICHIGAN, U.S: A. 

















Pacific Coast Distributor 
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Views of new enlarged offices 
and warehouse recently 
opened by Hercules Equip- , 
ment & Rubber Co. at San 

Francisco. 
yn a ct ea 


Goodrich J 
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Tells What He Thinks 
of Goodrith «g 


RIENDS of P. M. Paulsen, President of 

Hercules Equipment & Rubber Co., call 
him “the spark plug of the Pacific Coast.” 
Read the letter on the opposite page and 
see what this prominent California busi- 
ness man has to say voluntarily about 
Goodrich and its distributor policy. 


P. M. Paulsen, President, 
Hercules Equipment 
& Rubber Co. 
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“TOLEDO” SMALL HAND 
RATCHET THREADERS 


CECGO 


No. 00 a small, compact easy operating ratchet 
threader. Excellent for work in close quarters. 
Reaches the corner jobs where other tools are of 
no value. Bolt die heads and dies; Conduit dies; 
Brass pipe dies and left hand dies all can be fur- 
nished on special order. 

No. 00 " to $12.35 
No. 00 "to %’ 10.40 
No. 00 "to %’ 8.45 
No. 00 "to %’ 6.50 


No. 11 similar to No. 00 except larger. Covers the 
full range 4” to 14%” inclusive. Operates easily in 
close quarters. Bolt die heads and dies; Conduit 
dies and brass pipe dies can be furnished. 

No. Il a 144” $19.50 
No, 11 1” 17,00 
No. 11 ‘ _ 14.50 
No. /,” 14,” 12.00 


© 60 








No. 12 like No. 11 except larger. Operates easy in 
close quarters. Handle is large and of ample 
length. Die heads strongly reinforced with ample 
chip clearance. Bolt die heads; Conduit dies; and 
Brass pipe dies can be furnished. 


No. 12 Y%” to 2” 21.00 
No. 12 Y” to 1%” 14.20 
No. 12 we 15.80 





A TWIST 
OF THE WRIST 


-sets “TOLEDO” Bolt Die Heads to cut standard 
or an over or undersize adjustment of 1/64”. 


This simple adjustment is made by loosening the 
four cover screws and turning the knurled ring to 
the right or left until the proper size is reached. 


Used with regular No. 00 Ratchet Handle and 
furnished in either U.S.S. or S.A.E. threads at the 


low prices shown below. 


4,”, 7/16”, Y%” or 9/16” Heads with dies, U.S.S. or 
ERE OS Ee A ep PE A ea nER Ee $3.35 


54”, 34”, 7%” or 1” Heads with dies, U.S.S. or S.A.E. threads 3.50 


SIMPLE IN CONSTRUCTION. 
DIES EASILY REMOVED. 


RATCHET HANDLE SAME AS No. 00 


SUBJECT TO DISTRIBUTORS DISCOUNT 


THE TOLEDO PIPE THREADING MACHINE CoO. 


TOLEDO, OHIO 


NEW YORK OFFICE AND DISPLAY, 72 LAFAYETTE STREET 


12 MILL SUPPLIES @ JUNE 1936 








es, 





ear tat a 











® Members of the three mill supply associa- 
tions who attended the Triple Convention in 
Atlantic City last month participated in a 
series of meetings which gave definite impe- 
tus to the drive for better selling already 
well under way throughout the industry. 
They sat in at the greatest sales convention 
the field has ever known. 

Here was a virtual melting pot of sound 
ideas and plans which amply repaid distrib- 
utors and manufacturers for the time and 
money spent in attending. 

The convention was without doubt the most 
constructive ever staged by the industry, and 
those responsible for the program are deserv- 
ing of hearty commendation. Recognizing 
the fact that the distributor’s most impor- 
tant function is that of selling, and that the 
manufacturer’s greatest concern is in help- 
ing the distributor to do the best possible 
selling job on his line, the entire program 
was built on SALES. Sales management, 
including market and product coverage, sales 
promotion, salesman education, cooperation 
between distributors and manufacturers to 
make distributor selling more effective, sales 
and buying policies—these and kindred sub- 
jects, all related to selling, and all of vital 
concern to both distributors and manufac- 
turers, were discussed intelligently and openly 
by scheduled speakers and by those who par- 
ticipated from the floor when meetings were 
thrown open. 

Every participant took his job seriously 
and got down to brass tacks. The result was 
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JAMES A. CHANNON 
Editor 


A NEW BOOST FOR BETTER SELLING 


an interchange of opinions and methods that 
sent every man with an open mind away from 
the convention with ideas which should be 
definitely helpful to him in formulating and 
carrying through his policies and plans in the 
future. 

The convention sessions provided conclu- 
sive backing to the oft-repeated statement 
that order-taking and hit-or-miss selling are 
no longer part of the scheme of modern in- 
dustrial distribution. No skeptic, whether 
he be distributor or manufacturer, could sit 
through these meetings and hear distributor 
after distributor tell how he is planning his 
selling and following through on that plan, 
or hear them asking for information and 
advice, without being sold thoroughly that 
the progressive distributor today is sales- 
minded in every sense of the word. 

Another gratifying feature of the conven- 
tion was the interest manifested by manufac- 
turers in the distributor’s ideas, methods and 
desires, and the spirit of cooperation shown 
between the two groups. It augurs well for 
the future. 

Let this 1936 convention be the pace-setter, 
and never again will it be said that the annual 
meeting is merely a place to have a good time 
and to meet people. With the outstanding 
start made this year, the Triple Convention 
from now on should become an ever greater 
influence toward improved merchandising in 
the mill supply field. 

Hats off to the men who contributed their 
time and ideas to this year’s great sales clinic! 

















THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service resul's that should reason- 
ably be expected. 














= 







































* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* 
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IS FOR 
DISTRIBUTORS 


% Every distributor knows what cream” 
and “skimmed milk” mean with reference 
to his sales. The former is profitable and 
pays big dividends. The latter just keeps 
things going’’ and barely covers over- 
head costs. 


Republic’s Policy has for years cham- 
pioned the issue that sales, big and little, 
should go through distributors. It has al- 
ways made certain that distributors ‘get 
the cream.” 


Republic goes all the way in its cooper- 
ation, helping distributors in every pos- 
sible manner to enlarge their scope of 
operations and put the biggest profits on 
their books. 


THE REPUBLIC 
RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR 
EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 
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@Time was when the above might have been 
characteristic of a “benefit inventory” of some con- 
ventions. Not so today, at least so far as the Triple 
Mill Supply convention is concerned. A good time 
was had by all at the Atlantic City meeting. Of 
course, a convention to be a success must have its 
lighter side. But those who participated in, or sat 
on the sidelines of this greatest of all sales clinics 
in the mill supply field have returned to their desks 
enthused over time well spent on the important 
subject of better selling. They came away from 
Atlantic City convinced that a new era in industrial 
distribution has arrived—an era in which sales 
management, sales promotion and sales coordina- 
tion between distributors and salesmen are the 
order of the day. Concretely, they returned home 
with ideas, practices and desires ringing in their 
ears, which, if analyzed and acted upon in the days 
to come, will bring bigger sales and better profits 
to distributors and manufacturers alike, and at the 
same time provide the industrial consumer with the 
finest possible service. 





® As it turned out, the three asso- 
ciations had a rather bad allotment 
of time at the Atlantic City con- 
vention for the one executive meet- 
ing provided for each. As a re- 
sult, attendance at these executive 
meetings was somewhat affected 
and it was found necessary, par- 
ticularly in the case of the dis- 
tributor associations, to rush 
through the proceedings. Un- 
doubtedly, in the light of this 





year’s experience, better arrange- 
ments will be made for the execu- 
tive sessions at next year’s con- 
vention in Memphis. 


@It is entirely likely that the 
Southern Association will have a 
semi-annual meeting each year at 
a central point in the South. The 
proposition was discussed at the 
executive session in Atlantic City, 
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and it was decided to refer the 
matter to the executive committee, 
with the recommendation that the 
first such meeting be held in New 
Orleans or Dallas next November. 
Suggestions were made that this 
semi-annual meeting be held at the 
same time as the fall meeting of 
the executive committee, also that 
group product meetings with manu- 
facturer top executives be held on 
a second day. 


@Though the meeting of the In- 
dustrial Supply Research Bureau 
was crowded in at noon after a 
long joint meeting of the three as- 
sociations, the report submitted by 
Chairman Alvin M. Smith showed 
so conclusively that the committee 
had done an outstanding job with 
the means at its disposal and its 
recommendations were so definitely 
constructive, that the report and 
recommendations were unanimously 
approved. Here is an activity that 
should, by all means, be kept alive. 
It deserves the support of the 
entire industry. 


@ It is difficult to conceive how any- 
one sitting in at the annual meet- 
ing of the Power Transmission 
Council and the Mechanical Power 
Engineering Associates in Atlantic 
City could fail to be impressed by 
the fine industry job these asso- 
ciated organizations have been 
doing in the interest of Modern 
Group Drive. The reports of 
Chairman Charles E. Brinley and 
the engineers certainly were con- 
vincing. Malcolm Muir, in his ad- 
dress before the Triple Convention, 
spoke at some length on this miove- 
ment as a striking example of 
what can be done by cooperative 
group action. Mr. Brinley and his 
associates are to be congratulated. 


@®The convention was noteworthy 
in that it was representative of 
nearly all sections of the country. 
Distributors were present from the 
Pacific Coast, the Rocky Mountain 
district, from Texas and innumer- 
able points throughout the South, 
the Middle West, New England the 
Middle Atlantic states. That not 
only demonstrates interest in 
organization activities. It proves 
that times are better. 








“BETTER SELLING” 






DOMINATES CONVENTION 


Every meeting, except brief executive sessions of individual 
associations, centers on selling—the most important function of 


the distributor. 


Sales management, salesmen education, market 


and product coverage, sales promotion, and manufacturer-distrib- 
utor relations to improve sales—all receive constructive atten- 
tion of Triple Mill Supply gathering in Atlantic City. 


ELLING, in all phases affect- 

ing the distributor and the 
manufacturers marketing their 
products through him, was the one 
great topic of the Triple Mill 
Supply convention held in Atlantic 
City, May 11, 12 and 13. 

Perhaps never in the history of 
the Triple convention has the an- 
nual meeting hewed so closely to 
the line as it did in this 1936 
gathering. The one subject upper- 
most in the minds of the 800 or 
more people in attendance at the 
convention’ was “better sales” and 
the means for creating and main- 
taining them. Sales management, 
salesman education, sales promo- 
tion, market and product coverage, 
distributor- manufacturer rela - 
tions, industry group activities, 
sales and buying policies were dis- 
cussed freely by distributors, 
manufacturers and guest speakers 
in four enlightening joint meet- 
ings. And few are they in number 
who left the Atlantic City sessions 
without some ideas which will be 
definitely valuable to them in the 
conduct of their businesses in the 
future. 

In addition to the joint meetings, 
each association held a brief ex- 
ecutive session, and the Industrial 
Supply Research Bureau put on a 
program which proved conclusively 
to those in attendance that it is 
doing a big job in an effective way. 
Its work was endorsed and its 
future assured. 

On the Saturday preceding the 
Triple convention proper, the Na- 
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tional Power Engineering Asso- 
ciates and Power Transmission 
Council held an important meeting, 
at which the outstanding work in 
behalf of Modern Group Drive be- 
ing done by these affiliated organ- 
izations was brought out effectively. 
Here, again, hearty endorsement 
was given a constructive industry 
selling job being done well. 


“There is no Royal Road 
in Marketing” 

R. H. Dick president, Barrington 
Associates, Incorporated, New York 
City, hammered home the need for 
superior marketing methods and 
outlined roughly a sales program 
that any mill supply distributor 
can use and be sure he is follow- 
ing good, modern marketing prac- 
tice. Mr. Dick’s address was de- 
livered at the opening session of 





“It is a basic fact that distributors 
are a necessity in the mill supply 
industry.”—R. H. Dick. 
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the convention, 
evening. 

Some of the “high lights” are 
as follows: 

“There are two general market- 
ing maxims that fit every manu- 
facturer and distributor, in every 
line of business: 

“(1) Give customers what they 
want, when they want it, where 
they want it, and at the price they 
are willing to pay for it; and, 

(2) Apply common sense in the 
way in which this is done so that 
a legitimate and repetitive profit is 
made. 

“The failure to get repetitive and 
continuous profits is not always 
due to price-cutting. Sometimes a 
manufacturer misses out eventu- 
ally, by attempting to grab off too 
large a share of the total industry 
volume by too aggressive sales 
tactics; and a distributor often 
suffers the same penalty by trying 
to corral more lines than he can 
sell effectually. Backfires inevit- 
ably follow in both cases... . 

“It is a basic fact that mill 
supply distributors are a necessity 
in the mill supply industry... . 

“If I were a manufacturer of 
mill supply products .... I would 
use them (distributors) when they 
enabled me to serve the consumer 
as he should be served, and I 
would not use them where they 
didn’t... . 

“I would be sure to select the 
right ones; regard them as an in- 
tegral part of my sales organiza- 
tion; go the limit in helping them 
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do a bang-up sales job; spare no 
effort in teaching the industrial 
consumer that his interests were 


better served in buying through 
the distributor than in buying 
direct. ... 


“If I were a mill supply dis- 
tributor, I would regard my place 
in mill supply distribution so eco- 
nomically sound that I would do 
nothing to weaken it. I would feel 
that I was needed and I would 
handle only the number and kind 
of lines where I could prove it.” 

Mr. Dick emphasized the need 
for coordination of sales efforts 
and cooperation in general between 
distributors and manufacturers. 

“Nothing can so directly promote 
cooperation and coordination be-: 
tween two groups who have so 
much in common, yet have so many 
detailed differences as a Bill of 
Rights — Marketing Rights,” he 
continued. 

Complimenting the associations 
on the steps being taken to formus 
lute general manufacturers’ and 
distributors’ policies, he advocated 
specific statements of policy by 
each company. These policies 
should incorporate foresightedness, 
flexibility, firmness, fairness and 
clarity, he said. 

“The selling methods used by 
both manufacturers and distribu- 
tors must be in keeping with the 
task to be performed,” said Mr. 
Dick. “The methods must be 
modern, efficient and flexible. They 
must be adequate in every sense 
of the word. But they should be 
more—they should be impressive.” 

Mr. Dick then listed the manu- 
facturer’s faults as reported by the 
distributor, and the distributor’s 
faults as enumerated by the manu- 
facturer, and then turned to a dis- 
cussion of better methods for dis- 
tributors. 

Sales work can be made orderly, 
and it can be controlled. Sales 
objects can be defined; policies and 
strategy clearly laid out; markets 
measured and evaluated;  terri- 
tories outlined soundly; salesmen 
selected, hired and trained along 
well-defined lines; their tasks def- 
initely mapped out for them; they 
can be routed by proven practice; 
controlled through daily call re- 
ports and home office supervision; 
compensation can be set in strict 
accordance with tasks to be done; 
policy and decision manuals laid 





National Association executives. 


Front, left to right: C. A. Channon, W. T. 
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Ryan, Percy Ridings, John Potts, W. T. Todd, Jr., and W. J. Radcliffe. 
Rear: Percy Maddock, George Eckhardt, Harry Rinehart, B. A. Ackles, H. H. 


Kuhn, Harry Ruhf and George Fernley. 


out covering every detailed phase 
of sales operation; sales records 
and statistics kept covering every 
angle of sales work; cost account- 
ing for sales employed to show 
profitableness of products, markets 
and territories; advertising and 
sales promotion efforts mapped out 
carefully as to objectives and 
tested as to results achieved; lost 
orders can be analyzed as to 
reasons. 

Mr. Dick follewed with a rough 
outline of a sales program he said 
any mill supply distributor could 
use and be sure he is following 
modern market practice. 

Assuming sound operating area, 
right number and kind of lines, 
adequate stocks, formulated and 
announced general policies, and 
efficient warehousing, delivery and 
general service facilities, the first 
element in sales operation, he said, 
is sound sales management. This 
includes supervision, control and 
inspiration of salesmen. The sales 
manager must’ know location, 
habits and desires of customers 
and then go about satisfying them. 
He must know territorial ‘sales 
potentials, sizes and kinds of con- 
sumers he should try to serve and 
the sales expense that he can 
afford. He should determine num- 
ber and boundaries of territories 
for the field men, set sales quotas 
for each product and territory, 
hire the right kind of sales- 
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men, train them carefully on the 
lines they are to sell, prepare a 
sales and decision manual to back 
up this training, and then adopt 
an incentive compensation plan. 
He should keep track of what the 
men are doing through sales and 
call reports, and make frequent 
trips into the field with them. 
These measures must be rein- 
forced by advertising and promo- 
tional work. Mailing lists must be 
accurate and up-to-date. The sales 
manager must make sure that the 
missionary and sales engineering 
help furnished by manufacturers 


is being intelligently and fully 
used. 
“The mill supply distributor 


probably never has enjoyed the 
favorable position he does today,” 
said Mr. Dick. “In the first place, 
business conditions are in his 
favor. . . . Secondly, and this is 
vitally important, there has been 
a decided swing in recent years 
from direct buying to distributor 
buying of mill supplies... . 

“You are not like other kinds of 
jobbers. You sell for consumption, 
not for re-sale. You sell quality 
merchandise, on a_ reason - why 
basis, placing the emphasis on con- 
sumption cost per day more than 
on initial price or cost. Actually, 
you are true distributors rather 
than conventional, orthodox job- 
bers. In truth, you are a part of 


the manufacturer’s selling organi- 
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zation and you and he must look 
at it that way. 

“Because this is true, it gives 
the manufacturer a widely flung 
field organization which, with few 
exceptions, he could not otherwise 
afford. This is very fortunate for 
him. Successful merchandising re- 
quires a sensitive contact between 
producer and consumer. It is 
necessary to feel the user’s pulse 
constantly. With such an organi- 
zation, the mill supply manufac- 
turer has complete facilities for 
maintaining sensitive contact, feel- 


ing the pulse, and interpreting the 
reactions of users.” 

Mr. Dick said that the working 
of such an ideal set-up could be 
spoiled by the distributor rating 
under par in his sales work and 
by lack of cooperation between dis- 
tributors and manufacturers, and 
made the point that the Triple 
convention provided a vehicle to 
carry the industry over such 
bumps. 

“It is an unusual vehicle in busi- 
ness, and can be made to do un- 
usual things,” he declared. 


SALES 
MANAGEMENT 


ITH L. M. Knouse, presi- 

dent of the American Supply 
and Machinery Manufacturers’ As- 
sociation presiding, the three As- 
sociations got down to business on 
Tuesday morning with a thorough 
discussion of sales management 
methods for distributors. Percy 
Ridings, Syracuse Supply Com- 
pany, Syracuse, New York, and 
Carl A. Channon, Great Lakes 
Supply Corporation, Chicago, led 
the discussion, which revolved 
around the two important aims of 
sales management—adequate ter- 
ritory coverage and adequate prod- 
uct coverage. 

“These subjects are most im- 
portant, as they pertain to the 
basic function of the industrial dis- 
tributor, which is sales,” said Mr. 
Channon in the opening address. 

“Because all other operations in 


“This industry has advanced farther 
in the last five years than during the 
twenty-five years previous.”—Carl A. 
Channon. 
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the distributor’s business depend 
on sales, this activity is of vital 
importance, not only to the dis- 
tributor, but also to the manufac- 
turer, who depends on industrial 
supply distributors for representa- 
tion and outlet. However, there is 
an all important factor which can- 
not be determined with any great 
degree of certainty, which causes 
a variance in the views of manu- 
facturer and distributor. This 
factor is glibly called ‘Sales 
Potentials.’ ” 

Mr. Channon pointed out that 
sales potentials vary on different 
lines according to the nature of the 
industries of each territory, and 
that the character and buying 
habits of customers, in a large 
sense, determine the extent and 
coverage of the sales force of a dis- 
tributor. Volume alone cannot be 
used as a yardstick for measuring 
the efficiency of sales coverage. In 
considering “efficient coverage,” 
the distributor must be conscious 
of sales cost, he declared. 

Mr. Channon segregated sales of 
industrial supplies into three 
classes: (1) items commonly used 
daily and by most customers, ob- 
tainable from all industrial dis- 
tributors and other sources as well, 
of such character as to make 
quality and brand of minor im- 
portance; (2) items having great 
potential, but where quality and 
reputation are decided factors in 
their acceptance; (3) items re- 
quiring technical and persistent 
sales efforts. 
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“IT think the industrial supply 
salesman in the past has followed 
the line of least resistance and has 
over-emphasized his sales efforts 
on items in Class 1,” he said. “He 
has done fairly good work with 
items in Class 2 and has looked 
upon the items in Class 3 with 
fear in his heart. However, I be- 
lieve that this fear is being dis- 
sipated and that the very challenge 
presented in the sale of the Class 3 
items is interesting more and more 
industrial salesmen.” 

Mr. Channon said that in con- 
sidering territory coverage, he be- 
lieved the following factors should 
be kept in mind: (1) the amount of 
business obtainable from a cus- 
tomer and its relationship to sales 
cost in rendering full and complete 
sales coverage; (2) determination 
of the classes into which various 
lines belong and intelligent deci- 
sion as to how much sales effort 
should be expended on each; (3) 
individual determination of fair 
and complete coverage. 

Under the subject “Product 
Coverage,” potentials should 
largely determine whether or not 
a line shall become a major line. 

“A major line, in my opinion, 
should pay all its ordinary freight 
in overhead, plus the cost of addi- 
tional sales effort and a net profit 
besides,” Mr. Channon stated. “If 
and when a line can pass this test, 
then I think all the intelligence and 
sales ingenuity possible should be 
put behind it. If the line in ques- 
tion can measure up fully to these 
qualifications and needs, besides 
general sales effort, special en- 
gineering sales effort, I think the 
distributor should be glad and 


‘ anxious to give this type of sales 


coverage. 

“Items which might be classed 
as major lines must be determined 
by the potentials, the spread, the 
investment and all factors of sales 
cost, but the acid test, after all, is 
whether they will make a _ net 
profit after absorbing all regular 
and special costs. ... 

“It should be the joint respon- 
sibility of both distributor and 
manufacturer to determine as ac- 
curately as possible the potential of 
a line within the trading area of 
the distributor. Based on such 
concrete information, a practical 
plan of coverage should be evolved 
and operated. The possible maxi- 
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mum volume obtainable should be 
an important factor in determining 
the extent of such sales coverage. 

“The method of coverage could 
be by direct solicitation of distribu- 
tors’ salesmen or in conjunction 
with manufacturers’ missionary 
men. It might be accomplished 
by direct sales solicitation, aug- 
mented by direct mail campaigns. 
It might be accomplished by a well- 
organized and _ systematic mail 
campaign, or a combination of both 
personal sales solicitation and 
direct mail. 

“I think it is of vital importance 
that the director of sales for a 
distributor give careful considera- 
tion to these various methods “or 
combinations of methods and 
having found the plan best suited 
to his particular business and 
territory, adopt same, giving it his 
careful supervision so that the 
plan may be operated vigorously 
and incessantly. Such sales super- 
vision should include a system by 
which the chief sales officer could 
and should carefully analyze the 
operation and results of such 
planned sales activities.” 


Methods ws “a by Syracuse 
Supply Company 


Mr. Ridings described his own 
company’s methods of securing and 
maintaining efficient coverage of 
its territory and maximum dis- 
tribution for each major line. 

In connection with territory 
coverage, he said his company does 
not operate beyond profitable terri- 
torial limits, that it has at least 
a reasonably good knowledge of the 
plants in its area and that it main- 
tains a mailing list, properly 
classified, which is kept up-to-date. - 
Salesmen are given each week a 
list of accounts on which they are 
expected to call, which is turned 
in at the end of the week, properly 
marked as to dates of callsw 
(Special remarks made on separate 
sheets.) These are tabulated and 
gone over at stated periods by the 
Sales manager to check as to calls 
being made, and, if something has 
gone wrong with the account, steps 
are taken to correct the situation. ~ 

On the subject of securing 
major distribution on each major 
line, he said cards are prepared 
semi-monthly to show sales and 
gross profits of each department 





“We learned long ago that beyond a 
given point we cannot operate profit- 
ably.”—Percy Ridings. 


and each salesman by departments. 
A blackboard shows the budget of 
each salesman by departments, and 
sales results are posted semi- 
monthly showing percentage of 
quota made. 

“When I tell you that at the 
close of 1935 we had coded the 
lines of 257 different manufac- 
turers, representing sales made to 
361 customers having a volume of 
$30 and over, you will get some 
idea of the detailed information 
furnished our sales manager,” said 
Mr. Ridings. 

Budgets for each year are based 
on records of the preceding year, 
plus the increase that can reason- 
ably be expected, after consultation 
with the salesmen. In 1935, the 
company made 97 per cent of its 
total budget. 

Each year, the following reports 
are taken from the cards: total 
sales, gross profit and number of 
sales by lines, showing direct fac- 
tory shipments and sales from 
stock; (2) total sales, gross profit 
and number of sales by customers, 
also by lines by customers and by 
salesmen by lines. 

In 1935, the company sent out 
58,291 invoices and 84,081 sales 
tabulation cards|were punched and 
turned over for tabulation to a 
local calculating machine company. 
The total estimated cost, including 
one-third of. the time of a girl in 
the Syracuse Supply office, - was 
$1,225. 

“We believe the information we 
have at the close of the year per- 
mits us to both secure and main- 
tain sufficient coverage of our ter- 
ritory, and also secure and main- 
tain proper distribution for each 
major line,” said Mr. Ridings. 
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Mr. Ridings attributed much of 
his company’s success in marketing 
major lines to its sales meetings. 
A definite schedule is made early 
in the fall for meetings. to be held 
every second Friday evening dur- 
ing the fall and winter. At that 
time the various manufacturers 
are requested to send imme- 
diately lists of twenty to twenty- 
five questions, which are handed to 
the inside and outside salesmen, 
who are then advised the dates of 
the various meetings. The sales- 
men are required to be able to 
answer all questions. 
facturer’s 


A manu- 
representative is in 
charge of each meeting and he asks 
the questions and usually elaborates 
on the answers. 

“We believe that because of this 
method our men make it a point to 
know the lines and when offering 
them to the trade, do not merely 
ask for an order, but sell the 
goods,” stated Mr. Ridings. 


Views on Territory and Product 
Coverage 


In the discussion which followed 
Mr. Ridings’ talk, P. O. Boylan, 
The W. M. Pattison Supply Com- 
pany, Cleveland, said that one of 
the biggest problems a distributor 
has is to determine the types of 
customers he wants to call on and 
how often. Territory coverage de- 
pends to a great extent on the 
nature of the house. His own 
company tries to do business with 
all types of customers. Each sales- 
man also has his own ideas on how 
to go about covering his territory 
most effectively. The manufac- 
turer and distributor should have 
a definite understanding regarding 
the territory over which the latter 
has jurisdiction, and the distribu- 
tor should be backed up thoroughly 
by the manufacturer on all in- 
quiries, and so forth, in that ter- 
ritory, he said. Where two dis- 
tributors conflict outside of their 
exclusive territories on a given 
line but in their natural operating 
areas, each should respect the other 
man’s privileges, and the manufac- 
turer should give proper recogni- 
tion to distributors on orders re- 
ceived direct in such an area, Mr. 
Boylan declared. 

Richard Alcott, The Riechman- 
Crosby Company, Memphis, said 
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“We rely on salesmen and the ac- 


counting department for informa- 


tion.”—Ray Neal. 


the names of all industrials in 
every man’s territory are recorded, 
and the company insists that all be 
called upon. If reports show some 
are being missed, the matter is in- 
vestigated. Each account must be 
contacted at least once a month. 
Bonuses are paid the salesmen, and 
at the end of each month, each 
salesman is told how he stands 
and what he has to do to reach 
his bonus figure the following 
month. 

Ray C. Neal, R. C. Neal Com- 
pany, Incorporated, Buffalo, said 
his company gets 50 per cent of its 
information from the salesmen 
themselves and 50 per cent from 
the bookkeeping department. Call 
reports are not demanded from the 
salesmen. The men, however, are 
provided with copies of all invoices 
from accounts in their territories. 
They enter their sales on a cus- 
tomer’s sheet which is’ broken 
down according to lines. The men 


turn in their sheets at stated in- 
tervals, and direct factory ship- 
ments are recorded on the sheets 
for them. Every two or three 


months the records are gone over 
with the men, lines not moving to 
individual customers noted, and 
special efforts are made on these 
lines and customers during the fol- 
lowing period. Office cards on 
various customers are tabbed to 
whether or not a company 
has purchased recently and every 
three months the cards of those 
customers who have not purchased 
anything in the preceding two 
months are pulled and checked. 
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Educating the Salesman 


Robert S. 
Walke 


Page, 
Company, 


The Henry 
Incorporated, 








Norfolk, Virginia, said his com- 
pany places its major lines in two 
classifications—those not requiring 


highly technical knowledge and 
those which do_ require’ such 
knowledge. On the first class of 
lines, all salesmen push sales 


aggressively. On the second, all 
keep on the lookout for prospects, 
and are helped in closing by 
especially trained men. All sales- 
men receive training on all major 
lines during the course of regular 
sales meetings. Those manifesting 
especial interest in one or another 
of the technical major lines are 
singled out and sent to the manu- 
facturer’s plant for thorough edu- 
cation. Through such training, 
The Henry Walke Company tries 
to eliminate the expense that is in- 
curred by manufacturers in main- 
taining men in the territory to help 
sell major lines. How successful 
this method of training has been 
is demonstrated by the fact that 
two men so trained while with 
Henry Walke are now salesmen for 
manufacturers of major lines, the 
change having been made with the 
consent of Walke executives. In 
addition, The Henry Walke Com- 
pany has loaned specialists to 
manufacturers for as long a period 
as a year to help train salesmen of 
other distributors. 

H. E. Torell, Syracuse Supply 
Company, said his firm tries to 
make a kind of sales manager out 
of each salesman through estab- 
lishing in each a feeling of re- 
sponsibility. 

“We give the salesman more re- 
ports than he gives us, and he tells 
us more about what we should do 
than we tell him what he should 


said Mr. Torell. 


do,” 





“We try to make a sales manager 
out of every salesman.”—H. E. 
Torrell. 





The salesmen, of course, are re- 
quired to go to “school.” The com- 
pany gives them a picture of what 
it expects to do and of what their 
customers expect of them, and the 
salesmen then more or less organize 
their own work. 


Securing Product Coverage 


Methods of securing product 
coverage were discussed by Andrew 
G. Carey, vice-president and sales 
manager, Carey Machinery and 
Supply Company, Baltimore, Mary- 
land. 

“Most important; most difficult 
to handle intelligently,” said Mr. 
Carey of planned selling to secure 
product coverage. “The lines to 
be pushed must be those: (1) 
which are profitable; (2) where 


sales effort will produce enough 





“The customer has a right to com- 
plain if your salesmen are only order- 
takers.”"—A. G. Carey. 


volume; (3) generally where the 
distributor has _ exclusive sales 
rights or where there are a limited 
number of distributors.” 

After noting possible plans for 
periodical sales drives and the need 
for tying into such a plan, sales 
meetings, missionary help, adver- 
tising and promotion, Mr. Carey 
summarized often used methods 
for checking results by observation 
of sales by lines or by customers. 
“Our planned product selling, how- 
ever,” he concluded, “should 
cern itself with selling as many 
lines as possible to as many cus- 
tomers as possible. 

“The real meat in this matter is 
a method to check, not tota! sales 
to customers, but dollars sales by 
lines to each customer. If your 
sales force is small or if active ac- 
counts are numbered only in the 


con- 
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hundreds, it is possible to have the 
salesmen tabulate this themselves 
by supplying them with copies of 
the invoices. If this is impractical, 
as it generally is, there are several 
systems whereby this information 
is taken off invoice copies and 
tabulated. This requires coopera- 
tion of the salesmen as selection of 
the line each customer can use must 
be indicated on the customer’s 
card. It gives the sales manager a 
real insight into the effectiveness 
of his men’s work. 

“Regardless of what method you 
use, missionary selling becomes an 
integral part of it. One real ad- 
vantage of planned product selling 
is that it provides the salesman 
with something definite to talk 
about and avoids too much discus- 
sion about the weather, baseball 
and other non-essential topics.” 

After treating these points in de- 
tail, Mr. Carey showed how the use 
of manufacturer’s salesmen for 
missionary work was an essential 
part of planned product selling and 
reviewed their value in the instruc- 
tion of salesmen and in coverage of 
accounts. He emphasized the im- 
portance of use of catalogs and cir- 
culars and of making it easy for 
salesmen to demonstrate products. 

“Planned product selling will not 
be effective if your men are not 
well posted or if you have not 
created enthusiasm for the line,” 
continued Mr. Carey. “Properly 
operated sales meetings will ac- 
complish both results.” 

After describing the use of ques- 
tionnaires, written questions and 
literature in preparation for meet- 
ings, he told of a plan he uses for 
meetings on technical or specialized 
lines: , 

“The meeting is divided into two 
parts, the Friday evening session 
being preceded by dinner at six 
o'clock with a meeting following 
for about three hours. <A _ second 
session of the meeting is held at 
9 o’clock the following morning for 
three hours. We have found that 
more satisfactory results can be 
obtained from having the meetings 
in a private room at the hotel 
rather than at the office. This is 
particularly true of the Saturday 
morning meeting. Where the line 
is simple and non-technical, a re- 
view of the subject for an hour or 
an hour and a half on Saturday 
morning is generally satisfactory.” 


In concluding, Mr. Carey dis- 
cussed the value of factory train- 
ing courses for distributors’ sales- 
men and the need of cooperation 
between men especially trained on 
specific lines and the general line 
men. “Planned product selling 
must not become a drag; make it 
simple; don’t turn your salesmen 
into clerks,” he cautioned. “The 
aim must be to develop salesmen 
who can save the customer money 
by using their knowledge. They 
can get the business away from 
the man who just asks for orders 
and offers nothing.” 


Sales Analysis Forms Described 


In a companion paper to that 
which Mr. Carey gave, the discus- 
sion of product coverage systems 
and forms was continued by Z. B. 
Hampton, general manager, Fair- 
mont Supply Company, Fairmont, 
West Virginia. After emphasizing 
that potential volume and _per- 
centage of profit (after all costs of 
handling) must determine the 


choice of major lines, Mr. Hamp- 
ton described forms which effec- 
tively give his company a definite 
check on the purchases of each line 
by each customer. 


These forms. have _ vertical 
columns for lines and are ruled 
horizontally for months of the 


year. There is space for entry of 
four invoices each month in each 
line. This plan will be described 
in detail in a later issue of MILL 
SUPPLIES. Costs of keeping this 
record are about one-tenth of one 
per cent of gross sales. 

The Fairmont Supply Company 
uses an especially designed form 
and procedure for an annual re- 
view of its inventory. Mr. Hamp- 
ton also had copies of this form; 
the story of its use will accompany 
the forthcoming MILL SUPPLIES 
story of the sales analysis forms. 
With these forms it is possible to 
check, by products, over-stocks and 
inactive stocks, turnover and per- 
centage of gross profits and to in- 
sure action where the inventory is 
unsatisfactory. 


SALES PROMOTION 


6 ALES Promotion Methods for 

Distributors” was the gen- 
eral subject for the Tuesday after- 
noon joint meeting, presided over 
by F. M. Archer, president of the 
Southern Association. 

E. S. Grant, Dodge Manufac- 
turing Corporation, Mishawaka, 
Indiana, opened the discussion with 
an address in which he said, in 
part: 

“The terms, advertising and 
sales promotion, are frequently re- 
ferred to as though they 
things apart from actual selling, 
but they are so definitely inter- 
locked with actual selling that they 
can hardly be treated except as 
part of the whole program. Fur- 
thermore, we should not think of 
sales promotion as a separate thing 
for the manufacturer and a sepa- 
rate thing for the distributor. 

“The manufacturer who distrib- 
utes nationally must do a nation- 
wide job of advertising and sales 
promotion, using nation-wide medi- 
ums and the distributor must tie 


were 
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his efforts into the plan and direct 
them to the buyers in his territory 
in a much more personal way, 
making use of such mediums as 
are effective and economically avail- 
able. Personally, I don’t believe 
the distributor can afford to spend 
much money in promotional efforts 
on an individual product 
those efforts can be productive of 
almost immediate sales. 

“In other words, the bulk of the 
printed promotional effort on any 
individual line or product should 
be the manufacturer’s job, and, 
naturally, the actual selling is the 
distributor’s job. It seems that 
there are many evidences of lack 
of complete planning, carrying the 
promotional effort all the way 
through from the manufacturer to 
the distributor’s actual customer 
or prospective buyer. I mean plan- 
ning which allocates definitely each 
part of the promotional effort 
without duplication of that effort.” 

Mr. Grant then made sugges- 
tions regarding cataloging. After 


unless 
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“We would have closed our doors 
in 1932 if it hadn’t been for distribu- 
tors’ salesmen.”—E. S. Grant. 


touching briefly on possible adver- 
tising mediums for distributors to 
use, he said that whatever the 
medium used, it is becoming in- 
creasingly necessary for the distrib- 
utor to emphasize the technical 
ability he possesses to recommend 
the best item for each purpose. 


Salesmen Most Important 


“This leads me to the question 
of whether in every case the dis- 
tributor can furnish the technical 
service referred to. My conception 
of sales promotion is anything that 
promotes sales now or in the 
reasonably near future. But there 
must be sales and in the mill supply 
and machinery business you can’t 
survive without salesmen. Sales- 
men made every business repre- 
sented in this room. So I say that 
absolutely the best form of sales 
promotion is the promotion of the 
abilities of your salesmen. In fact, 
I would go so far as to say that 
if you can’t afford to spend money 
for advertising and also for train- 
ing salesmen, forget the advertis- 
ing and concentrate on helping 
your salesmen to 
proficient. 


become more 


“The reason we send men into a 
distributor’s territory is not to sell 
the goods, but to help the distribu- 
tor’s salesmen sell, and, in the 
process, building up his ability in 
our line. Operating as we do, we 
would have closed our doors in 1932 
if it hadn’t been for distributor’s 
salesmen. Primarily, then, I ad- 
vocate the greatest expenditure of 
the distributor’s sales promotion 
fund in the effort to make your 
present salesmen more effective 
through greater knowledge of the 


lines they sell and the establish- 
ment, where possible, of a sales 
apprentice system whereby you 
hire young mien with technical 
education to learn your business 
and the construction and uses of 
what you sell with the expectation 
of making salesmen of them.” 

In sales promotion, it is im- 
portant for the distributor to dis- 
play knowledge of the buyer’s 
problems, and tell them what he 
can do for them, Mr. Grant said. 
It is effective, too, for the distribu- 
tor to “blow his own horn” over 
the complete service he has to offer 
on groups of products he is ad- 
vertising. He suggested, too, that 
it would be a logical part of the 
Industrial Supply Research Bureau 
to stress the guidance the distribu- 
tor can offer in the selection and 
application of the goods he stocks. 


“Our mailing list is broken down by 
territories and product classifica- 
tions.”—F. W. Copeland. 


Building a Mailing List 


Fr. 
Company, 


Copeland, H. Channon 
Chicago, explained in 
detail how his company built and 
is maintaining and operating an 
up-to-date mailing list. 

Among other things, the com- 
pany first determined the ratio be- 
tween “contact” and “non-contact” 
accounts or accounts being called 
upon by salesmen and those which 
were not. This effort revealed a 
fertile field for direct mail ad- 
vertising. 

Mr. Copeland named four pur- 
poses of his company’s direct mail 
efforts: pushing specific products, 
selling the house and its service, 
capitalizing on the good-will the 
company already has and paving 
the way for the salesman. 

He made the point that in large 
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centers purchasing agents some- 
times will not give the distributor’s 
salesman the opportunity to bring 
up new products, but that circulars 
often produce inquiries, which, of 
course, are followed up by the sales 
force. 

The Channon mailing list was 
broken down according to ter- 
ritories, the salesmen’s cooperation 
having been invoked in classify- 
ing accounts. Close study was also 
made of the extra-territorial list. 

The mailing list was also broken 
down into classifications so that 
special mailings on specific lines 
could be addressed only to those 
customers or prospects who should 
be interested in them. 

The company “farmed out” the 
mechanical side of handling the 
list to a mailing house, as this 
method was found to be most eco- 
nomical, relieving the company of 
many details and the necessity of 
employing part-time operators. A 
girl in the employ of the company, 
however, is charged with the re- 
sponsibility of keeping the list up- 
to-date, this, of course, with the 
cooperation of the sales force and 
other members of the organization. 

The sales department has a 
budget under which the direct mail 
efforts are operated, and a test will 
be made at the end of the year to 
determine results. 

John T. Potts, the Galigher Com- 
pany, Salt Lake City, whose com- 
pany has developed an outstanding 
direct mail system, was called upon 
for comments, and emphasized the 
fact that direct mail literature, to 
be effective, must be simple and 
that each piece must drive home 
one subject. 


Literature for Distributors 


Some of the comments of dis- 
tributors and manufacturers on 
manufacturers’ literature for dis- 
tributors and their salesmen were 
substantially as follows: 

J. H. Hayden, Hewitt Rubber 
Corporation, on a request from the 
floor, discussed briefly a booklet is- 
sued by his company on its line of 
mechanical rubber goods and their 
applications. Mr. Hayden said the 
story told in the booklet is almost 
equivalent to a trip through the 
plant. It tells how goods are made, 
where to go to sell them and what 


(Continued on page 98) 
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COORDINATION 


HE Wednesday morning ses- 

sion, conducted by the Ameri- 
can Association, with President L. 
M. Knouse in the chair, had as its 
theme: “Co-ordination of Distribu- 
tors’ and Manufacturers’ Sales 
Activities to Secure Maximum Ef- 
ficiency and Lowest Cost of Dis- 
tribution.” 


Distribution of Manufacturers’ 
Literature 


In discussing the subject, ‘The 
Need for Greater Efficiency in the 
Distribution of Manufacturers’ 
Literature,” A. E. Paxton, manager 
of MILL SUPPLIES, laid stress 
upon the fact that there is a very 
definite need on the part of dis- 
tributors for a sound promotional 
and advertising program to back 
up personal sales efforts. 

James A. Channon, editor of 
MILL SUPPLIES, was scheduled 
to deliver this talk at the conven- 
tion, but was unable to appear be- 
cause of illness and his place on 
the program was taken by his as- 
sociate, Mr. Paxton. 

Mr. Paxton stated: “Specifically, 
sales promotional material aids dis- 
tributor salesmen by: taking up the 
slack between calls; putting in the 
salesman’s hands something which 
he can leave to clinch his sales 
arguments; reminding him of sali- 
ient sales points; substituting for 
calls on small buyers; keeping his 
name and his company’s name con- 
stantly before his customers and 
definitely identifying him with the 
product in question, and supple- 
menting information contained it 
his firm’s catalog.’ 

In referring to a national sur 
vey recently conducted by the edi 
tors of MILL SUPPLIES, M.. 
Paxton gave some interesting facts 
regarding the kind of sales litera- 
ture most popular with distribu- 
tors. In the order of their prefer- 
ence, distributors selected the fol- 
lowing types: envelope stuffers— 
the size to be about 34 by 6, al- 
though ten different sizes were 


noted: miniature, condensed cata- 
logs or bulletins—four pages or 
more; letter-size (84 by 11) single- 
sheet or four-page folders, with im- 
printed names or space for a letter 
on first page, and blotters. 

Manufacturers voted for the fol- 
lowing types of literature listed in 
order of their preference: small, 
condensed catalogs; envelope stuf- 
fers—two or more sheets; envelope 
stuffers—single sheet; imprinted 
broadsides; letter-size single sheets, 
and four-page (84 by 11) folders 
with first page left blank for let- 
ter. 

As to the character of material 
required, distributors make the 
following suggestions: should con- 
tain descriptive material; product 
and application pictures should be 
used—also cross-section _ illustra- 
tions; should have minimum 
amount of reading matter to get 
the story over; should be printed 
in color where possible, and should 
be printed on light-weight stock 
(this pertains to envelope stuffers). 

Envelope stuffers are furnished 
in 28 different sizes, altogether too 
many. In order of preference, 
these sizes are 34 x 64; 34 x 6; 
38 x 64; 34 x 64; 84 x ll and 3 x 6. 

“Manufacturers prepare mate- 
rial and hopefully send it out to do 
its work,” said Mr. Paxton. “Of 
the manufacturers replying to our 
survey, 14 percent are still sending 
quantities of literature to their dis- 
tributors unsolicited. 

“Although very few products are 
sold to every type of industry, only 
36 percent of the manufacturers 
reporting inform their distributors 
to which industries promotion ma- 
terial should be sent and to which 
buying or specifying officials in the 
plant. 

“Although manufacturers, gen- 
erally speaking, are well fortified 
with personnel capable of writing 
convincing sales letters, those re- 
porting indicate that in only 35 
per cent of the cases do they sug- 
gest a letter to accompany their 
promotion materials. 
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“Manufacturers contribute to waste 
in distribution of literature but the 


distributor is not without fault.”— 
A. E. Paxton. 


“Finally, although many manu- 
facturers recognize the value of co- 
ordinating the mailings on their 
products with plant visits by their 
missionary men, only 34 percent of 
those reporting have definite plans 
for accomplishing this result. 

“While manufacturers themselves 
contribute largely to the excessive 
waste in distributing sales litera- 
ture, the distributor is certainly 
not without fault. 

“While 78 percent of the distrib- 
utors reporting maintain a mailing 
list of some description, only 48 
percent of these lists are classified 
by industries or types of buying of- 
ficials. 

“It must not be assumed that 
the 22 per cent without mailing 
lists send out none of the literature 
placed in their hands, however. 
The answer to this puzzle is con- 
tained in the replies te the ques- 
tion, ‘How do you distribute man- 
ufacturers’ literature?’, 89 percent 
enclose with invoices; 85 percent 
distribute by salesmen; 60 percent 
regularly circularize a mailing list; 
58 percent send with general cor- 
respondence, and 50 percent en- 
close with shipments. 

“Obivously, a distributor without 
a mailing list could still employ all 
but the third method. However, 
the third method, according to man- 
ufacturers’ promotion and advertis- 
ing men is by far the most pro- 
ductive of results and the first 
method, enclosure with invoices, is 
one of the most ineffective. Manu- 


facturers rate the above methods 


in the following order: regular cir- 
cularizing of a mailing list; dis- 
tribution by salesmen; with general 
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correspondence; enclosure with in- 
voices, and enclosure with 
ments. 


ship- 


“Further, for the same reasons 
given before, if mailings on all 
products are made to every cus- 
tomer on the list, whether he be 
a prospect or not, the effectiveness 
of this promotion as a sales builder 
is bound to be reduced. 

“To get back to the subject of 
letters to accompany the advertis- 
ing material, we find that seven 
percent of the distributors report- 
ing send material with no letter; 
57 percent send a letter or other 
house advertising, and 36 percent 
use both methods. 

“So we see that both distributors 
and manufacturers must share the 
responsibility for failure to make 
advertising material as effective as 
possible. To be sure, many mem- 
bers of both groups, are guilty of 
none of the practices which tend 
to produce this waste.” 

In closing, Mr. Paxton made the 
following recommendations which 
should help eliminate waste in dis- 
tributing manufacturers’ literature. 
He urged distributors to retain 
competent personnel to supervise 
mail sales efforts; maintain an up- 
to-date mailing list broken down 
by industries and by plant and 
purchasing officials; convince their 
salesmen of the value of this type 
of promotion and enlist their help 
in making it effective—both by 
helping to keep mailing lists cor- 
rect and by following up mailings 
and inquiries promptly and effec- 
tively. 

To manufacturers, he recom- 
mended: (1) the preparation of 
well illustrated, carefully thought- 
out mailing pieces which tell the 
story in the fewest possible num- 
ber of words; (2) sending samples 
to distributors together with in- 
formation on the kind of plants 
and officials which should be 
reached (orders for the required 
number of pieces needed should be 
thus solicited); and (3) suggest- 
ing letters to accompany mailing 
pieces. 


Distributors’ Buying Policies 


H. E. Ruhf, Cleveland Tool and 
Supply Company, Cleveland, chair- 
man of the National Association’s 
Committee on relations with man- 
ufacturers, delivered a paper on 
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“Do we or do we not want to con- 
sider quantity users in establishing 
prices?”"—H. E. Ruhf. 


this subject. 
follows: 

“I think that, basically, we all 
agree that the setting up of re- 
sale prices is a constructive thing, 
and if a manufacturer comes to 
you with a line upon which he has 
established a resale price, do not 
condemn him without trial, even 
if the spread don’t seem wide 
enough. Ask questions, and deter- 
mine why he has set up such a 
differential. Then, if you can’t see 
volume enough in your particular 
territory to pay you dividends for 
taking that line on, pass it up— 
or point out to the manufacturer 
the unusual conditions in your ter- 
ritory which would bar you from 
handling 


He spoke in part as 


the line on the spread 
as set up, and ascertain if there 
is anything which would prohibit 
you from selling at your 
price. 


own 


“While we are on the subject of 
resale prices, do we, or do we not, 
want to consider quantity users? 
...I1 don’t know the answer. But 
I do know there is a divided opin- 
ion. . . . Should the concession, if 
made, come entirely from the dis- 
tributor, or the manufacturer, or 
should a compromise be made, and 
the manufacturer and distributor 
both participate? I leave the ques- 
tion with you. 

“Another thought, in connection 
with Distributors’ Buying Policies. 
There are, in practically every man- 
ufacting industry related to the 
mill supply trade, certain manu- 
facturers who have a clear under- 
standing of the distributor’s posi- 
tion, function, economic importance 
and problems, and are continually 
endeavoring to set up sales policies 
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to conform. There are also other 
members of these industries who 
care for only one thing—get the 
business. They don’t care whether 
it is through distributors, or comes 
from consumers direct, and further, 
have no set price policy. A sharp 
buyer can get the price. 

“Now, it seems to me that if we 
distributors ignore our loyal, dis- 
tributor-minded manufacturers, 
and place business with the other, 
because we can get a 5 percent or 
10 percent better price, we are, in 
the long run, counteracting all the 
good so far accomplished. All I 
can say is, that the gypper and 
cut-price artist is not invited to 
call on the Cleveland Tool and Sup- 
ply Company—in fact, he is very 
definitely invited to pass us up. 
Any manufacturer who comes to us 
with a better price than the mar- 
ket, wants to be sure that he has 
‘all the answers’. 

“Another thing, we don’t like 
price wars going among manufac- 
turers. They cost the distributor 
more than he can get back in a 
long time. If every distributor 
would, when a price war develops 
on some particular line, become ab- 
solutely indifferent to that line, 
make no effort to obtain business 
or send in orders—in other words, 
adopt a passive resistance attitude 
—I believe we might get quick ac- 
tion of correction. ... 

“Just a word about mail-order 
houses. Personally, I have never 
considered them a serious menace 
to the mill supply industry, but | 
begin to see lengthening shadows 
that cause me to watch develop- 
ments closely. ... We cannot accept 
explanations fortifying a manufac- 
turers’ position of selling both mill 
supply distributors and mail-order 
houses, or any other classification 
if the line carries a resale price 
with us, and the mail-order house 
lists a lower price. I have yet to 
have an argument presented to me 
sufficiently convincing to make me 
believe that a farmer is entitled to 
a better price than an industrial, 
except on lines that are strictly 
agricultural. 

““May I mention just a few ques- 
tions which I believe should be 
given due consideration in connec- 
tion with purchasing: 

“Does the manufacturer have a 
real knowledge and appreciation of 

(Continued on page 106) 
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TRIPLE CONVENTION PRAISES. 


RESEARCH BUREAU 


T NOON on Wednesday, May 

13, the Industrial Supply Re- 

search Bureau, the trade extension 

activity of the three associations, 
went into session. 

The chairman and treasurer of 
the Bureau, Alvin M. Smith, pre- 
sided, presented the treasurer’s re- 
port, and his annual report of the 
Bureau’s work. He pointed out that 
at the Pinehurst Triple Convention, 
a year before, it was voted to carry 
on in a more intensive manner, un- 
der the new Bureau name, work 
which had been done by the 
Joint Merchandising Committee. 
It was then estimated that $75,000 
was needed for the program 
planned. Mr. Smith reported that 
about one-sixth of that amount has 
been subscribed to date. Valuable 
activities have been carried on with 
the funds available; 
which were renewed. 

It was planned to devote a mini- 
mum of 25 per cent of subscrip- 
tions received, to advertising cam- 
paigns featuring the data on the 
advantages of selling through dis- 
tributors which have been gathered 
by the Bureau. This has been done 
through advertising in MILL SUP- 
PLIES, “Mill and Factory” and 
five purchasing publications since 
January, 1936. This program has 
brought general commendation and 
a heavy demand for reprints. 

One meeting with local purchas- 
ing agents was held during the 
year. This meeting, at Richmond, 
Virginia, brought favorable reac- 
tion. Similar meetings should be 
held in large cities where there are 
sufficient buyers, Mr. Smith said. 
Group meetings with distributors 
and supply manufacturers were 
held in Pittsburgh, Cleveland, De- 
troit, Chicago, Cincinnati, Mil- 
waukee, and in connection with 
regional meetings in Southern As- 
sociation territory. 

Work planned last year—(1) 
preparation of direct mail advertis- 
ing, (2) reports on buying prac- 
tices of industrial plants, and (3) 
Survey of industrial distributor 


activities 


outlets—was reviewed with the con- 
siderations which had prevented 
carrying out of the full program. 

“There has been a heavy demand 
for the Research Bureau emblem, 
both on the part of manufacturers 
and distributors,’ reported Mr. 
Smith, “and, strange to say, a heavy 
demand from those not subscribers, 
indicating their belief in the use- 
fulness and importance of the work, 
but not to the extent of contribut- 
ing more than the 90 cents required 
to secure the emblem.” 


Bureau’s Future Planned 


There was next presented the re- 
port of a sub-committee of the 
Bureau’s governing committee on 
the future activities of the Bureau, 
The committee consisted of C. O. 
Drayton, Graton and Knight Com- 
pany; T. W. Lewis, Lewis Supply 
Company, and Percy Ridings, 
Syracuse Supply Company, The 
report had received the approval 
of the full governing committee. 

The sub-committee recommended 
that next year’s program embrace 
a trade magazine advertising cam- 
paign to be financed by voluntary 
subscriptions from members of the 
three associations and that the 
Bureau take advantage of the co- 
operation of James A. Channon and 
Hartley W. Barclay to conduct pur- 





Professor Hugh Agnew, New York 
University, presented results of a 
survey on industrial buying practices. 
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chasing agents meetings, research 
and the education of distributors’ 
salesmen. 

The governing board will consist 
of three members appointed by 
presidents of the three associations, 
one of whom shall be elected treas- 
urer. An advisory committee of 
three advertising managers is to 
be appointed from the American 
Association to approve advertising 
copy and pass on the selection of 
media. An advertising agency is to 
be retained. Messrs. Channon and 
Barclay are to be advisory members 
of the governing board. 

A budget of between $20,000 and 
$30,000 was urged. Members of the 
three associations were requested 
to make contributions, based on 
sales volume of industrial supplies, 
at the following rates: 





Annual Sales Contribution 


Less than $150,000.. $25 
$150,000 to $300,000. . 40 
$300,000 to $500,000. 60 
$500,000 to $1,000,000 75 
$1,000,000 and over.. 100 











The final clauses of the report 
urged that no work be undertaken 
or expenditures made until $10,000 
was raised and that contributions 
be received only from members of 
the three associations. 

On a motion made by Carl A. 
Channon, the meeting voted to ac- 
cept the sub-committee’s report. 
William T. Todd, Jr., moved a vote 
of thanks to the officers and others 
responsible for the work of the 
Bureau and it was so voted. 


Industrial Sales Surveyed 


A survey of industrial purchases 
from distributors in Columbus, 
Ohio; Syracuse, New York; Allen- 
town, Pennsylvania, and Worcester, 
Massachusetts, was reported upon 
by Hugh Agnew, Professor of Mar- 

(Continued on page 171) 


The Southern’s Meeting 


ITH F. M. Archer, president, 

in the chair, the executive 
session of Southern Supply and 
Machinery Distributors’ Associa- 
tion was called to order in the Japa- 
nese Room of The Ambassador 
Hotel. 

The annual report of the secre- 
tary-treasurer, Alvin M. Smith, 
pointed out that eight new or rein- 
stated members had been received 
into the Association during the year 
making a total of 118 members, a 
net gain of two. 

Better business and the pent-up 
demand for replacement of obso- 
lescences has brought increased or- 
ders, the report stated, but keen 
competition and greed for volume 
has warped judgment from the 
profit standpoint. 

Activities of the Southern asso- 
ciation during the’ year toward 
improved relations with manufac- 
turers through: (1) requesting 
manufacturers to file with the sec- 
retary’s office a definite written 
statement of sales policies and their 
intent to live up to it; (2) con- 
tinued effort to a standard two per 
cent cash discount; (3) elimina- 
tion of direct competition; (4) 
more adequate margins where un- 
satisfactory; (5) simplification of 
products, and (6) establishment 
by manufacturers of permanent 
unchangeable list prices. 

With distributors the associa- 
tion’s activities have been directed 
toward: (1) increased prices and 
profits on small orders; (2) in- 
creased promotion studies; 
(3) promoting selective distribu- 
tion; (4) encouraging and support- 
ing the work of the Industrial 
Supply Research Bureau; (5) ex- 
panding studies on the cost of dis- 
tribution, and (6) informing our 
trade on national, state and local 
conditions with particular refer- 
ence to the effect of taxation and 


sales 


political practices on the supply 
business. 
These activities have been 


stressed in meetings with standing 
committees; co-operative efforts 
with the other two associations, and 
eleven group meetings in the zones 
of the association. Mr. Smith re- 
viewed suggestions gathered from 
these group meetings and reported 
upon the trade information, over- 
stock and odd-stock service, and 
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ASSOCIATIONS PLAN 
NEW ACTIVITIES 





C. A. Dillon, left, new president, 
Southern Association, is congratu- 
lated by F. M. Archer, his predeces- 
sor. 


placement service of the associa- 
tion. He suggested that a collec- 
tion and credit service be estab- 
lished by the association. 

On resale prices the report stated 
a continued belief in standardized 
resale prices. There will be no trou- 
ble in maintaining resales except 
for weak-kneed manufacturers and 
distributors. Some manufacturers 
give the distributor too small a 
spread; utterly inadequate gross 
margins of 9 per cent prevail on 
some items and of 15 to 20 per cent 
on other items. 

The report of the manufacturers’ 
relations committee—Messrs. J. M. 
Bates, J. B. Crimmins and C. E. 
Lilley —told of 23 complaints 
against manufacturers during the 
year. Of these, 17 were satisfac- 
torily settled and six unsatisfacto- 
rily settled. 

In general, difficulties with man- 
ufacturers have to do with (1) need 
for larger spread; (2) proper defi- 
nition of “distributor,” “retailer,” 
and “consumer”; (3) proper sta- 
bilization in the secondary market 
on the part of the manufacturer 
assisted by his distributor. 

In the report of the executive 
committee—signed by F. M. Ar- 
cher, president, and T. W. Lewis, 
chairman of the executive commit- 
tee—there was discussed the effect 
of a large government debt and 
increased taxes on business and on 
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the price spread needed by the dis- 
tributor. “Straight thinking and 
right action by business men was 
never more necessary; leadership 
naturally should come from the 
trade association. Our success as 
distributors will be augmented if 
every member of the trade volun- 
tarily becomes a member of the As- 
sociation,” says the report. 

In the reports and in discussion 
at the meeting strong emphasis was 
placed upon the desirability of sup- 
porting the new program proposed 
by the Industrial Supply Research 
Bureau. 

It was moved by Robert S. Page 
that the Southern association hold 
a semi-annual meeting each year 
at a central point in the south, 
probably in the fall. The motion 
was seconded and discussed by Fred 
W. Glover and T. W. Lewis. Sec- 
retary Smith said he did not think 
this would interfere with regional 
meetings. Other suggestions from 
the floor: Holding meeting at same 
time as the executive committee 
fall meeting; have group product 
meetings on a second day with top 
executives of manufacturers (not 
district sales managers or sales- 
men) present to discuss unsatisfac- 
tory products; voted to refer this 
to executive committee with recom- 
mendation that the first such meet- 
ing be held in New Orleans, 
Louisiana, or Dallas, Texas, in No- 
vember, 1936. 

The nominating committee re- 
ported nominations of: President: 
C. A. Dillon, Dillon Supply Com- 
pany, Raleigh, North Carolina; 
first vice-president: Robert S. Page, 
The Henry Walke Company, Incor- 
porated, Norfolk, Virginia; second 


vice-president: Jack B. Dale, 
Briggs-Weaver Machinery Com- 
pany, Dallas, Texas; executive 


committee: Chairman: F. M. Ar- 
cher, Superior-Sterling Company, 
Bluefield, West Virginia; T. W. 
Lewis, Lewis Supply Company, 
Memphis, Tennessee; Edward F. 
Stauss, Oliver H. Van Horn Com- 
pany, Incorporated, New Orleans; 
(Continued on page 41) 
























@Convention activities opened 
with the golf tournament at the 
Northfield Country Club on Mon- 
day. Blind bogey (kickers’ handi- 
cap) prizes were awarded to M. I. 


Jackson, Behr-Manning Corpora- 
tion, a radio; A. E. Thornton, 


Skinner Chuck Company, a dress- 
ing case; F. J. Tone, Jr., Carborun- 
dum Company, a wallet; J. H. Wil- 
liams, J. H. Williams & Co., a rain- 
coat, and C. E. Allinger, The Charles 
A. Strelinger Company, a desk pad. 
Low gross prize, a cocktail shaker, 
went to Jack Parker, Moore- 
Handley Hardware Company, for 
a score of 78. Low net prize, an 
electric clock, was awarded to 
W. C. Stauble, Holo-Krome Screw 
Corporation, for a net score of 65. 
H. S. Ashmun, Armstrong Manu- 
facturing Company, with a 136, 
had high gross and was awarded a 
large steel golf club donated by 
the Wheeling Steel Corporation. 
The committee in charge of the 
tournament was composed of Fred 
W. Glover, chairman; Charles FE. 
Allinger and H. P. Ladds. 


®@ Jack “Wahoo” Dale went to bat 
in a big way for the Texas Centen- 
nial. The supply of ten-gallon hats 
he brought with him was soon ex- 
hausted, and the demand for them 
was terrific. Several 


cases of 





‘tion and a will 





CONVENTION SIDELIGHTS 


suspected thievery by jealous con- 
ventionites were rumored. Jack 
made a wise selection for a sales 
promotion man in Colonel Alvin 
Smith, for the genial Southern As- 
sociation secretary certainly bally- 
hooed the big Texas celebration, 
in his own inimitable way, at every 
opportunity. 


@ John Potts, retiring president of 
the National Association, took it 
standing up when he was presented 
with a loving cup by the members 
of that organization, but it was 
just too much for him when Percy 
Ridings, the incoming president, 
handed him a leather scroll from 
his associates at The Galigher Com- 





pany, carrying the following in- 
scription: “To John T. Potts, past 
president of the Royal Order of 
Goats, presented by your Galigher 
Associates, the Loyal Order of 
Goatees—a badge you should wear 
with pride, symbolizing determina- 
that won't be 





denied: 


“No road too rocky, 
“No hill too high, 
“No wall too hard 
“For this here guy.” 


@George Puchta, second president 
of the National Association and 
the oldest living ex-president of 
that organization, attended the 
convention. In a brief address at 
one of the joint meetings, he ex- 
pressed pleasure at the progress in 
cooperative effort that had been 





MILL SUPPLIES @ JUNE 1936 





made during the last few years. 
He made special note of the fact 
that the number of supply houses 
today which do not know their cost 
of doing business is few, whereas 
several years ago the opposite was 


the case. “You’ve got to make a 
profit on what you sell,” said Mr. 
Puchta. 


@“Old Man Stork” had a profound 
influence on the convention. Bob 
Hamilton of Dumore Company 
couldn’t make it because of said 
bird’s arrival. Neil Hurley’s (In- 
dependent Pneumatic Tool Com- 
pany) young daughter arrived just 
prior to the Atlantic City meeting, 
but Neil had a feeling he ought to 
be home helping tend the young 
lady. Phil Callaghan of General 
Refractories Company’ was. all 
a’flutter throughout the convention 
and kept the telephone wires hot, 
but young David conveniently de- 
layed his arrival until May 18. 


@® Jack Apsey of The Black and 
Decker Manufacturing Company, 
was kept from the convention by 
an untimely appendectomy. Another 
well-known figure at conventions 
who found it impossible to be 
present this year was Carl Krueger 
of San Antonio Machine and Sup- 
ply Company. 


@®“The Bored-Walker,” a humorous 
newspaper issued at the convention 
by MILL SUPPLIES, caused 
plenty of excitement and many a 
laugh. The “paper boy” who de- 


(Continued on page 153) 





GUESS WHAT! 


All salesmen will want to try their hands at 


checking the correct answers. 


When you have 


finished, turn to page 166 for the author’s list. 





1. A“B & O” is: (1) the name 
of a railroad, (2) something that 
Lifebuoy soap gets rid of, (3) a 
“bought and ordered” slip from the 
P. A., (4) punch for backing out 
rivets that has a wooden handle, 
(5) nothing of importance in a car 
shop. 


2. Does tensile strength have 
anything to do with choice of 
abrasive? (1) No, abrasives that 


are harder just last longer. (2) 
Yes, silicon carbide is used on low- 
tensile-strength materials, alumi- 
num oxide on high-tensile-strength 
materials. (3) Repeat the ques- 
tion, please. (4) No, tensile 
strength affects only the bond or 
filler material. (5) Yes, but not 
much. 





3. What are the two commonest 
grinding abrasives? (1) Sandstone 
and whetstone. (2) Carbon dioxide 
and solid CO. (3) Emery and 
sandpaper. (4) Sand and silt. (5) 


Aluminum oxide and silicon car- 
bide. 
4. Files are measured by: (1) 


distance from tip of tang to other 
end, (2) length of cut, heel to tang, 
(3) number of grooves per inch, 
(4) depth of cut, (5) diameter or 
width. 


5. For a circular saw in general 
service, will a combination-tooth 
blade cut as fast as either a cross- 


cut or a ripping blade? (1) A 
crosscut will serve best for cross- 
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cuts and is also good for ripping. 
(2) Yes, because the ripping teeth 
work only on ripping, the crosscut 
only on crosscutting. (3) No, but 
it is better suited to general work. 
(4) The blade turns so fast it 
doesn’t matter. (5) “Crosscut” 
means combination-tooth blade— 
they’re the same thing. 





6. High coefficient of friction in 
a belt is obtained by: (1) dressing 
it with non-skid rubber, (2) put- 
ting in particular oils and greases. 
(3) roughening the surface, (4) 
roughening the pulleys, (5) dress- 
ing the belt with a sand mixture. 


7. What is bearing pressure? 
(1) It is the weight of a column 
on the ground. (2) It is com- 
pression between a shaft and a 
bearing set up by the weight of 
the rotating element plus the ten- 
sion in a belt. (3) The weight of 
a man leaning against a table. 
(4) Threats made by a boss to be 
sure work gets out on time. (5) 
The pressure of a drill on the 
piece being drilled. 





is the 


8. What main advantage 
of the rocker-type motor base? 
(1) It keeps proper tension in a 
belt. (2) It makes it easier to 
put on a belt. (3) It absorbs 
shock. (4) It reduces frequency 
of belt lacing. (5) It reduces 
friction for a given load. 
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9. Why is a belt cut 4 in. per ft. 
shorter than the measured distance 
around the pulleys? (1) To put 
tension in the belt. (2) To save 
money. (3) To allow for the width 
of the lacing. (4) To let the belt 
free to slip in case of overload. 
(5) To make up for centrifugal 
force. 

10. How far should the jaws 
project from a chuck? (1) Far 
enough to hold the work. (2) Not 
over a fifth of their length. (3) 
Not over half their length. (4) 
Up to # of length. (5) Not at all. 


11. Should chucks be _ oiled? 
Why? (1) Oiling increases grip- 
ping power at least half. (2) No, 
because oiling makes them slip. 
(3) Only a little, because too much 
will drop on the work. (4) Yes, 
to maintain accuracy. (5) No, 
they are built to run dry. 


12. Should an acetylene torch be 
greased or oiled? (1) Yes, other- 
wise the valves stick. (2) Yes, 
otherwise the parts rust. (3) Not 
any more than necesary. (4) 
No, because it gets on the opera- 
tor’s hands and makes the torch 
slip. (5) Absolutely not, because 
it may cause an explosion. 





13. A good cutting compound for 
power hacksaws is: (1) 1 part 
soluble oil to 20 parts water, (2) 
1 part soluble oil to 40 parts water, 
(3) 1 part shaving cream to 10 
parts water, (4) kerosene, (5) 
plain water. 


14. How long will a ball bearing 
last? (1) About a year. (2) 
About 10,000 hr. (3) Almost in- 
definitely. (4) Depends on lubrica- 
tion. (5) About 10 years, constant 
service. 

15. How 
vise? 


about the base of a 
(1) Don’t really need one, 
it’s just a custom. (2) It should 
be cleaned before the vise is 
mounted. (3) It should be ma- 
chined flat for mounting on steel- 
top tables or metal-edged benches. 
(4) It should be rough, so it grips 
wooden bench edges better. (5) 
Should be painted red. 
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Mechanical Rubber Goods 


By H. W. FAULKNER 


Manager, Mechanical Rubber Goods 
Department, Charles H. Harden and 
Company, Seattle, Washington. 











H. W. Faulkner is out 
on the firing line most of 
the time. If the customers 
should take a shot at him, 
he would be hard to miss 
for he is six feet one and 
weighs 285 pounds. 

“They” say that he goes 


WENTY years ago, or even 
less, in selling a _ belt, the 
average salesman measured the 
pulley and determined the speed 
reduction. If the pulley had a 13- 





: : fay: hel to a tent and awning 
piss “ger ™ rare en a maker for his clothes; 
ee a vee that he could not drive a Model T because his foot 
the selling ended about there, and st ms 
4 . , pushed down all the pedals at once. But “they 
probably all concerned in the trans- ‘ : 
action adjourned for a drink. Of like him. a 
late years. however, the industrial He is known all over the Puget Sound district 
salesman who expects to bid for as a salesman who was following the “new order 
mechanical rubber goods business of selling” about 20 years before the new order 
—conveyor belt, transmission belt, was discovered. 


hose’ or whatnot—finds that he 











must be more or less of an engi- 
neer. He must keep eternally 
studying the problem of his cus- 
tomers, and by the route of making 
worthwhile suggestions as to plant 
betterments and service improve- 
ment seek to build up a following. 
He must make a study of the type 
of machines to be driven, the ma- 
terials to be handled, the speed of 
operation required, and many other 
factors. 

The mechanical rubber goods line 
is a major one and leads into prac- 
tically every plant the distributor 
calls upon. This discussion of the 
selling of this line probably will 
not cover “the half of it,” for there 
are many angles to the problem. 
Perhaps as a starter and to get a 





These two 24-inch belts are 
used in the assembly line of a 
door factory. They are 300 
feet long, overall. 
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The long belts of these 
veneer plant tables pro- 
vide storage capacity be- 
tween the “peeler” and 
the clipper. Material 
comes from the peeler 
faster than the clipper 
can handle it, but when 
changing blocks on the 
peeler, clipper catches up. 


v 


picture of the line, it may be 
broadly classified under seven heads 
—transmission belt; conveyor belt; 
elevator belt; ordinary hose; spe- 
cial hose; sheet packing; matting 
and sundries. 

Where the business is to come 
from will vary with the territory. 
In our territory the principal out- 
lets, in about the order named, are: 
saw mills, cement plants, canneries, 
rock products industries, contrac- 
tors (concrete aggregates plants), 


brick plants, veneer plants and 
chemical plants. 
In the saw mills we have the 


superintendent, master mechanic 
and head millwright to see, as well 
as the planing mill foreman. In 
the other classes of plants there are 
the superintendents, foremen and 
any of the other practical men who 
can be contacted. After that, of 
course, are the purchasing agents 
and managers. The point is that 
it seems best to do our studying 
of the problems and initiate the 
selling down where the products 
are used. 

The largest dollar and cents vol- 
ume is obtained from these plants 
in conveyor belt sales. Such belts 
are a slow consumption article, but 
the individual sales run into much 
larger sums than with any other 
item. Hose, power transmission 
belt and miscellaneous mechanical 
rubber items, grouped together, 
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form the bread and butter items, 
for which there is a constant over- 
the-counter demand, with less sales 
effort and ingenuity required. 








Next Month 


“Selling Mechanical Rub- 
ber Goods” will be con- 
tinued. Mr. Faulkner 
will tell more about how 
he sells belts, rubber 
hose, and so on. 








Individual sales, particularly of 
conveyor and transmission belt in- 
stallations, and in connection with 
applications where large amounts 
of special hose are required, are 
sufficiently large so that it pays 
the salesman to be able to plan in- 
stallations and to roughly lay out 
that part of the plant in which the 
products are to be used. He must 
also be able to work intelligently 
with the engineers and draftsmen 
of the plant he expects to sell. To 
that end, it is necessary to study 
as much of mechanical engineering 
as he can absorb. The knowledge 
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will always come in handy, and he 
cannot afford to make “bum 
guesses.” 

In the field of conveyor belts, the 
salesman cannot know too much 
about the nature of the materials 
to be handled and the practical 
operation of the plants where the 
materials are used. In this ter- 
ritory, the bulk of the conveyor 
systems are sold for handling 
hogged fuel and sawdust, lumber, 
coal, sand and gravel. The first 
things to be able to determine in 
connection with a conveyor system 
for any of these applications are: 
tonnage per hour; nature and ac- 
tion of the materials to be handled 
under the conditions pertaining at 
that plant; character of the in- 
stallation, whether level or incline, 
and, if inclined, the degree of 
incline. 

With power transmission belt, 
the primary factors to be deter- 
mined are the horsepower to be 
transmitted; size of drive and 
driven pulleys, which has a bear- 
ing on the arc of contact; distance 
between pulley centers, which again 
effects the are of contact and con- 
sequently the ability of the belt to 
transmit power; the speed of the 
driver. 

These are only the fundamentals. 
Other information must be secured 
relative to each individual applica- 
tion. 
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Backed by the necessary prac- 
tical knowledge of his line, the 
salesman gets much of his business 
by being able to suggest plant 
betterments and economies. Not 
all plants, of course, present fruit- 
ful fields for this sort of endeavor. 
Even though the large ones have 
their own engineering staffs and 
efficiency men, there is seldom one 
in which the salesman who is a 
keen observer is not able to make 
here and there a suggestion which 
will save some money or improve 
operating conditions. In the smaller 
plants not so well equipped, there 
is ample opportunity. 

For instance, a brick plant for 
years had been bringing the clay 
in from the pit to the yard in mine 
cars operated over a trestle by a 


Usually the salesman can make 
save 
money or improve operating con- 
This belt conveyor (be- 
low) is used by an electro-chem- 


a suggestion which will 
ditions. 


ical company. 





This conveyor installa- 
tion (at the _ right) 
handles pulp wood chips 
to a pulp mill digestor. 
The same kind of con- 
veyors may be used for 
hogged fuel. 


hoist. It is an old method which 
under some conditions is economi- 
cal and under others, crude and 
costly. So much does depend on 
conditions that what is one plant’s 
meat may be another’s poison. As 
an approach to a sale, the salesman 
of the distributor must be able to 
size up these conditions and to do 
preliminary figuring on cost of 
operation on his own account. 

I figured this case pretty care- 
fully and it turned out to be one 
of the “poison” ones for the opera- 
tor the way he was handling the 
material. By showing a substan- 
tial dollars and cents saving 
through putting in a modern belt 
conveying system, they were in- 
duced to make the change-over and 
I got the order. 











“ 
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Similarly around saw mills, many 
chains and flights are used to han- 
dle hogged material, waste, étc. 
The best practice is to replace these 
with conveyor belts, for they can 
be operated at higher speed and 
with less power. The thing to do 
is to prove this, or at least get the 
operators sufficiently interested to 
study the problem and to prove it 
to themselves. Many of those old 
chain flights will continue to clatter 
along until some salesman comes 
along with enough on the ball to 
start the pencils of the manage- 
ment to working. 

A few issues back, Sig. Ostenson, 
in his grinding wheel article in 
MILL SUPPLIES, said that he 
aimed in selling a wheel to a cus- 
tomer for the first time, to be sure 


Duplex belt conveyors are inter- 
esting and profitable items to 
handle. This duplex (above) 
handles hot clinker at a cement 
mill. 


to get one that would cut freely, 
and leave the matter of refinements 
and getting the one most eco- 
nomical of operation until later. 
In somewhat the same way, in 
figuring a conveyor belt installa- 
tion, allow a good margin of safety. 
Even if the belt is a little larger 
than is actually necessary to get 
away with the load under ordinary 
conditions, the cost of the operator 
is very little more. He has an 
installation that will carry on 
without trouble and will last longer. 
But if you sell him one which 
even occasionally will bog down be- 
cause you skimped on width or 
speed in order to figure a few hairs 
(Continued on page 186) 
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SELLING 


MORE 


OVER THE 
TELEPHONE 


By 
FRANK E. LEE 


Telephone Salesman 


H. Channon Company, Chicago 


Y persistently following up all 

inquiries, being polite, know- 
ing what he has to say, and how 
to say it, the telephone salesman 
becomes much more than a clerk 
taking orders over the telephone. 
Instead, he becomes a hard-driving, 
dynamic builder of good will, who 
keeps bringing in business all day 
and every day. 

Just as the alert outside sales- 
man gets the good orders, so is it 
with the inside man who can only 
talk to the customer over the tele- 
phone and must depend on his con- 
versation, without seeing the other 
party, to win the latter’s loyalty 
and business. He is not like the 
salesman calling in person in the 
office of the customer; he is merely 
a sound created by a voice going 
over a telephone wire. 

There are many factors _in- 
fluencing the telephone salesman’s 
effort to satisfy the customer and 
build good will for the organiza- 
tion. If he answers the telephone 
in an eager, pleasant tone of voice, 
nine times out of ten the customer 
imagines the salesman is sitting 
right alongside him. And many 
times a courteous greeting takes 
the sting from a customer’s voice 
as he vents his feelings about some 
injustice which he believes has 
been done him by the salesman’s 
house. 

When the customer is a little 
angry with a supply house, then is 
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when the wool is combed clean 
from the burrs regarding telephone 
salesmen. The understanding man 
will listen attentively to what the 
customer has on his mind. He will 
even lead the customer on in his 
tirade against the house. In a 
round-about way he will assist the 
customer in getting the supposed 
hard feeling off his chest, and then 
will try to explain the house’s side 
of the situation. When he under- 
stands the customer’s viewpoint he 
will talk to him as he—the sales- 
man—would want to be talked to 
were the positions of the two re- 
versed. Sometimes a_ customer 
will be giving about fifty per cent 
of his business to a supply house, 
when he finds some. grievance 
against it. The thoughtful tele- 
phone salesman has many times 
won over such a customer to the 
point where he strives to give the 
salesman practically all of his busi- 
ness, because he feels that the 
salesman is right down there at the 
wheel in the supply house looking 
after his interests. 

Another important requisite of 
a good telephone salesman is 
knowledge of his stock. If per- 
haps he is a general man, answer- 
ing all kinds of inquiries, he must 
know all the features of those 
products for which he gets the most 
calls. And on those about which 
he does not know considerable from 
memory, he should have a file 
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Note the price lists under 


the desk glass. Information 
on all products must be in- 
stantly available. 


handy providing him with any in- 
formation that he might need at a 
moment’s notice. 

A plate glass on the top of the 
telephone salesman’s desk, under 
which he has the list prices of 
many of the smaller items his 
house carries, such as screws, bolts, 
files and the like, will save him 
many precious moments of time. 
It enables him to give the prices 
of these items almost immediately 
and thereby get them off the cus- 
tomer’s mind. The alert tempo of 
the entire organization is brought 
clearly to the customer’s mind 
when the telephone salesman takes 
his order accurately and quickly, 
and is able to give prices im- 
mediately should they be desired. 

The telephone salesman should 
have a complete file of information 
on other items. Three regular file 
drawers placed one on top of the 
other with the outside card 
marker designating the items in- 
cluded in each drawer will contain 
all of the information on special 
items that he should need at a mo- 
ment’s notice. 

Even assuming that the trained 
telephone salesman knows his 
stock, has all the information that 

(Continued on page 165) 
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CANDID CLOSE-UPS 
AT THE CONVENTION 


5 as } 
a th ’ 1 


AN. of 








1. W. L. Reineke, G. E. Fox, Aluminum 
Industries, Inc.; L. L. Brenholts, Pitts- 
burgh Gage & Supply Co.; Neil C. Hur- 
ley, Jr., Independent Pneumatic Tool 
Co.; Wayne E. Abell, Ducommon Metal 
& Supply Co.; Wm. A. Purtell, Holo- 
Krome Screw Corp., and A. E. Heroux, 
Aluminum Industries, Inc. 2. H. A. 
Buzby, Keystone Lubricating Co.; John 
Hasselbrock, Doerman-Roehrer Co.; 
H. G. “Blackie” Torrell, Syracuse Supply 
Co., and G. W. Hall, F. D. Street and 
Vic Berguson, all of Keystone Lubricat- 
ing Co. 3. Hal Wright, Nicholson File 
Co.; Frank Shurts and P. F. Reichhelm, 
American Swiss File & Tool Co.; Sam 
Clark, Samuel Harris & Co., and O. B. 
Briggs, Safety Belt Lacer Co. 4. In- 
formal gathering in Hotel Ambassador 
lobby. 5. Officers, executive committee 
and advisory board, National Association. 
6. Officers, executive committee and ad- 
visory board. American Association. 
7. Harry Casper, Standard Machinists 
Supply Co.; Irving W. Lemaux, Indian- 
apolis Brush & Broom Co.; Horace Arm- 
strong, Armstrong Bros. Tool Co.; H. A. 
Hall, Ferry Cap & Set Screw Co., and 
Arthur Paull, Beals, McCarthy & Rogers. 
8. W. C. Neidlinger; E. C. Boykin, Boy- 
kin Tool & Supply Co.; J. M. Bates, 
Moore-Handley Hardware Co., and Carl 
Schieren, Chas. A. h n Co 








1. H. M. Sager, Sager-Spuck Supply Co.; A. W. Bell, 
Behr-Manning Corp.; Bolton Sullivan, Skilsaw, Inc. 
2. Archie Chandler, American Pulley Co.; 3. A table 
at the Women’s Bridge Tournament. 4. W. L. Pond 
(left) escorts Nicholson File group on field of play; 
5. W. R. Moore, Norton Co.; H. E. Torell, Syracuse 
Supply Co.; J. B. Crimmins, Mills & Lupton Co.; 
C. Dana Disney, Clipper Belt Lacer Co. 6. D. C. 
Swander, Columbian Vise & Mfg. Co.; Bill Stauble, 
Holo-Krome Screw Corp.;: Bert Ackles, The Rayl 
Co.; “Bill” Ryan, Cutter, Wood & Sanderson Co.; 
7 and 8. A few tables at the Women’s Bridge Tourna- 
ment. 9. Sam Conant, Sligo Iron Stores Co.; W. S. 
Blun, Georgia Supply Co.; John Parker, Moore- 
Handley Hardware Co.; M. R. Peck, McKay Co. 10. 
Charles Shaw, Barrett Hardware Co. 11. Hal Wright, 
Nicholson File Co.; “Pat” Atkins, E. C. Atkins & Co.; 
J. H. Williams, J. H. Williams & Co.; Bill Todd, Jr.. 
Somers, Fitler Todd Co. 12. W. S. Rave, J. S. Davey, 
Russell, Burdsall & Ward Bolt & Nut Co. 13. John 
Ora; Jay Miller, Bethlehem Steel Co.; Arthur Yorke, 
Hanson & Yorke; Bob McConnell, Desmond-Stephen 
Mfg. Co. 14. Mrs. S. M. Pryor and Mrs. C. Carter 
Bond. 
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1. “Jerry” Garvey, Gary Screw & Bolt Co.; A. A. 
Wettengel, Schlafer Hardware; O. W. Sandstrom, 
S. G. Taylor Chain Co. 2. P. F. Callaghan, General 
Refractories Co.; O. S. Tyson; G. W. Cramer, Goulds 
Pumps; N. O. Wynkoop. 3. Walter Peacock, Chas. C. § 
Lewis Co.; H. W. Blackman, Stanley Electric Tool. 
4. Mrs. Carl Meister; C. R. Johnson, Stambaugh- 
Thompson Co. 5. Paul Heller, Heller Bros.; H. C. 
Ellsworth, White Tool & Supply Co. 6. The “Two 
Abbotts’”—George Abbott, Alexander Bros.; Ralph 
Abbott, Lewis E. Tracy Co. 7. J. W. Cook and E. J. 
Chamberlain. National Twist Drill & Tool Co.; Ray 
Neal, R. C. Neal Co.; W. J. Charles and M. M. Smith, 
Penn General Supply Co. 8. R. S. Mast. H. F. Gade, 
Standard Pressed Steel Co. 9. C. D. Prutzman, Rick- 
ard & Co.; S. W. Jones and P. B. Auerbacher, Jones 
& Auerbacher. 10. Walter Gebhart, Henry Disston & 
Sons; John Rooney; John Krauss, L. H. Gilmer Co.; 
W. J. David of Gilmer’s Cleveland office. 11. F. L. 
Marshall, T. B. Wood’s Sons Co.; V. A. Vail, Noland 
Co.; H. Nichols, Weaks Supply Co.; W. W. Ford 
Youngstown Sheet & Tube Co. 12. Orville B. Briggs 
Safety Belt Lacer Co.; M. F. Murdock, M. F. Murdoc 
Co. 13. Roger Tewksbury, Oster Mfg. Co. 


a. i 











14. George Fish, 
Clover Mfg. Co.; L. 
White, White Sup- 
oy Co.; EH. wD. 
Holden, Silliter- 
Holden; Russell 
Crawford, Ehret 
Magnesia Mfg. Co.; 
Gilbert Silliter, Sil- 








1. Judge Smith of the Southern Association helps 
Jack Dale put over the Texas Centennial. 2. “Bud” 
Hanson, American Association, and a group of ladies 
enjoying the “Bored Walker.’ 3. Mrs. H. Goldburg, 
H. Goldburg, C. S. Trott, Mrs. C. S. Trott, Parker- 
Kalon, with E. A. Hirshon, W. S. Wilson Co. 4. J.C. 
Gilliam, James Supply Co., brought his daughter 
with him. 5. Richard Alcott, Riechman-Crosby Co.; 
H. A. Buzby, Keystone Lubricating Co. 6. J. Robert 
Kelley, Junior, Mrs. Kelley. 7. Bill, Jr..and Sr. Wag- 
ner, Belmont Packing & Rubber Co. 8.:R. W. Metz- 
ner, Hygrade-Sylvania Corp.; C. L. Cragin, Cragin 
& Co. 9. Mrs. C. O. Hedner, C. O. Hedner. Mrs. 
F. A. Dewey, all of Yale and Towne. 10. Ed Ball, 
Hajoca Corp.; Bill Small, J. P. Cavenaugh, J. E. 
Lonergan Co.; Al York, Watson-Stillman Corp. 11. 
E. Vollrath, Victor Balata & Textile Belting; Z. V. 
Hampton, Fairmont Supply; Mark Weidman, Victor 
Balata. 12. P. F. Callaghan, Leopold Tschirky, Gen- 
eral Refractories Co.; Robert Page, Henry Walke 
Co.; Howard Schramm. 13. H. J. Beach, H. I. Rein- 
horn, Flexible Steel Lacing Co.; Dana Johnson, W. J. 
Foss Co.; H. L. Coats, Flexible Steel; H. J. Foss, 
Berkshire Mill Supply. 14. G. N. Parker, C. J. 
Gessner, Cling-Surface Co. 




















13. Mr. and Mrs. 
M. R. Oberholtzer, 
L. H. Gilmer Co. 
14. V. H. Carter, 
Colcord-Wight Co.; 
E. S. McGonegal, 
McGonegal Mfg. 








1. W. C. Winings, Goodyear Tire & Rubber Co.; Mrs. 
P. Ridings and H. E. Torell, Syracuse Supply Co.; 
Mrs. W. C. Winings; Mrs. H. E. Torell. 2. Mrs. J. H. 
Ruddell; A. F. Matheis, Thermoid Rubber Co. 3. Bill 
Phillis, Beaver Pipe Tools; “Bill” Cross, Victor Saw 
Works, and “Jack” Gougler, Beaver Pipe Tools. 4. 
Roy C. Moore, Chas. A. Schieren Co.; Pete Boylan, 
W. M. Pattison Supply Co. 5. “Jerry” Garvey, Gary 
Screw & Bolt Corp.; J. G. Geddes, H. K. Porter, Inc., 
and W. A. Kemmerer, Bittenbender Co. 6. F. O. Lin- 
coln. Morse Twist Drill Co.; R. R. Seckler, Cavenaugh 
Co., and Robert E. Pearsall, James McGraw, Inc. 
7. Roy E. McCorkindale, Chase & Cooledge Co.; Ben 
Ruether and H. C. Hicks, New York Belting & 
Packing Co. 8. E. B. Gallaher and Mrs. George Fish, 
George Fish, Clover Mfg. Co. 9. C. S. Trott, Parker- 
Kalon Corp., Andrew Carey, Carey Machinery & 
Supply Co. 10. W. T. Ryan, Mrs. W. T. Ryan, Cutter, 
Wood & Sanderson Co.; Mrs. W. C. Stauble, W. C. 
Stauble, Holo-Krome Screw Corp. 11. J. B. Crimmins, 
Mills & Lupton Co.; C. D. Shropshire and D. J. 
Crimmins, E. H. Fitler Co. 12. E. R. Burks, Burke 
Hardware Co. 
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1. T. S. Inglesby, Carolina Supply Co. 2. R. M. Gatt- 
shall, Republic Rubber Co.; W. K. Miller, Advance Car 
Mover Corp. 3. C. A. Lynch, Joseph Woodwell Co. 
4. P. J. Thompson, Stambaugh-Thompson Co. 5. Fred 
Page, Page Steel & Flagg Co.; H. J. Behn, Hunter & 
Havens Co. 6. The three “Jacks” of Standard Pressed 
Steel Co.; Jack Blackmore, Jack Shields and Jack Friel. 
7. “Specs’’ Grant, Allen Mfg. Co. 8. W. H. Ostring, 
W. A. Jones Foundry & Machine Co. 9. H. J. Behr, 
Boston Woven Hose & Rubber Co.; H. J. Foss, Berk- 
shire Mill Supply Co. 10. Bob Black, Black & Decker 
Mfg. Co. 11. Bill Phillis, Beaver Pipe Tools; Al York, 
Watson-Stillman Co.; Jack Gougler. Beaver Pipe Tools; 
Ed Ball, Hajoca Corp. 12. Harry Burdorf, The Lunken- 
heimer Co. 13. H. L. Coats, Flexible Steel Lacing Co.; 
C. E. Richards, White Tool & Supply Co. 14. H. A. 
Buzby, Keystone Lubricating Co.; Charles Allinger, 
Chas. A. Strelinger Co.; Vic Berguson. Keystone Lubri- 
cating Co. 15. W. H. Ottemiller, W. H. Ottemiller Co.; 
H. C. Ellsworth, White Tool & Supply Co. 16. W. 
Melville Donovan, Donovan Iron & Supply Co.; Al York; 
Watson-Stillman Co. 17. N. C. Firth; T. C. Davis, 
Dayton Rubber Co.; Geo. E. Pomeroy. 18. E. C. Al- 
‘berter, Bill Todd, Jr., Somers, Fitler & Todd; Geo. H. 
"om Standard Machinists Supply Co. 
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1. Horace Armstrong, Armstrong Bros. Tool Co.; Irving 
W. Lemaux, Indianapolis Brush & Broom Co. 2. Archie 
Chandler, American Pulley Co.; Howard Schramm, 
Turner Supply Co. 3. Mr. and Mrs. S. W. Gibb, Yale & 
Towne; E. C. Alberter, Somers, Fitler & Todd. 4. R. M. 
Gattshall, Mr. and Mrs. Herman Schultz. Republic Rub- 
ber Corp. 5. G. C. Pyle, R. W. Metzner, Hygrade- 
Sylvania Corp. 6. Roy Kendall, The Medart Co. 7. G. A. 
F. Perry, Chaser-Parker Co.; Tom Hyde, Henry G. 
Thompson & Son Co., with another conventionite. 8. A 
typical convention group. 9. Gene Stewart, Black & 
Decker Mfg. Co.; H. Rothemich, Belcher & Loomis; 
Tom Hyde, Henry G. Thompson & Son Co.; Mr. Lyle, 
Belcher & Loomis; L. B. Augustine, The Dumore Co. 
10. H. D. North, Ferry Cap & Set Screw Co.; H. H. 
Smith, L. A. H. Merrhew, Strong-Carlisle & Hammond 
Co.; Mrs. Smith and Mr. and Mrs. Bruce A. Boggs, 
Mac-It-Parts Co. 11. Mr. and Mrs. H. H. Kuhn, Hard- 
ware & Supply Co. 12. J. B. Rice, Hyman Supply Co.; 
Chester Conners, Goodrich Rubber Co. 13. Mrs. David 
C. Jones; Farnham Yardley, Jenkins Bros. 14. David C. 
Jones, The Lunkenheimer Co.; Joseph M. Hottel, Delta 
File Works. 15. C. B. Cecil, W. O. Barnes, Inc.; Mrs. 
Marie Hinkley, Mrs. Cecil; Bill Cecil. 16. W. L. Taylor, 
J. C. McKendry, Peerless Mill Supply Co.; Arthur King- 
ston, Boston Woven Hose & Rubber. 











1. D. D. Davis, Mrs. Abel, Mrs. Davis and Mr. Abel, 
Ducommun Corp. 2. W. J. Frey, Christie-Frey Co.; 
A. C. Kingston, Boston Woven Hose & Rubber. 3. 
H. C. Ellsworth, White Tool & Supply; Guy Donahue, 
Stacy Supply Co. 4. J. A. Beasley, Tidewater Supply 
Co. 5. Walter Peacock, Chas. C. Lewis Co.; Bob 
Russell. 6. Bayard Storm, Macwhyte Co.; A. W. 
Swartz, Linear Packing Co.; W. M. Patterson, Frick- 
Reid Supply, and R. McPeake. 7. Carl G. Davis 
(right) American Saw & Mfg. Co. being escorted 
down the Boardwalk. 




















Associations Plan 
New Activities 
(Continued from page 26) 





Walter S. Blun, Georgia Supply 
Company, Savannah, Georgia. Those 
nominated were unanimously 
elected. 


The National Meeting 


The executive session of the Na- 
tional Supply and Machinery Dis- 
tributors’ Association, held in the 
Rainbow Room of The Ambassador 
Hotel, opened with a talk by the 
association president, John T. 
Potts, who presided. 

Mr. Potts pointed out that this 
convention marked the end of the 
first year of operation of the asso- 
ciation under the scheme of organi- 
zation by trading areas. Last year 
National adopted a definite pro- 
gram and had fine cooperation from 
everyone in carrying it. There has 
been a notable increase in member- 
ship. 

The association president praised 
the work of the Industrial Supply 
Research Bureau and urged the use 
of the Bureau’s reprints. 

A very complete picture of all the 
association’s activities was given by 
the secretariate. 

Announcement was made that 
this year 85 members, more than 
any previous year, had contributed 
their figures for the report of costs 
of doing business. The average 
total expense for 1935 is 20.61% 
as against 22.35% in 1934; 25.18% 
in 1933 and 32.00% in 1932. This 
figure is exclusive of interest on 
capital and surplus used. With 
that item included the figures for 
recent years are: 1935, 23.07%; 


H. A. Dayer was awarded the prize 
for bringing most new members to 
the National. 


1934, 25.20% ; 1938, 28.50%; 1932, 
36.31%. 

The gross margin decreased 
slightly this year from last year: 
1935, 22.34% ; 1934, 23.57%; 19383, 
24.88%, 19382, 24.12%. Average 
turnover has improved: 1935, 4.26 
times; 1934, 3.32 times; 1933, 2.82 
times ; 1932, 2.45 times. There was 
discussed the usefulness of this 
well itemized report in effecting 
economies within an organization. 

A resolution was voted commend- 
ing the work of the Mechanical 
Power Engineering Associates and 
the Power Transmission Council 
and expressing appreciation of 
their interest in the welfare of the 
distributor. 

It was voted to change Article 
III of the constitution to read: 

Article II1I—Membership—Any 

firm or corporation engaged in 

the supply and machinery busi- 
ness, and carrying a stock of 
such articles on hand may be ad- 
mitted to membership upon the 
recommendation of three mem- 
bers in the area in which the 
distributor is located, and become 

a member of this Association 

upon subscribing to the Consti- 

tution. 

Announcement was made of the 
election of new officers by mail 
ballot: President, Percy Ridings, 
Syracuse Supply Company, Syra- 
cuse, New York; first vice-presi- 
dent, Russell C. Duncan, R. C. Dun- 
can Company, Minneapolis; second 
vice-president, W. T. Ryan, Cutter, 
Wood and Sanderson Company, 
Cambridge, Massachusetts; mem- 
bers of the executive committee to 
serve two years: Area No 2, P. G. 
Maddock, Maddock and Company, 
Philadelphia; Area No. 4, Carl A. 
Channon, Great Lakes Supply Cor- 
poration, Chicago; Area No. 5, H. 
V. Waterman, Hendrie and Bolt- 
hoff Manufacturing and Supply 
Company, Denver. 


The American Meeting 


The executive session of the 
American Supply and Machinery 
Manufacturers’ Association, Incor- 
porated, was held in the Venetian 
Room of The Hotel Ambassador 
with association president, L. M. 
Knouse, in the chair. Nominating 
and resolution committees were ap- 
pointed and the reports of the 
treasurer, the executive committee 
and the president heard. 
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L. M. Knouse, right, retiring presi- 
dent, congratulates his successor, 
George H. Halpin. 

President Knouse suggested that 
while the primary objective of the 
association should be the solving of 
sales and distribution problems, the 
activities might well be increased 
to provide for the exchange of ideas 
and experiences regarding admin- 
istrative and manufacturing prob- 
lems. 

The president’s report closed 
with a caution that in these days 
of increasing taxation, attention 
must be paid to the functions of a 
distributor when suggesting resale 
prices. 

There was general discussion of 
sizes of manufacturers’ catalogs 
and promotional material. C. F: 
Beezley, Jr., R. R. Donnelley and 
Sons Company, pointed out that 
loose-leaf material for salesman’s 
use is customarily standardized 
in the 84 by 108 inch size and 
that the standard for bound books 
be 73 by 10§ inches. 

Nominees named by the nominat- 
ing committee were unanimously 
elected as the new officers of the 
association: President, George H. 
Halpin, Minnesota Mining and 
Manufacturing Company, St. Paul; 
first vice-president, Roger Tewks- 
bury, Oster-Williams, Incorpo- 
rated, Cleveland; second vice-presi- 
dent; W. A. Purtell, Holo-Krome 
Screw Corporation, Bristol, Con- 
necticut; treasurer, E. S. Grant, 
Dodge Manufacturing Corporation, 
Mishawaka, Indiana; chairman of 
the executive committee, Herbert 
P. Ladds, The Lamson and Sessions 
Company, Birmingham, Alabama. 
Members of the executive commit- 
tee for three years Thomas Robins, 
Jr., Hewitt Rubber Corporation, 
Buffalo, and R. G. Thompson, Luf- 
kin Rule Company, Saginaw, Mich- 
gan. 
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We cordially invite you to visit the Chandler & Farquhar Co. 


Exposition of Fine Mechanics’ Tools and Mill Supplies, to be held 
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BOSTON EXHIBIT 





Promotion for the show 
included posters and let- 
ters (at the top), booklets 
for distribution at the 
show and tickets with 
stubs for prizes. 


A few of the 40 exhibits 
in the basement (at the 
left) and on the first floor 
(below). Many were 
“working” exhibits with 
machines in actual opera- 
tion. 


DRAWS CROWD 


Chandler and Farquhar Holds Exposition 


ROM Tuesday May 5 to Satur- 

day May 9, the Chandler and 
Farquhar Company put on the first 
distributor’s industrial show held 
in Boston for many a year. This 
“Exposition of Fine Mechanics’ 
Tools and Mill Supplies” met with 
a fine response. The exhibits of 
40 manufacturers were examined 
by an average of 1,000 people be- 
tween 10 a.m. and 10 p.m. each day. 
For the exhibit Chandler and 
Farquhar had rented a store at 238 
Devonshire Street, near its store. 
Here there were 24 displays on 
the first floor and 16 in the 
basement. To manage the ex- 
position, H. B. Braude, presi- 
dent of Chandler and Farquhar, 
appointed an exposition committee 
of company executives. On it were 
Walter A. Dow, vice-president and 
director; Walter E. Currier, sales 


(Continued on page 136) 
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Johns-Manville; 


Upper left: At the hotel after dinner. 
H. L. Krouse, Victor Balata & Belting (left); H. M. 
Orschel, American Asphalt Paint (right). Lower left: = 
Cliff Taylor, Bradley Washfountain; Floyd Hance and 
Representative Davies, Chicago Belting; R. W. Paull, 
Representative Huddilston, Upson- 
Walton; Representative Topel, Brown and Sharpe; 








Upper right: 


Luke Snyder, Lunkenheimer Company (at right). Lower 
right: ‘Victor Nagle, J. H. Williams & Co.; Luke 
Snyder; Representative Topel; W. H. Cropper, Van 
Dorn Electric Tool; J. M. Munro; W. O. Barnes; 
Representative Fried, Ridge Tool Company; Repre- 
sentatives Chappel and Wallace, National Tube Com- 
pany; Wade Curtis, Sterling Grinding Wheel. 





ONE DAY SHOW BUILDS SALES 


The Knapp Supply Company holds open house 


HE fifth annual open house of 
The Knapp Supply Company 
brought 300 visitors to its plant 
at Ohio Avenue and Dudley Street, 
Muncie, Indiana on May 6, 1936. 
Many of the 43 exhibiting manu- 
facturers had action displays. In 
a six-wheel truck and trailer, the 
Wood Shovel and Tool Company 
demonstrated the use of shovels to 
about 200 people during the day. 
The show was open from 10 a.m. 
to 7 p.m. Every effort was made 
to provide for the comfort of 
guests and exhibitors; there were 
plenty of chairs and lots to eat and 
drink at a buffet luncheon open 
until 5 p.m. 

Of the results Thomas J. Wil- 
liams, manager of the mill supply 
department and director of the 
show, says: “It was most success- 
ful, a success that was due in a 
large measure to the cooperation 
of our sources of supply. The 










exhibits were attractive and 
the manufacturers’ representatives 
worked hard all day long. 

“We had more guests than we 
expected, but the quality of the 
crowd was what pleased us. There 
were many foremen, master me- 
chanics, engineers, purchasing 
agents and executives—the men 
who really specify and buy the ma- 
terial. . Several executives after 
returning to their plants sent over 
groups of two or three of the key 
men. To our surprise orders on 
items exhibited came in both on 
the day of the show and for 
several days afterward.” 

At 8 p.m. all of the guests went 
to Roberts Hotel for dinner and 
distribution of prizes. W. E. Price, 
president of the Knapp organiza- 
tion, acted as master of ceremonies. 
He announced that the well known 
humorist, Arthur F. 

(Continued on page 136) 
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You are cordially invited to attend our 
FIFTH ANNUAL OPEN HOUSE 


AND 
INDUSTRIAL SHOW 
to be held in our office and warehouse, 
WEDNESDAY, MAY SIXTH 
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POWER TRANSMISSION 
CLUB NEWS 


The Annual Meeting 


@0On Saturday, May 9, at Atlantic 
City (just two days before the 
opening of the Triple Mill Supply 
Convention) the subscribing mem- 
bers of Mechanical Power En- 
gineering Associates and Power 
Transmission Council held a Joint 
Annual Meeting. This meeting was 
a great source of inspiration to 
every one who attended, and I 
wish every one of you could have 
been there to hear the proceedings. 

A report of what happened at 
the meeting appears on page 54 of 
this issue of MILL SUPPLIES. 

A copy of the printed report, 
entitled “The Story of a Profitable 
Industrial Cooperative Idea,” is 
being sent to the officers of every 
Power Transmission Club, with a 
request that it be read at the next 
Club meeting. It contains, briefly 
stated, the philosophy of our pro- 
gram, its development from a mere 
idea to the wide-spreading activi- 
ties of our Clubs, our advertising 
and publicity campaigns, and our 
Regional Engineer service. 

It was remarked by one speaker 
that a few short years ago the 
‘average transmission salesman was 
a man who “smelled like a tannery 
and asked for an order,” while to- 
day he has become a man equipped 
with knowledge, bringing a service 
which will yield his customer a 
profit. 


From the Mill Supply Convention 


@Everywhere at the Mill Supply 
Convention this was heard: “No 
group of manufacturers has done 
so much for the distributors as 
the M.P.E.A. and the P.T.C. Their 
activities are really bringing home 
the bacon.” Now it’s nice to hear 
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Conducted by 
VICTOR A. HANSON 
Chief Engineer 
Power Transmission Council 


things like that, of course, and we 
appreciate it; but when all is said 
and done, the proof lies right in 
your hands. If you are using what 
we make available for you, you 
are taking the proper advantage of 
the new opportunities. If you are 
not, our activities, and your added 
profits, both amount to nothing. 


Immediate Opportunities 


@ Everywhere manufacturers of 
consumer goods are doing profit- 
able business, and as a result the 
manufacturers of capital goods are 
feeling an increased demand. But 
costs of doing business have in- 
creased; and all manufacturers 
recognize the necessity for re- 
ducing production costs in order 
to extend their businesses at a 
satisfactory profit. Recently the 
U. S. Chamber of Commerce voiced 
its conviction that the actual re- 
storation of economic prosperity 
and increased employment rested 
on four factors: 

1. The cost of producing goods 
most be reduced. 


2. Markets must be broadened. 


D. W. McAllen, P.T.C. treasurer, 
talks dollars to the meeting. 
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3. Consumption must be in- 
creased. 

4. New 
fostered. 

Our opportunities are definitely 
linked up with the first factor, 
and Modern Group Drive prin- 
ciples can certainly contribute to 
the reduction of production costs, 
through lowered investment costs 
and fixed charges, and through de- 
creased power waste and losses be- 
tween the meter and the machine. 

For immediate returns, look to 
plants that are today greatly 
handicapped by old-fashioned, long 
lineshaft drives—plants where ma- 
chines are not grouped into pro- 
duction units, but are laid out in 
haphazard fashion. 

In these plants—and they are in 
the majority—a change to anti- 
friction bearings in the hangers 
alone will reduce friction losses 
from 8% to 20%. Proof of such 
substantial power savings by the 
adoption of a single M.G.D. prin- 
ciple can be used to influence manu- 
facturers to study and adopt other 
M.G.D. principles. 

Very often a manufacturer is 
frightened off if a plan is so pre- 
sented to him that he gets the mis- 
taken impression that he must 
change his whole plant over at once 
to get any benefit at all out of 
M.G.D. principles. He will gladly, 
however, accept the idea of 
making the changes gradually, 
once he has been shown that this 
can be done profitably at a small 
cost for each change. 


industries must be 


A Fine Twin Cities Job 


@As evidence of this procedure, 
there is the story of the Litchfield 
Woolen Mills at Litchfield, Minn. 
A Corliss engine was used for 
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Both sales and profits climb when you sell steel products that are 
known everywhere for their uniform high quality and their depend- 


DP able performance. 


| That's why it pays you to stock J &L steel products and to feature 
them in your catalog and in your sales work. 


Your customers know from long experience that the quality of 


&L steel products is unquestioned. They accept them with full 
‘confidence that they will render completely satisfactory service. 


The high quality of J&L steel products is being made more 
dely known, and acceptance of J & L quality is being strengthened 
pevery day by the extensive national advertising program which J & L Steel Pipe 
iJones & Laughlin is conducting in trade publications. These publi- , 
- . : ‘ Available in full standard weight, extra strong and double e 
cations reach your customers regularly and consistently with the sal ce Tas ciate chaiaialiet idd pie ote an ' 
a i d f f, d fid ° strong, and can suppiie either ack OF galvanized. Buttwe 
&L quality story, and create a preference for and a confidence in sizes range from 1%" to 3” inclusive; lapwelded, from 114" to 
&L steel products that you can profitably cash in on. 


O.D. inclusive; seamless, from 14’’ nominal to 14’’ O.D. inclusi 
In addition, Jones & Laughlin provides its distributors with 


helpful sales literature which can be used to advantage in increasing 
sales volume—and profits. 


maaan nse VY 


Investigate the sales and profit advantages of J & L steel products 
“for your trade. A J & L salesman will be glad to give you the complete 
story—or you can write direct for full information. 


JONES & LAUGHLIN STEEL CORPORATION 


trican lnow awo Stee. Worns 


JONES & LAUGHLIN BUILDING. PITTSBURGH, PENNSYLVANIA 


See: Offices Atlanta Beston Belisle Chicege » Cleveland Dellee Denver jetrot Erie Mousten Lee Angeles 
Memphis Milweukes Minneapolis New Orleans New York Philedeiphie Pittsburgh Seattle St Louis Sen Francisco Tulse 
Devens CHICAGO CINCINNATI DETROIT MEMPHIS NEW ORLEANS NEW YORK (Long Isiond City)’ PITTSBUROK 
£1 * Operated by Notional Bridge Works Division of Jones & Laughiin Stool Service, Inc 

DP Renadien Repraentatives JONES & LAUGHLIN STELL PRODUCTS SOMPANY. Pittsburgh. Pe. U BS A. end Toronto, Ont. Cenede 


J & L STEEL PRODUCTS 


Cold Finished Bars . . . Hot 
Rolled Bars, Shapes and Plates 
. Nails and Wire Products. 


J & L Cold Finished Shafting J & L Hot Rolled Seamless Steel Boiler Tubes .. ; 


mL turned and ground shafting is a precision stock of bring to every application the inherent advantages of hot rolli 
ighest order. It has inherent strength and durability. . and the dependable strength and safety that are characteristic 
Straight, true to size, and the finish is bright, smooth seamless tubular products. There can be no failure at welds, becau 
flawless. Other gtades are turned and polished, and there are no welds. J & L Boiler Tubes mect all standard specific 


many years to drive the machines 
in the finishing room. As time 
takes its toll of everything, the 
old engine finally succumbed to age 
and decrepitude, and faced with 
the problem of replacement, the 
management naturally thought of 
electric motor drives. 

Being in constant contact with 
this company, L. F. Thompson, a 
member of the Twin Cities Power 
Transmission Club, made a timely 
suggestion regarding the advan- 
tages of M.G.D. 

Although Mr. Thompson is not 
a technically trained engineer, he 
has a vastly more valuable ability 
—which is to get cooperation. 
Casting about for help, he con- 
tacted another member of the Club, 
Robert Courtney of the Boustead 
Electric & Mfg. Co., and with his 
skilled assistance prepared a com- 
plete proposal. 

Cleverly using his own com- 
pany’s engineering department and 
the Power Transmission Council, 
and working with Mr. Courtney, 
Mr. Thompson wrote up a plan and 
specifications — and secured the 
order. All details are the most 
modern type of M.G.D. The in- 
stallation has been in operation 
now for over 15 months with com- 
plete satisfaction. 

The mass of detail which was 
prepared for this job shows Mr. 
Thompson’s fine executive ability 
in coordinating the complete re- 
sources of his Club, the Council, 
and the industry; and it shows 
equally clearly how any other Club 
member who is a business man can 
do the same in 
stances. 

One department of this mill has 
been modernized. Needless to say, 
Mr. Thompson is in line for com- 
plete modernization by M.G.D. of 
the weave room. He has no re- 
grets for the time spent! 


similar circum- 


And Here’s a Two-Fisted Punch! 


@® Regional Engineer Clendinning 
reports that in the Twin Cities of 
Minneapolis and St. Paul there has 
been not over one or two installa- 
tions of individual motor drive 
made during the past six months, 
due almost entirely to the aggres- 
sive campaigning for our cause 
done by the members of the Twin 
Cities Power Transmission Club. 
In the same period ten M.G.D. 
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jobs have gone in, and several more 
are contemplated. This is a real 
achievement. Look to your laurels, 
you other Clubs! 


Ice Plant Saves Over $1,000 


a Year 


@ The following story is unique in 
that it illustrates the fact that 
M.G.D. is not limited in its ap- 
plication to obvious’ situations 
only. Paul Wuesthoff of the St. 
Louis Club demonstrated rare 
judgment in handling the situa- 
tion. 

The business of an ice and cold 
storage company in a small town 
near St. Louis was increasing so 
rapidly that it became necessary 
to install two additional ammonia 
compressors. The three compres- 
sors already in_ service were 
operated by two 75 hp. and one 25 
hp. induction motors. The new 
compressors would require one 50 
hp. and one 25 hp. induction mo- 
tors. But the local utility (a 
municipal plant) was already fully 
loaded. Several local industrial 
plants also served by it operated 
at low power factor, and the ice 
company, looking for a _ lower 
power rate with its expected in- 
crease of power consumption, was 
told that the utility didn’t even 
want their additional business! 

Mr. Wuesthoff found, however, 
that the utility had on hand a 200 
hp. 600 r.p.m. synchronous motor, 
and he started to use his head. 
After considerable negotiation, he 
secured this motor for the ice com- 
pany, coupled it to a lineshaft, and 
drove four of the compressors 
M.G.D. The fifth compressor he 
hooked up to the old 25 hp. motor 
as a stand-by unit, but also made 
provision for driving it from the 
lineshaft at such times as the 
M.G.D. load permitted. 

The synchronous motor was 
loaned to the ice company with 
the understanding that they would 
operate it night and day. At from 
three quarters to full load in the 
ice plant, the plant operates at 
unity power factor; at no load in 
the ice plant the synchronous 
motor operation improves’ the 
utility’s power factor throughout 
the neighborhood. 

The net result of these changes 
(which cost very little) gave the 
ice company a lower power rate, 
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and estimated savings of from 
$800 to $1,000 per year are now be- 
ing obtained, in spite of the fact 
that the plant capacity has been 
increased 30%! Incidentally, Mr. 
Wuesthoff sold the new transmis- 
sion equipment, and established an 
unsuspected market for M.G.D. 


O’Neill Resigns 


@®Charles F. O’Neill, regional en- 
gineer for the Middle Atlantic 
States territory, has resigned, as 
of June 1. The matter of re- 
placing him in this territory is 
now engaging the attention of the 
executive and advertising com- 
mittee. 


The Southern Textile Campaign 


@A few words must be said here 
about the grand job of cooperative 
selling now being done by the 
Atlanta Club. Later the story will 
be told in detail, but I cannot let 
the opportunity pass to mention a 
few facts now. The Energy Drive 
or flywheel type pulley (formerly 
called Inertia Drive), which was 
designed for and carried through 
the experimental development 
stages at 96 Mill, Greenwood, S. C., 
has proved to be the means of re- 
opening markets for the applica- 
tion of M.G.D. to loom drives 
hitherto accepted as appropriate 
only for unit-motor drives. 

Visualizing this as a golden op- 
portunity, the entire Atlanta Club 
organized an_ intensive selling 
campaign on the Energy Drive to 
all textile mills using Model X and 
Model E looms in the Carolinas, 
Georgia, and Alabama. 

Results have been startling! On 
follow-up calls made by me on re- 
quest of these Club members, mill 
management after mill manage- 
ment has agreed to install Energy 
Drives on small groups of looms 
for test purposes. We are all 
happy, because we know what the 
results of these tests will be! And 
it means the reopening of the 
doors of opportunity in an in- 
dustry which was practically lost 
to us. 

In a later issue of the News I 
shall tell you just how this co- 
operative Club campaign was 
organized, and why it is successful. 
Meanwhile, a big hand to the 
Atlanta Club! 
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100—Average monthly sales, 1923-1925 


Sales Indicator Registers New High for 
Second Month. 91.7 Tops All Previous Records 


OR the second consecutive month, sales of in- 

dustrial supplies and equipment, as reported by 
over a hundred leading distributors, pushed the Sales 
Indicator to a new high in its life of over three years. 
Business for April registered 91.7% of the arbitrary 
normal, the highest previous record being 86.6, set 
in March. 

All territories shared in the bumper crop of orders. 
The Indicator for the North Atlantic States reads 
109.0 as compared with 104.1 in March. That for 
the Southern States eased up fractionally to 93.5 from 
93.1 the previous month. A healthy jump, from 71.3 
to 80.3, was noted in the Midwest, while distributors’ 
sales in the Western group were pushing the Indica- 


tor for that section from 93.5 to 107.0. A startling 
high of 136.9 was registered by Pacific Coast dis- 
tributors. The March figure was 119.2. 

Sales to Government agencies eased up materially, 
accounting for 8.4% of the total business, as com- 
pared with 5.5% in March. 

Orders for the month gained slightly in size over 
the high mark set in March. The April average was 
$16.65 against $16.30 the previous month. The 45 
distributors who report on this phase of their opera- 
tions received an average of 2406 orders for the 
month, as compared with 2772 in March. With 26 
working days this figures 95 orders per day against 
107 the previous month. 





Average size of order, all houses 





Average number of orders received per house during month 


Average number of orders received per house each working day 
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WHAT'S BACK: OF THE 
PUMP YOU SELL ? 






















Goulds Fig. 1813. Double Actin 
Piston Pump. Capacities 7 to 
§.p.m. at pressures up to 100 pounds. 


One order does not make a profitable customer. That's why 
it is important to sell a line backed by an unquestioned 
reputation for dependable reliability. Today—after more 
than 85 years devoted to constant improvement of design 
and construction—Goulds Pumps are the accepted stand- 
ards of pump performance. Efficient design, quality 
materials and fine workmanship assure high efficiency 
maintained over leng periods. 


There is a Goulds for every industrial pumping 
need, Centrifugal pumps, rotary pumps and piston 
pumps are manufactured in sizes to meet every 
capacity and pressure requirement. You lose no 
sales because you can supply the right size or 
type for every requirement. 


1936 promises to be the biggest Goulds year 
yet—are you getting your share of this 
profitable business? 


For complete information write to: 


GOULDS PUMPS, INC. 
Seneca Falls, N. Y. 


GOULDS PUMPS Inc. 


N, CHICAGO, HOUSTON, NEW YORK, PHILADELPHIA, PITTSBURGH. TULSA, Representatives in all Pr 
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TERRITORIAL SALES INDICATORS 











~~Southern 


North Atlantic States 


Over normal for the second straight month, the Sales Indicator for 
this section reads 109.0 for April, as compared with 104.1 in March. 
Government sales were up, accounting for 8.9% of the total. Orders 


were slightly smaller, averaging $17.38 against $17.73 the previous 
month. 











Southern States 


Easing up fractionally, the Southern Sales Indicator reads 93.5 after 
registering 93.1 in April. Sales to Government agencies were larger, 
accounting for 7.7% of the total. The average order received by dis- 
tributors in this group amounted to $17.40. 








Middle Western States 


For the first time the Middle Western Sales Indicator “breaks 80,” 
with a mark of 80.3, as compared with 71.3 the previous month. Gov- 
ernment business accounted for 8.0% of the total, almost double the 
previous month. The size of the average order increased from $14.90 
in March to $15.20 in April. 








Western States 


A nice increase in volume among reporting Western distributors 
pushed the Sales Indicator from 93.5 in March to 107.0 in April. Orders, 


while still small, averaged $11.82, as compared with $9.24 the previous 
month. 








Pacific Coast States 


A new high for all territories was set by the Pacific Coast group in 
April, the reading being 136.9. Orders from government agencies 
accounted for 11.2% of the total. Orders averaged $23.40 as compared 
with $16.59 in March. 
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KEASBEY & MATTISON 
C est in asbestos COMPANY amater, Penna. 





© ohiine only through established 
channels of distribution, Keasbey & Mattison 
Company produces asbestos and magnesia 
products that are leaders in the field. Behind 
them are more than 60 years of pioneering in 
the development of insulations and packings. 
With K &M Products you have the advan- 
tages of a complete line, specialized for every 


requirement ... sold right and priced right. 
q s I 2 
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The K & M Line is complete: 


Asbestos Gaskets and Packings 

Asbestos Pipe Insulation in sections 
Asbestos Insulation in sheets and blocks 
Asbestos Insulating Cements 


“Featherweight” 85% Magnesia 
Pipe Insulation, Blocks and Lagging 


Refractory Cements, dry and plastic 
Asbestos Paper and Mill Board 
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@®“The grinding wheel story in 
the April MILL SUPPLIES is one 
of the best I have read on a mill 
supply item,” says John A. Shepley 
of Erie, Pennsylvania (see illus- 
tration), “Mr. Ostenson did not 
stress the personal element. Two 
operators with the same job will 
not always get the same results 
with the same wheel.” 

Mr. Shepley’s work is mostly in- 
side. “Our best line is service; 
every order is shipped the day re- 
ceived,” he says. And he suggests 
a point brought out at the Triple 
convention, ‘Manufacturers’ rep- 
resentatives often pass up the 
chance of interesting the boys in- 
side on their product.” 


@®An idea used by Frank White, 
Cameron and Barkley, salesman 
in Charleston, South Carolina, 
might not work everywhere, but he 
finds it well worth the effort. He 
regularly makes evening calls on 
chief engineers and their families. 
Business is never mentioned but a 
close feeling of friendship is built 
up and many helpful tips are forth- 
coming. White is enjoying un- 
usually good sales on transmission 
supplies, fire pumps and centri- 
fugal pumps among the fertilizer 
plants, which constitute the back- 
bone of Charleston’s industry. He 
adds to the controversy on mis- 
sionary men by expressing a 
preference for making calls with 
engineers or highly technical fac- 
tory men. He believes that gen- 
eral factory salesmen can _ ac- 
complish more working alone. 


@ Have you tried this plan? It 
is getting good results for R. L. 
Watson, Jr., who sells for the Pitts- 
burgh Gage and Supply Company. 
He picks out the largest users of 
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SALES SLANTS 
AND PERSONAL NEWS 
FROM DISTRIBUTORS’ SALESMEN 





a product and concentrates on the 
mechanical department. Sometimes 
he spends a whole day at one plant 
seeing every person from foreman 
to chief engineer. That kind of 
careful planning so that time and 
work will count is what brings up 
the sales totals for men and for 
the house, too. Of course, the buyer 
must be handled just right; Wat- 
son runs into some buyers who kill 
the sale of a specialty after the 
plant men are convinced—just as 
everyone does. 

Watson doesn’t .like to have a 
manufacturer’s man with him too 
often. Business is good in Pitts- 
burgh with steel plants the most 


active. Replacements such as 
bearings, roofing, drills, files and 
general machine shop supplies 


moving unusually well. 


@That plan that R. L. Watson 
uses (mentioned above) won’t al- 
ways work. The thing that makes 
J. H. Kenney, Peerless Mill Sup- 
ply Company, Buffalo, most un- 
happy is, “the wise P.A. who 
knows very little about the use of 





John A. Shepley, store 
salesman and clerk of 
the Erie Manufactur- 
ing and Supply Com- 
pany, was a busy man 
this spring. Mrs. Shep- 
ley’s rock garden and 
fish pond needed atten- 
tion; in the winter the 
pond is boarded over. 
John is a member of 
the local school-board, 
too. 
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the material he is buying and re- 
fuses to allow me to see the su- 
perintendent or maintenance man 
for fear of being shown up.” How 
do you get around this difficulty? 

Packings, hose and both leather 
and rubber belts have been moving 
well for Watson. Chemical plants 
and the marine trade are good cus- 
tomers for him, as well as steel 
mills. Watson plays baseball in his 
spare time. 

He has a word to say about 
manufacturer’s representatives, “If 
they are high pressure men, they 
can go out alone. If they know 
their lines and are willing to fol- 
low “my advice, they can go with 
me.” 


@ Reports of good business in the 
Cleveland territory are checked by 
Thomas Mallet, The Mau-Sherwood 
Supply Company. Machine shops 
and foundries are good buyers just 
now with files, belts, hacksaw 
blades, pipe and cold-drawn steel 
moving especially well. He has 
noticed a nice pick-up in vise sales. 

Mallet runs into people who want 
him to meet a “mythical” price. 
He can usually tell whether its a 
real price but it’s troublesome. 

This Cleveland man— incidentally 
he is a golfer, but “terrible” he 
says—has a definite slant on work- 
ing with manufacturer’s represen- 
tatives. When he is introducing 
a line, he usually wants a factory 
man with him for a clearer presen- 
tation and for his own education. 
On well-established lines he pre- 
fers to have the manufacturer’s 
man call alone. But there is no 
general answer covering all lines 
and all personalities, he points out. 
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THE ADVANCE IN COATED ABRASIVE EFFICIENCY 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


T IS ASTONISHING with what rapidity Coated Abrasives are being 
developed. ‘Today, many manufacturing operations are being successfully 
carried out with “technical” abrasive papers and cloths which would not have, 
been dreamed of as possible 12 years ago, when we entered the field. Almost 
every day something new and better is being developed. 


For wood-working, our new, high-speed coatings of Garnet, Silicon 
Carbide and Aluminum Oxide are the last word in speed and efficiency—we 
yet have to find anything that excels them. 


Also, our new type of Metal-working Alumi- 
num Oxide Cloth is far superior to what we have 
been accustomed to consider as “standard.” 








Picton 
\centaity That’s why our industry has grown to be a 
GROWING I 12-million-dollar-a-year industry—a real volume 


business. 


Clover Mfg. Co. has a new, up-to-date plant— 
an efficient laboratory—stocks conveniently located 
in the principal shipping centers, and a corps of 
skilled service specialty men who consult with our 
distributors, and are competent to advise industrial consumers. 


Many of the best Hardware Jobbers and Mill Supply Distributors al- 
ready stock Clover products—hundreds of our leading industrial plants use 
Clover products and are pleased with them. 


There is every reason why our Clover Color-Stripe 
line should appeal to the progressive Jobber and Mill 
Supply Distributor—quality is second to none—we pro- 
tect our jobbers—margins available are more than good; 
they are excellent—we offer effective sales helps, and 
assist in sales promotion—our service is unexcelled. 








CLOVER MANUFACTURING COMPANY 


E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 


NORWALK, CONN., U. S. A. 7 — iamans 


You may send me, without obligation, samples of: 








SANDPAPERS 
METAL-WORKING PAPERS AND CLOTHS 
WOOD-WORKING PAPERS AND CLOTHS 


CLOVER GRINDING AND LAPPING COMPOUNDS 








| Green- Stripe Flint Sandpé aper 
~~ | Red-Stripe Turkish Emery Cloth. = 
__|_Yellow-Stripe Aluminum Oxide Metal-Working Cloth. 
a ellow-Stripe Aluminum Oxide Wood- Working Cloth, 
a _Yellow-Stripe / Aluminum Oxide . Wood- ‘Working Pa aper. 
aa 3 "Orange-Stripe | Garnet Paper. _ 
oe Orange-Stripe Garnet" Cloth. ieee lies 


~~ | Clover Grease-Mixed Grinding Compound. 
aa Clover | Water-Mixed Valve -Grinding g Compound. 








Name _ 


Address _ 


Character of Busine 8s 








MILL SUPPLIES @ JUNE 1936 








TRANSMISSION GROUP 


MEETS 


Power Transmission Council and Mechanical Power- 
Engineering Associates Review Industry Movement. 


HAT industry group action 
Wi ean accomplish when well 
conceived and intelligently carried 
out was revealed in no uncertain 
terms at the annual meeting of the 
Power Transmission Council and 
the Mechanical Power Engineering 
Associates, held in the Ambassador 
Hotel, Atlantic City, on Saturday 
morning, May 9, just prior to the 
start of the Triple Mill Supply Con- 
vention. 

So convincing were the facts re- 
vealed by Charles E. Brinley, Amer- 
ican Pulley Company, Philadelphia, 
presiding officer, in his report to 
the membership, and by the organi- 
zation’s engineers on their work in 
the field in the interest of Modern 
Group Drive that a resolution of- 
fered by Mark Jones of the Akron 
Belting Company, Akron, Ohio, ap- 
proving the engineering, educa- 
tional and publicity work being 
done, and urging its continuance 
and support by the power trans- 
mission industry, was unanimously 


passed. 
The report presented by Mr. 
Brinley and his own comments 


_= = 





“Results have been extraordinary in 
some respects.”—C. E. Brinley. 


have been incorporated in an at- 
tractive booklet, entitled “The 
Story of a Profitable Industrial 
Cooperative Idea.” 

In his “foreword” which he read 
at the meeting, Mr. Brinley re- 
traced briefly the history of the 
movement, its aims, principles and 
accomplishments. 

“The entire document (the re- 
port) deserves a careful reading 
because it outlines what I believe 
to be a unique enterprise built on 





On the boardwalk after the P.T.C. meeting 
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faith in the results attainable by 
telling the truth about an industry 
with a story to tell; because these 
results have been material and in 
some respects extraordinary, and, 
finally, because of the still greater 
possibilities for the industry which 
the future holds, provided the mo- 
mentum now accumulated is accel- 
erated and increased, said Mr. 
Brinley. “Thus and thus only may 
we look forward to a volume of 
sales of power transmission appli- 
ances which will grow continuously 
and commensurately with the ex- 
pansion of industrial progress in 
this country.” 

Mr. Brinley, in closing his re- 
marks, stated that the organization 
must broaden its base and that now 
that the undoubted value of the 
work had been demonstrated, more 
effective appeal should be made to 
a larger number of manufacturers 
for support of the movement. 

The report of Victor A. Hanson, 
chief engineer of the Power Trans- 
mission Council, dealt largely with 
his activities in the southern tex- 
tile area in recent months. In the 
weave rooms of the cotton mills 
alone is a $24,000,000 market. Six 
months ago the power transmis- 
sion industry was on the way to 
losing this market, he said, but 
great progress has been made for 
the industry in this field as a re- 
sult of engineering studies and the 
prsentation of findings based on 
facts proving the efficiency and 
economy of Modern Group Drive. 

Mr. Hanson emphasized the 
necessity for gathering evidence 
and spreading it. He said that the 
success of the Power Transmission 
Council depended to a large extent 
on the local clubs, and paid tribute 
to the job being done by the At- 
lanta club in the area where he is 
now working. 

(Continued on page 56) 
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“Metal Cutting Tools 
by 


NATIONAL” 


This cutting tool specification is to Iw 
be found in hundreds of manufac- 
turing plants where economy and 
trouble-free operation are deter- 


mining factors. 


It has been dictated by 
cold facts, and by hard- 


headed experience. 





ee , 
TWIST DRILLS - REAMERS - HOBS - MILLING CUTTERS - SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL COMPANY 


DETROIT, U. S. A. 


TAP AND DIE DIVISION, WINTER BROS. CO., WRENTHAM, MASS 
FACTORY BRANCHES: New York, Chicago, Philadelphia, Cleveland 
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**Cyclone’’ 
Lubricator 


Independen® 
Sight Feed 


**Pleral’’ 
(Available 2 to 12 feeds.) 


‘Michigan’’ Safety 
Automatic Water 


Fig. 524 Ol Gasge 


Four Feed Oiler. 


ESSEX 


Lubricating devices 
enjoy 
WIDE 
ACCEPTANCE 


Look over the various lines of 
power equipment—engines, pumps, 
compressors, turbines, machine 
tools, boilers, etc.—and the “ES- 
SEX" brand will be found predom- 
inant on sight feed lubricators, hand 
oil pumps, oil cups, grease cups, 
oil gauges, water gauges, sight 
feeds, plural oilers, etc. 


This almost universal acceptance 
reflects confidence on the part of 
the equipment builders. It also 
creates a profitable replacement 
demand for ESSEX" specialties 
which is being satisfied by live mill 
supply jobbers everywhere. These 
jobbers find the ESSEX" line the 
“one best bet" in lubricating De- 
vices. 


ESSEX 
BRASS CORPORATION 


2000-2006 Franklin St. 
DETROIT MICHIGAN 


* 
Michigan Sight Feed Lubricators 


General Water Gauges 


Essex Lubricating Devices 





Model 22-A Multiple Feed Oiler 
Made in any capacity and with any number of feeds 


Glass Body Hand Oil 


Pump 


Chain Lever Water 


**Sprite’’ 


**Pilot’’ 


Gauge 


Air Compressor 
Lubricator 


Giass Body Sight 
Feed Oil Cup 


‘Automatic’ Spring 
Compression Grease 
Cap 
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Transmission Group Meets 
(Continued from page 54) 





He said that regional engineers 
are vital to the industry, as the 
council has a “product” to sell that 
is more complicated than any one 
manufacturer’s product. 

W. R. Clendinning, regional en- 
gineer in the Chicago area, listed 
many concrete examples of jobs he- 
ing done by his office in the inter- 
ests of Modern Group Drive. Time 
did not permit the report of Roy 
S. Smith, regional engineer in New 
England, and upper New York state 
and Eastern Canada, but it would 
probably have been very similar to 
that of Mr. Clendinning. 

Hartley W. Barclay, editor of 
“Mill and Factory,” said he believes 
the work being done by the organi- 
zations is in the form of insurance 
for the future of the industry, and 
cited evidences of the effects of the 
associations’ efforts. 

T. W. Lewis of the Lewis Supply 
Company, Memphis, said he would 
like to see the organizations get 
more distributors actively inter- 
ested in the Modern Group Drive 
movement, and was assured that 
this was a part of future plans. 

J. Edgar Rhoads, J. E. Rhoads 
and Sons, Philadelphia, led a dis- 
cussion on present and future ac- 
tivities. He said the industry 
movement had made it easier for 
competitors to work together and 
view things in a sounder and more 
constructive way. It had resulted 
in a better knowledge of terms, 
with manufacturers’ men talking 
a common language when calling 
on customers, which is exceedingly 


“Gather the evidence and spread it.” 
—Victor A. Hanson. 
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TRANSMISSION 


BELTS 














HESE belts are now made by the exclusive continuous 
vulcanization process recently announced by B. W. H. to 
the industrial world. 


B. W. H. Gold Edge Belts are striking examples of the extra 
quality dividend which users of these products enjoy 
through simply specifying them by name. 


Specify Bull Dog for general power transmission including 
all drives which strain a belt to its utmost and force it to 
deliver power against extreme mechanical and operating 
conditions. 
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OR super-flexibility where the belt is required to work 
at high speeds over small pulleys, specify Perfection. This 
remarkable belt is actually “the most flexible belt made” 


and is designed especially for conditions which baffle the 
strongest and heaviest belts. 


Because of its unique surface which gives an exceptional 
coefficient of friction, Perfection Belts hug the pulleys even 
at the most extreme speeds. 


B. W. H. Gold Edge Belts will give you maximum economy 
on every drive in your plant. 




















NEW and better process now gives BWH customers a new 
and better belt. 


For more than fifty years all rubber belts have been vulcanized or 
“cured” in flat hydraulic presses which have been little changed in 
type or design since their invention. These presses, under most fav- 


orable conditions, produced a variable product. This variation was 
three-fold:— 


Being vulcanized in presses 30 ft. long, there was always a 


doubly vulcanized overlap — a serious defect in every 30 ft. 
of the belt. 


It was difficult to absolutely control the amount of stretch 
removed from each 30 ft. of belting before vulcanizing. 


it was impossible, with flat press platens, to insure uniform 
thickness throughout the entire length of the belt. 


Now B.W.H. research has solved the problem by creating the 


Rotocure process by which B.W.H. Transmission Belting is vulcan- 
ized continuously. 


The Rotocure process made it necessary to discard the old-fashioned 
flat press and design a new and original rotary type press: B.W.H. 
belts are now cured under absolutely stretch control,—under abso- 
lute pressure control, which insures uniform thickness,—and with 
every inch of belt perfectly vulcanized, no press overlaps, no press 
marks, no undercure or overcure at any point. Variation is no longer 


a problem. Furthermore, a much higher coefficient of friction is 
obtained. 


It is no longer sufficient to order belts simply by a brand name, no 
matter how old and established the brand may be. The method of 
vulcanizing is the infallible index to modern belting quality. Only 
B.W.H. belts made by the patented Rotocure process can give you 
the new and better performance you have a right to demand. 


Every belt user should, for his own economy, read the complete 
story of continuous vulcanization . . . as described in the booklet 
... Sent without charge or obligation by writing to 


BOSTON WOVEN HOSE & RUBBER COMPANY 


CAMBRIDGE, MASSACHUSETTS, U. S. A. 


> = —_ 


Mie _ 





TEN YEARS AGO IN MILL SUPPLIES 











The JUNE ISSUE OF MILL SUPPLIES id ‘ Lucky WAS G.N. 
WAS FEATURED BY SKETCHES OF ‘on [SPR HOLMBERG, SALESMAN 
MANY OF THE PEOPLE PRESENT AT he ete WITH H. CHANNON 
THE CONVENTION OF THE SOUTHERN [i COMPANY, CHICAGO 
SUPPLY AND MACHINERY DEALERS re WHO, TEN YEARS AGO 
ASSOCIATION. HERE ARE A FEW ALY HELD THE “LUCKY 
OF THEM~-- SEE IF YOU CAN f 3) TICKET “ENTITLING 
GUESS WHO THEY ARE. ‘al HIM TO THE GRAND 


| | | / PRIZE OF $1,200 
7: " wir GIVEN AS PART 
- ? iny S OF A BONUS 


, 7 CONTEST STAGED 

L.J.Larzevere was ELECTED oo BY AN ELECTRIC 
PRESIDENT OF THE SOUTHERN SUPPLY “Siecle HAMMER MANU- 
AND MACHINERY DEALERS ASSOCIATION, ¥ FACTURER. 
AND ‘T. C. KEELING WAS CHOSEN = : aia 
FIRST VICE PRESIDENT AT THE sie 


ANNUAL COVENTION. nd ~NEWS~ 








JOHN A. CAMM, NOW OF CAMM- BLADES 
MACHINERY COMPANY, MILWAUKEE, WHO 
HAD FORMERLY BEEN SALES MANAGER FOR 
THE W. F. AND JOHN BARNES COMPANY, 
ROCKFORD, ILLINOIS, AND BEFORE THAT, 
PRESIDENT OF THE WESTERN IRON STORES 
COMPANY, MILWAUKEE, WAS APPOINTED 
CHICAGO DISTRICT SALES REPRESENTATIVE 
OF THE SENECA FALLS MACHINERY 
COMPANY, SENECA FALLS, NEW YORK. 


a F , ae ae ‘“ 2 oF " 
e a oy ww, » * nae 
, % ea Sh eA i 


A féee Ca ak. Sas 


~~ Oo 


PRATT-GILBERT COMPANY, NOW PRATT- 
GILBERT HARDWARE COMPANY, PHOENIX, 
ARIZONA, WAS RUSHING PLANS FOR A 

BIG EXPANSION OF ITS BUSINESS, WHICH 

WAS TO BE REINCORPORATED WITH 

A CAPITAL OF $500,000. 


et ¢ 
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No $1,000,000 Dud 


Millions of dollars are spent each year developing teams, race horses, 
boats and automobiles for championship races . .. but only a small 
. . » frequently others are just a $1,000,000 dud. 

You spend a lot of time and money developing customers . . 
don’t want them to be duds. You want to keep them satisfied . . 
want to build confidence in your company . . 
you sell .. 


percent ever win 


- you 
. you 
- and the merchandise 
- to hold your trade against competition. 

Thousands of dollars have been invested to make Atkins Silver Steel 
Hacksaws .. . the Blades with the Blue End. . 
cutting field. 


. champions in the metal 
Shrewd production men know Silver Steel Blades will 
do their work easier . . . faster . . . better—that they will last longer 
than any other blade on the market. These men know by experience 
that Atkins Silver Steel Blue End Hacksaws are not duds. 

There’s a steady demand for Atkins Silver Steel Blue End Hacksaws. 
Taking advantage of it means extra profit for you .. . and satisfied 
customers. You are always protected by Atkins’ guarantee of satisfac- 
tion. For prompt attention send your orders today. E. C. Atkins and 
Company, 420 South Illinois Street, Indianapolis, Indiana. 





ATKINS Silver Steel SAWS 


A FAMILY OF CHAMPIONS 
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“We must get the customer’s point 
of view.”—J. Edgar Rhoads. 


important. It is providing scien- 
tific knowledge of the needs of in- 
dustry, and this is necessary, as 
there must be knowledge of the 
customers’ needs and the benefits 
to him of Modern Group Drive must 
be pointed out, he declared. He 
stated that engineers of the group 
are educating the buyer to think 
carefully about his needs. Mr. 
Rhoads said he believed the pub- 
licity secured had been remarkable, 
and emphasized the importance of 





clarifying the thinking of distribu- 
tors, through the organization en- 
gineers. 


Executive Committee Chosen 


At the Atlantic City meeting, the 
following executive and advertising 
| committee was elected to direct the 
| activities of both M.P.E.A. and the 
P.T.C. instead of having separate 
groups of officers for the two divi- 
sions: C. E. Brinley, American Pul- 
ley Company, national chairman; 
R. M. Pindell, Jr., Alexander 
Brothers, Incorporated, vice-chair- 
man; D. W. McAllen, SKF Indus- 
tries, Incorporated, treasurer; J. 
Edgar Rhoads, J. E. Rhoads and 
Sons; F. H. Willard, Graton and 
Knight Company; B. A. Keiley, 
R. and J. Dick Company, Incor- 
porated; P. C. Brown, I. B. Wil- 
liams and Sons; B. F. Reuther, 
|New York Belting and Pack- 
| ing Company, and R. W. Chandler, 
| Graton and Knight Company. 
| Messrs. Brinley and Pindell had 
| previously been chairman and 
| vice-chairman of the National 
executive committee of the Power 
Transmission Council. Mr. McAl- 
len had been treasurer of both as- 
| sociations. Francis Juraschek is 
' manager of both associations. 
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Sclect the Pope that Fits Your Joh 


Elasticity must not be confused 
with stretch. The ability of # 
rope to resume its normal 
length after elongation enables 
it to bring a moving load up 
to speed gradually, thereby 
preventing shock. Length of 
lay, the distance along 

the rope axis required by 

one strand to make a com- 


mines elasticity. Shortening this 
distance increases the elasticity 
but reduces the strength of the 
rope. Careful consideration to 
the rope used should be given 
when determining the length 


of lay. We will gladly furnish 
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Wick WIRE SPENCER STFEL CO 


41 Bast 420d St. New York City 
Please send me your new Kope Manual that ¢ 
wire rope last longer 

Nome 

Fiem 

Address 

City 


you with data on the subject 

ur selection W rite 
7 

WICKWIRE SPE NCER STEEI 

COMPANY General Offices: 4% Fast 

42nd Street, New York. Sales Offices 

and Warchouses Wore 


New York, Chicago Butfalo 
s Angeles 


to aid yo 


ester 


San Francisco, 1 
Export Sales Dept New York 
WICK W IRE SPENC ER 
SALES CORPORA 
TION, New York 
_Chactasooge Tulsa 
Portland, Seattle 


‘SS. 


call eo 


= 


ells how to make 









JUNE 


ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 


. . I k 


gladly call on 
any of your prospects with you or alone in your int 
interests. His kind 


of service mak 
es cus ire 
eal he tomers that will stick to you. Wri : 
perative advertising plans. ° rite for distributors’ and co 


WICKWIRE SPEN 
STEEL np 


General Offices: 41 East 42nd St., New York Cit 
’ y 
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of Distributors 


and their organizations 


Boston Distributor Reports 
Increased Sales 


® Brown-Wales Company, Boston, 
Massachusetts, reports’ that sales 
show a marked increase this year 
over a year ago. C. Henderson, 
manager of special service division, 
has increased his sales on Babcock 
and Wilcox boiler tubes and Blaw- 
Knox grating and Tom Breen, sales 
metallurgist, is doing a fine selling 
job on steel. 

P. C. White has been added as 
sales representative in Connecticut 
and western Massachusetts. Mr. 
White has had considerable selling 
experience and is well known in 
the New England territory. 

In addition to a complete stock 
of industrial supplies, Brown- 
Wales has purchased cutting equip- 
ment to cut heavy plates. 


New England House 
Eliminates Retail Business 


® Talbot, Brooks and Ayer, Port- 
land, Maine, for 34 years whole- 
sale and retail dealers in hardware 
supplies, paints, varnishes and elec- 
trical equipment, eliminated its re- 
tail business on April 20, and will 
concentrate on wholesale trade only 
at its headquarters, 269-273 Com- 
mercial Street. Stock and fixtures 
were moved from the retail store 
at 269 Middle Street to Commer- 
cial Street, where sample rooms 
and a_ service store has 
fitted up. 

3y consolidating the large and 
diversified stock of hardware, 
paints, oils, varnishes, window 
glass, and so forth, in one building, 


been 
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the company will be better able to 
maintain a better balanced stock at 
all times and render more efficient 
service. 

The firm of Talbot, Brooks and 
Ayer was incorporated in 1902, 
and the business first conducted at 
269 Middle Street with storage 
space on Federal Street. About 
1918 the firm leased the present 
location on Commercial Street, and 
the wholesale operations and gen- 
eral offices were moved there in 
1921. 

John P. Ayer is president and 
general manager of the firm, 
Arthur F. Talbot, vice-president 
and Frederick C. Talbot, treasurer. 


Harris Salesmen Tour 
Eastern Plants 


@A group of salesmen of the 
Samuel Harris and Company, Chi- 
cago, under the supervision of Sam 
H. Clark, secretary-treasurer and 
sales manager, recently made a 
unique trip through the eastern 
territory, calling on manufacturers 
they represent. 

Two years ago, a plan was for- 
mulated by the salesmen whereby 
a certain amount was put into a 
fund weekly, the original idea be- 
ing to use the fund for a vacation 
and fishing trip-outing. However, 
the fund mounted up quite rapidly 
and it was decided to take this 
trip, making it a combined busi- 
ness and pleasure trip, through the 
eastern section of the country. The 
salesmen left Chicago Saturday, 
May 16 and met Mr. Clark in New 
York City, he having been east 
attending the Triple Mill Supply 
Convention. 
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The following 
visited: Charles Bond Company, 
Philadelphia; Keystone Lubricat- 
ing Company, Philadelphia; Ameri- 
can Swiss File and Tool Company, 
Elizabeth, New Jersey; Parker- 
Kalon Corporation, New York 
City; Simonds Saw and Steel Com- 
pany, Fitchburg, Massachusetts; 
S. W. Card Manufacturing Com- 
pany, Mansfield, Massachusetts; 
Morse Twist Drill and Machine 
Company, New Bedford, Massa- 
chusetts. 

Manufacturers’ representatives 
escorted the group through their 
different plants where the sales- 
men studied methods of manufac- 
turing the lines they sell. They 
also visited testing laboratories, 
and received other educational in- 
formation. 

One of the features of this trip 
was a boat ride to Boston from 
New York City. 

Several months ago, two other 
members of the Harris sales force 
(specialists on power transmission 
equipment) came east and visited 
Charles Bond Company, Bond 
Foundry and Machine Company 
and Wright Manufacturing Com- 
pany plants, accompanied by Mr. 
Clark. 

In the photograph below the 
Harris group is looking over the 
planned route. The picture was 
taken in the New Yorker Hotel, 
New York City, where the sales- 
men met Mr. Clark. Sam Clark is 
behind the desk, with Gordon 
Clark seated opposite him. The 
other salesmen (left tu right) are: 
Edwin A. Grell, Andy Fowler, Iver 
J. Hall, C. A. “Bud” Gronberg, Ray 
Batz and Allan J. Allen. 


plants were 
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There is an interesting explanation for the healthy volume increases HEWITT dis- 
tributors are enjoying. Customers who used to be difficult... many of whom were 
never on the books before... have been easy to “crack” with HEWITT industrial 
tubber goods. And the superiority of the HEWITT line of industrial rubber goods 
has been combined with a smashing advertising program to assure a maximum ac- 


ceptance throughout industry. Why not ask us ubout the HEWITT profit franchise? 


HEWITT corporation 
BUFFALO NEW YORK 
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Only MARVEL High-Speed-Edge Hack 
Saw Blades can be both high speed and 
positively unbreakable; can stand greatly 
increased tensioning, feed pressures, and 
cutting speeds; can assure uninterrupted 
production at full capacity on any sawing 
machine. 


Only MARVEL Hand Frames (hot 
forged aluminum alloy) are absolutely 
rigid and indestructible; have machine- 
type clamping blade holders; will truly 
tension blade taut without distorting; 
provide for rotating the blade to any of 
eight positions without removing blade 
from holders; applies power correctly 
below blade line to prevent blade from 
sticking in cut. 


MARVEL Hole Saws have the 
strength for drill press use, the ‘‘set” for 
deep drilling, a tooth edge of genuine 
18% Tungsten High Speed Steel welded 
to a body of non-breakable chrome- 
vanadium steel. Only MARVEL Hole 
Saws can be recommended as the best for 
any job, in any type of drill. 


Only 












































































Only MARVEL provides a 
full line of sawing machines 
from small shop saws to the 
largest “giant” hydraulic, 
high speed sawing machines, 
full ball bearing production 
saws with automatic bar push 
up, and a universal band saw 
—9 outstanding sawing ma- 
chines. 


Ask your local dealer for full information or write 
for bulletins giving detailed specifications and prices. 


ARMSTRONG-BLUM MFG. CO. 


“The Hack-Saw People” 
CHICAGO, U.S.A. (T.M.) 


353 N. Francisco Ave. 
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The expanding activities of the Geo. 
F. Motter’s Supply Company in York, 
Pennsylvania, are attended to by part 
of the staff shown above. They are 
Jack Schellhaas, C. W. Tredway, 
Samuel Brenner, George Ruby, sales 
manager, Albert Davis. C. W. Bel- 
lingrodt of Heller Brothers Company 
was present at the time and joined 
the group in the picture. 





New Lines for 
Biggs and Company 


@V-Belts and sheaves and Alex- 
ander Brothers leather belt have 
been added to the line of industrial 
supplies handled by Biggs and 
Company, Wichita Falls, Texas. 

The company also announces 
that P. G. McDowell has been 
added to the sales force to operate 
in the Lubbock, Texas territory, 
and that M. E. Robertson has been 
appointed sales manager. 


Tulsa Distributor Exhibits at 
Petroleum Exposition 


@ At the 9th International Petroleum 
Exposition held in Tulsa, Oklahoma, 
May 16 to 23, the Machine Tool and 
Supply Company, Tulsa, Oklahoma, 
had seven booths exhibiting its line 
of industrial supplies. The follow- 
ing manufacturers cooperated with 
the company and had sales repre- 
sentatives in attendance to work 
with the sales force of Machine 
Tool and Supply: Wright Manufac- 
turing Division of American Chain 
Company; Simonds Saw and Steel 
Company; Columbian Vise and 
Manufacturing Company; Goddard 
and Goddard Company, Inc.; J. H. 
Williams & Co.; Osborn Manufac- 
turing Company; U. S. Electrical 
Tool Company; Standard Tool 
Company and Standard Pressed 
Steel Company. 
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O matter where you 

go—no matter what 

plant you call on—there’s a good pos- 

sibility of an Alemite Equipment sale 

before you leave! Every industrial plant 

needs Alemite Controlled Lubrication. 

And every Alemite sale is an “in” for 

other lines you are selling—you make 

a profit from Alemite and a profit on 
your other sales! Double profits! 


Pile up “plus” profits with Alemite 
sales! Cite examples of what Alemite 
is doing for big companies in every 
field of industry. Show how the 
Alemite Barrel Pump makes a high- 
pressure gun out of any 400- pound 
grease drum-— how it eliminates hand- 
ling and contamination of lubricants 
—how every shot delivers metered 
lubrication — how costly breakdowns 
are avoided by this positive Alemite 
lubrication. 


No industrial concern is too large— 
or too small—to profit through the 
accuracy and economy of Alemite 
Controlled Lubrication. There’s an 
Alemite System, power or manually 
operated, to fit the individual needs 
of every customer you call on. 


Tell them how easy it is to change over 
from inefficient, expensive lubricating 
methods to the modern advantages of 
Alemite. Show them how the change 


CONTROLLED LUBRICATION 
UM 


@ This 400-lb. Alemite Barrel Pump sends lubri- 

cant under tremendous pressure, directly from the 

original drum into the buge roller bearing of a 
Harris-Seybold-Potter offset press cylinder. 


7 7 7 


can be accomplished at moderate cost, 
in a short time, without halting pro- 
duction. Prove to them that Alemite 
Lubrication saves bearings, saves time, 
saves lubricant, and cuts power costs. 


Many factories are now modernizing 
their maintenance methods. Many can 
be sold the Alemite idea—easily. Those 
sales mean extra earnings for you! 
“Go to town” with Alemite this year! 


ALEMITE—A Div. of Stewart-Warner Corp’n. 
1886 Diversey Parkway Chicago, Ill. 


ENJOY 
HORACE HEIDT 
AND HIS ALEMITE 
BRIGADIERS EVERY 
THURSDAY, 9:00 P. M., 
EASTERN STANDARD 
TIME, ON COAST-TO- 
COAST COLUMBIA 
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THE NEW STANLEY 


“VICTOR” 














































14 ELECTRIC DRILL No. 114 





11 3/4" 
He) le) 
OVERALL 


WEIGHT 


Another proof that with 5 /1 Ibs. 
Stanley Electric Tools you 
can sell more tools to 
more people for more jobs! 








ERE’S a new, low priced, com- 
pact, quality drill you can sell 
without comeback. Its ample power and long life will open many doors 
that are closed to “cheap” lightweights. 
Shopmen — plumbing, automotive repair, electrical, woodworking, — 
and installers of oil burners and air conditioners, will welcome the new 
Stanley “Victor” for production and maintenance. 


The straight line design permits working close to horizontal and perpen- 
dicular surfaces. 


Other features: strong aluminum alloy housing; rocker switch; heat 
treated, drop forged gears of chrome nickel steel; three jaw Jacobs chuck 
and key; three conductor cable and plug; can be used in Horizontal Stand 


No. 530 for grinding and wire brushing, or in Bench Drill Stand No. 531 
as a drill press. 


We are Represented By Selected Distributors 


STANLEY ELECTRIC TOOL DIVISION 
rd The Stanley Works w 
ey New Britain, Conn. 4 
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It’s a perfect Drill for the tool kit—ideal for hundreds of service jobs. | 


Let your customers try it and sell themselves. Full details on request. | 





INEWS 


A number of lines have been 
|added to the company’s refrigera- 
tion supply department as follows: 
|L. H. Gilmer Company’s “V” belts; 
|Peerless Ice Machine Company’s 
coolers; Rotary Seal Company’s 
compressors and Detroit Lubrica- 
|tor Company’s expansion valves 
and thermostats. <A _ stock of 
Wolverine dehydrated tubing and 
type “M” hard drawn pipe has also 
been added by Machine Tool and 
Supply. 








Takes on Abrasive Line 


@A complete line of coated abra- 
|sives manufactured by Mid West 
| Abrasive Company has been taken 
ion by Alden Supply Company, 
| Philadelphia. The line will be dis- 
|tributed in eastern Pennsyivania, 
Southern Jersey and part of Dela- 
ware and Maryland. “Bill” Cady 
of Mid West has joined the com- 
|pany as factory representative on 
| this line. 





‘Cincinnati House Celebrates 
Silver Anniversary ' 





'®@The Doermann Roehrer Com- 
pany, Cincinnati, Ohio, is celebrat- 
‘ing its silver anniversary this 
|year, and has published a booklet 
|commemorating this anniversary. 
|The book is in blue and silver and 
carries a foreword giving briefs in 
the history of the company. 

The Doermann Roehrer Com- 
pany was founded on_ Febru- 
|ary 13, 1911, and was originally 








The two Hagan brothers of Theo. C. 
Ulmer Company, Incorporated, 
Philadelphia. H. M. is treasurer and 
J. A. is vice-president and purchasing 
agent. 
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ADVANTAGES OF 
HOMO-FLEX’ 
CONSTRUCTION 


1. Extreme flexibility— 
troughs naturally even 
in thick ply and long 
narrow belts. 


2. Reduces stretch to 


a new minimum. 


3. Gives longer belt 
life due to complete 
bonding of every 
belt 
into a homogeneous 


member in the 


Structure. 


4. Ply separation is 


eliminated. 


5. Inseparable wear- 


resisting covers. 


6. Resists puncture to 
a high degree. 


Condor Conveyor Belt 
—48" 7 ply Heavy- 
Duty type—for han- 
dling hot slag in a 


large cement plant. 





RELIES ON 


Sold on Performance 


Like many other cement plants whose severe use of conveyor belt- 
ing is a rigid test, the one shown belqw has demonstrated the 
“extra value” in the new “Homo-Flex” construction of Condor Con- 
veyor Belt. Unusual efficiency, long life and low ultimate cost are 
the results of the entirely new engineering principles incorporated 
in this “Homo-Flex” construction — different from that of any other 
belt. The component parts of the belt are combined into a homo- 
geneous unit, tying covers and fabric into one mass, making pos- 
sible outstanding performance records on long and short hauls, 
high or low lifts, and with heavy, light, dry or wet materials ... 
Note the specific advantages of “Homo-Flex” construction (left), 
then have your customers test out Condor Conveyor Belt on their 


hardest type of conveyor service—hot coke and cement, clinkers, 


rock, ore, mixed concrete, etc. A trial will convince them that it is 
a real high tonnage—low-cost combination. 
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Another Cement Plant 






| CONDOR CONVEYOR BELT 





Write for New 
General Catalog 





Compensated Belt 
Standard Belt 
V-Belt 

Conveyor Belt 
Acid Hose 

Air Hose 

Brewers Hose 
Contractors Hose 
Textile Mill Specialties 
Creamery Hose 
Dredge Sleeves 
C. |. Air Tubing 


Fire Hose 


Hydraulic Hose 
Packers Hose 
Paper Mill Hose 
Sand Blast Hose 
Sand Suction Hose 
Spray Hose 
Steam Hose 
Water Hose 
Chute Lining 
Launder Lining 
Garden Hose 


Industrial Brake Lining and Brake Blocks 


OTHER MANHATTAN PRODUCTS 
Other Grades of Hose Washers 


Suction Hose 
Oil Hose 
Packing 
Matting 
Pump Valves 
Tubing 


Molded Rubber 
Goods 

Oilless Bearings 

Belting of Every 
Description 

Molded Hose for 
Every Service 


Jobbers! 





The sale of one Condor 
product leads to the sale of 


others. Let us tell you all 


the advantages of 


the 


Condor Franchise. 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 
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McGILL Lamp Guards are 
PROFITABLE 


Approved by 
Underwriters’ 
Laboratories 





No. 4675 Wood Handle Guard 


Yj 


Lexon Guard 





























No. 1425 No. 1600 


Gripon Guard 


Rubber Handle 
Guard 


Practically every place where lamp 
bulbs are used, McGILL Lamp Guards 
can be sold—in shops and factories of 
all kinds. Foundries. Stores. Ware- 
houses. Institutions. Garages. In fact, 
the field is almost unlimited. 


McGILL Lamp Guards pay for them- 
selves over and over in savings they 
make. They prevent lamp breakage 
and theft. They eliminate certain dan- 
gers to employees, buildings and ma- 
terials —injuries, shocks, fires, explo- 
sions. 


McGILL Lamp Guards are well 
known to your trade. They outlast or- 
dinary guards many times. They sell 
the year around, and repeat in volume. 
They are priced right, carry good dis- 
counts, and they sell only through job- 
bers! 





COMPLETE LINE 


Shown here are only a few of 
the wide McGILL line—there’s 
a type and size for every pur- 
pose. If they are not already 
included in your stock items, 
we will be glad to explain our 
Jobber Policy. 




















WRITE FOR CATALOG 








‘No. 1439 
Wall Guard 


(P.O. Box 669) 











a e 
Steel Wire Lam 
Lamp Guards e Coloring Fluid 
ae * 


Portable 
Stationary 
Wall Type 

Lock-On, Etc, 


MANUFACTURING CO. 


Electrical Specialties of Quality Lemp 


Soldering Flux 
wo 


Changers 


ESTABLISHED 1904 Etc. 


VALPARAISO + INDIANA 
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Caught in the act! H. M. Halvorsen, 
salesman for The Charles A. Stre- 
linger Company, Detroit, out trying 
to pilfer orders just outside the plant 
of the Hoover Ball and Bearing 
Company, Ann Arbor, Michigan. 





located at 325 East Third Street, 
Cincinnati. Between 1911 and 
1915 the expansion of the company 
was rapid and a complete electrical 
department was added in 1915. The 
present location, 450-456 East 
Pearl. Street, was purchased in De- 
cember, 1923, and remodeled to 
better suit the needs of business. 

Among the industrial products 
now being handled by the company 
are abrasive cloth and paper, air 
compressors, asbestos packing, belt 
dressing, rubber belts, V-belts, 
hacksaw blades, blow torches, brass 
fittings paint brushes, pipe joint 
clamps, bolt clippers, jib crane, 
pipe cutters, emery wheel dressers, 
V-belt drives, expansion bolts, 
pipe fittings, friction tape, gate 
valves, steam gauges, graphite, 
chain hoists, rubber hose, leather 
lace, lubricants, mechanical rubber 
goods, car movers, oils and greases, 
soldering paste, wire and manila 
rope, tape, steam traps, twist drills, 
valves, pipe wrenches, and many 
other industrial lines. 


Factory Trained Engineer 
Increases Sales 


@M. B. Urquhart, president, Urqu- 
hart Service, Denver, Colorado, re- 
ports that the addition of Alex 
R. Urquhart, factory trained en- 
gineer, to its staff, has helped to 
increase the sales of the company. 
Mr. Urquhart further states that 
this training, while quite expen- 
sive, has more than paid for it- 
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“I tapped anew market and 


Your Hygrade Lamp Bulb 
inventory will be fully pro- 
lected against price declines. 
This little booklet gives you 
13 other reasons why you 
will find Hygrade Lamp 
Bulbs a clean, live line to 
handle. Use the coupon and 
gel a copy. 


Hygrade 


LAMP BULBS| =~ 


©) 19%, HYGRADE sYLVANIA CORPORATION 
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NEW VOLUME: 


“| think the addition of lamps to my line was prob- 
ably the smartest business move | have made in 
recent years. | tapped a market I had been com- 
pletely overlooking before — and every sale I 
made meant added volume. Any mill supply job- 
ber can sell lamps. It requires no specialized knowl- 
edge, no large investment—and the turnover is 
fast and profitable. Part of my success with lamps 
is due to the fact that I stock and sell a standard 
brand—lHygrade Lamp Bulbs. Many industrial 
buyers prefer them because they are second to 
none in quality, yet they are more economical to 
use. 


Profit by the experience of jobbers who are build- 
ing new profits and volume on lamp sales. Get the 
Ilygrade story. 

HYGRADE SYLVANIA CORP., Salem, Mass. 


Manufacturers of Incandescent Lamps for over 30 years 


Makers of SYLVANIA Set-Tested RADIO TUBES 








HYGRADE SYLVANIA CORPORATION 
Salem, Maes. 
Please send me a copy of “14 Reasons 
Why” and details of your jobbers’ proposi- 
) 3 J 
tion on Hygrade Lamps. 


Name 








City and State_____ 








| bor district 
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self due to this increase. Alex 
Urquhart will work on all in- 
dustrial lines the company repre- 
sents. 

Jerome Clay has also been added 
to the sales staff and will specialize 
on machine shop trade. 

Pardee chlorinators and am- 
moniators, Wintroath turbine 
pumps and Hobart are welders 
have been added to the company’s 
industrial lines. 


Two New Lines for 
Industrial Supplies 


@iIndustrial Supplies, Incorpo- 
rated, Memphis, Tennessee, is now 
exclusively representing the Link- 
Belt Company on its entire line in 
the Memphis territory. In this 
capacity, the company will handle 
a full line of Link-Belt merchan- 
dise, including malleable iron and 
steel conveying and drive chains, 
Caldwell screw conveyor and fit- 
tings, elevator buckets, belt con- 
veyor idlers, a complete line of 
power transmission equipment, 
Silverstreak silent chain drives, 
Silverlink roller chain drives, “RC” 
roller chain, flexible couplings, and 
so forth. 

The company also has an exclu- 
sive selling arrangement with the 


| Consolidated Ashcroft Hancock 


F. G. Foster, president and general 


| manager of the F. G. Foster Com- 


pany, Hoquiam, Washington, states 


| that 90% of its hardware business is 
| now industrial supplies and heavy 
| hardware, serving the lumber mill, 


logging, pulp, plyboard and canning 
industries for which the Grays Har- 
is noted. Mr. Foster 
started the business in 1910 and is 
assisted by his son, F. S. Foster, 


| vice-president and manager. 
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HELL 


A NEW ADDITION TO A FAMOUS FAMILY 


@ DESIGNED with characteristic Williams originality, 
endowed with typical Williams superiority ...THE 
“SUPERECTOR”. A new reversible ratchet wrench ... 
rugged, rapid, distinguished by many structural and 


utility features which make it outstanding. 


1. Quadruple Pawls, instead of the usual 2, providing 
double bearing and strength with greatly increased 
durability; and 

2. Drop-Forged Handle, not cast, in order to utilize the 


extra strength afforded by the pawls. 


Williams’ “SUPERECTOR” is built for fast operation in 


heavy and severe service and embodies such unique 


Other improvements and refinements put THE 
“SUPERECTOR?” strictly in a class by itself. Unusual 


features as:— sales possibilities . . 


. get the facts! 


Williams’ “SUPERECTOR” Wrenches are made 
in 5 sizes—24 to 48”. Both Hex and Square 
Sockets, with hole extending clear thru, openings 
1-1/16 to 4-5/8", operate nuts on any length of bolt. 
Deliveries June, excepting largest Wrench and all 
Square Sockets in July. 


FULLY GUARANTEED 


J. H. WILLIAMS & CO. 
75 Spring St., New York 
Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), 
Detachable Socket Wrenches, “C” Clamps, Lathe Dogs, Tool 


Holders, Eye Bolts, Hoist Hooks, Thumb Nuts and Screws, 
Chain Pipe Tongs and Vises, etc., ete., 








ee POPS SSIS SS SSS SSS SSS SSDS PDS SS SY } N E: AvAVA S 
\ The PORTABLE ELECTRIC \ | 
Company to represent them in the 
\\; TOOL POST GRINDER Memphis area on recording ther- 
mometers, recording gauges, in- 
dicating glass _ thermometers, 
American tachometers, American 
| dial thermometers, precision tem- 
| perature controllers and American 
controllergraphs. 


that is DIFFERENT and 
has PROVEN so 








Wahlgreen Joins Geller, 
Ward & Hasner Company 


@® Holger Wahlgreen has joined the 
industrial and mill supply sales 
force of Geller, Ward and Hasner 
Hardware Company, St. Louis and 
| will cover the St. Louis territory 














BECAUSE—ADAPTABILITY makes new sales 
BECAUSE—DEPENDABILITY is easily proven 
BECAUSE—Sales resistance—JUST ISN'T 

BECAUSE—Rapid turnover assures PROFITS 





MR. DISTRIBUTOR how many letters like this do you write? 








HOLGER WAHLGREEN 


SQUIER, SCHILLING & SKIFF 
HARDWARE «~ MILL SUPPLIES 

419 PLANE ST. NEWARK.N. J. mill supplies. Mr. Wahlgreen has 
been selling these products in the 
St. Louis territory for the past 20 
years. 
| Ernest Hunter has also joined 
| the sales force of the company. Mr. 
| Hunter covered the St. Louis terri- 
tory for Thor Independent Pneu- 
| matic Tool Company for approxi- 
mately four years before joining 
Geller, Ward and Hasner. 


| 
| 
| 
for the company on industrial and 
| 
| 


April 9th, 1936. 


McGonegal Manufacturing Co., 
Rutherford, N. J. 


Gentlemen: 


Enclosed please find our order 
for three #J-3 Grinders with extra equipment. 


We are quite surprised to find that 
your grinders are moving steadily although we have not put 
any special sales effort in back of them during the paet 
six months. It seems that customers to whom our salesmen 
had mentioned the Themac last year are phoning, now that 
they ere busier, and asking us to send machines for trial. 
In nine cases out of ten the machines. sell themselves. 


SA Sf” SS aS SSS SS SD SDS SS SS SS DISS SS PD DDD AS SS SSS DSS SS SDSS SS SSS SS SD SPD DD SP 


Yours very truly, Celebrates Centennial 


SQUIER, SCHILLING & SKIFF @Tranter Manufacturing Com- 
, pany, Pittsburgh, Pennsylvania, is 
AHS /PL ( th \s > —— celebrating its centennial this year, 
having been established in 1836 by 
SPECIALIGTS IN BALL ANDO ROLLER SEARINGS J. B. Sherriff. 

The enterprise that Mr. Sherriff 
organized at that time was that of 
| coppersmith and copper piping 
| work, largely in connection with 
| pipe on steamboats. In later years : 

| the company secured patent rights 
on several types of steam ejectors 
and syphons, manufacturing the 


a ee a Ae a 














The McGonegal Manufacturing Company 
Rutherford, New Jersey 
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JACOBS Ae 
PLAIN BEARINGZ HEE: 


= CHUCK 





pein ae 
a 


Are your customers taking the Jacobs Chuck too much for granted—recognizing it, of course, as a quality 
product but assuming that the Jacobs Chuck of to-day is pretty much the same as the chuck of years ago? 
They should be familiar with the many improvements made in the last few years, and the new models 
which have been added for various requirements. 


New methods of thread generation in body and jaws give increased grip — greater chucking speed. 
Practically unbreakable parts — due to new design and modern heat treating. Hardened body and 
stronger parts result in a chuck with just about double wearing quality. 


Made in correctly balanced light models for sensitive drilling, medium duty models for machine use and 
portable tools. Available in all standard tapers and threads — also special hollow body models for 
accurate valve refacing and for use on the lathe headstock. 


Send for Bulletin S-2 giving complete specifications of the Plain Bearing Improved Chuck 


—also— 


The Jacobs Ball Bearing Super Chuck 
The Jacobs Positive Drive Tap Chuck 


The Jacobs Keyless Portomatic Chuck 





The Jacobs Staghe Purpose Chuck 


| THE JACOBS MANUFACTURING CO. HARTFORD, CONNECTICUT, U. S. A. 











DIETZ 


LANTERNS 


Most contractots, utilities and 
municipalities throughout the 
United States use Dietz Red Lan- 
terns for night warning duty on high- 
way and construction work. 


When other lanterns are used it is 
not because it is possible to obtain 
better quality or greater reliability— 
for Dietz Lanterns are the recognized 
standard in these and other vitally 
important characteristics. 


The world-wide and nearly century 
old reputation of Dietz Products 
makes Dietz Lanterns the most sal- 
able and satisfactory lanterns for dis- 
tributors to handle. 





R. E. DIETZ COMPANY 
NEW YORK 


MAKERS OF LANTERNS FOR 
THE WORLD .. . FOUNDED 1840 











Colls patent ejector, Colls patent 
defiance jet pump, Sherriff patent 
pump, McFeely jet pump and Mc- 


Knight jet pump. Steam fitting 
and pipe fitting was later added 
and a machine shop and brass 
foundry was built for the purpose 
of manufacturing the above prod- 
ucts. 

Early in the history of the com- 
pany steam pumps, boilers and en- 
gines were taken on and are now 
being merchandised by the present 
firm. The principal current activi- 
ties of Tranter Manufacturing are 
supplying pumps for mills, mines, 
factories, farms and so forth, also 
dealing in woodworking machinery 
for planing mills. A machine shop 
is also operated for light manufac- 
turing and general repair work. 

The present firm was _incor- 
porated June 2, 1891. Henry 
Tranter is president and of the 
present personnel, nine have 
served the company for 25 years 
or more. 


New Orleans House 
Expands Force 
® Woodward, Wight and Company, 
Limited, New Orleans, Louisiana, 
has added Mike Kelleher to its 
staff. Mr. Kelleher, formerly chief 
engineer for Miles Salt Company, 
is traveling out of Lake Charles, 
Louisiana, specializing in indus- 


trial and engineering equipment. 
formerly 


Ed Butler, with the 





K. MacDole (left) president of the 
Colorado Industrial Supply Company, 
Denver, and M. O. Honeycutt, secre- 
tary of the company. Mr. MacDole 
spends most of his time on the out- 
side selling, while Mr. Honeycutt 
handles inside matters. 
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ADVANCE 




























PROFITS 


for 
ADVANCE 


wherever cars are 


moved on sidings... 


The superiority of AD- 
VANCE Car Movers is 
easily demonstrated; they 
cut costs because of their 
amazing speed, power, and 
reliability. 


Check these 
MAJOR MARKETS: 


@Steam railroads and shops 
@Logging camps, saw mills 
@ Wood products industries 
@Mines and quarries 
@Petroleum and gas wells 
@ Food industries 
@Smelting and refining 
@Automotive industries 
@Metal working plants 
@Concrete products 
@Paper products 
@Tobacco manufacturing 








Recommend with Confidence: 
POWER KING 
POWER BOY 
BADGER CAR 

MOVERS 

NEW BADGER CAR 

MOVERS 
ADVANCE SAFETY 
CAR WRENCHES 








CAR MOVER 
COMPANY, Inc. 


Appleton, Wis. 


CANADIAN ADVANCE 
CAR MOVER CO., 
WELLAND, ONTARIO, 
CANADA 











THE ABILITY TO PRODUCE THE DESIRE TO SERVE 


Surface coated abrasives of outstanding quality 
to serve the needs of modern industry 


~ DETROIT, WAUSAU, 
MICHIGAN WISCONSIN 


MINNESOTA MINING & MFG. CO. 


SAINT PAUL MINNESOTA 


FACTORIES: SAINT PAUL, MINNESOTA @ DETROIT, MICHIGAN @ WAUSAU, WISCONSIN @ AKRON, OHIO 


BRANCHES: NEW YORK, BOSTON, PHILADELPHIA, BUFFALO, HIGH POINT, CHICAGO, CINCINNATI, 
DETROIT, ST. LOUIS, SAN FRANCISCO, LOS ANGELES, SEATTLE 
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Dodge Rolling Bearings are Rugged... 
Stand Up to Severe, Continuous Service! 


Between the generation of power and its utilization — 
there's a middle step that vitally affects production 
costs ... It is the transmission of the power ... At this 
juncture power and profit can trickle away unless safe- 
guarded by efficient and dependable equipment. 


Dodge Rolling Bearings are known to industry every- 
where as rugged aids to low-cost power transmission 
- « » They make up the "Rolling Roadbeds for Power" 
that keep the wheels of industry turning smoothly and 
efficiently ... There is a type of Hanger Bearing, Pillow 
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Block or Unit Mount for every service — they are used 
for power transmission and are built into many produc- 
tion machines. For normal or heavy service — for ex- 
cessive dust or water conditions there is a Dodge 
Bearing designed and built for the job . . . "Dodge 


Rolling Bearings" are completely assembled, factory 


adjusted, pre-lubricated units ready to install on a shaft. 


Dodge manufactures a complete line of power trans- 
mitting equipment ... "The right drive for every job." 


DODGE MANUFACTURING 
CORPORATION 


Mishawaka, Indiana, U.S.A. 





A complete new cata- 





foto] '] moh mm Olelelel Mm dellilare 


Bearings is now ready | 


There is Added for mailing. A copy will 
Value in the Name Dodge Seen! on coqueet. 
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| DeWalt Corporation of Lancaster, 
Pennsylvania, has joined the com- 
| pany and is in charge of the new 
traveling demonstration unit. 
| This unit has been staging demon- 
strations of DeWalt saws, Lincoln 
welders and Oster pipe and bolt 
threader under actual working con- 
ditions through Louisiana and Mis- 
sissippi. Demonstrations were also 
| given at the recent convention of 
the Southern Pine Association at 
| New Orleans. 

A 40-page catalog on plumbing 
and heating supplies was recently 
published by Woodward, Wight, 

| and it is planned to issue a new 
| catalog on builders’ hardware very 
shortly. 








Georgia Supply Announces 
Organization Changes 





| @The following changes in the 
| organization of Georgia Supply 
A dv is e your & ustome rs to S T O P | Company, Savannah, Georgia, have 


been announced by W. S. Blun, 


before buying just “any” pipe dope president: 
and their GOING will be easy— 


DIXON'S GRAPHITE SEAL 
Not Soluble in Oil 


Functions as lubricant and seal on all threaded, 
gasketed and flanged pipe and other joints. 
Makes assembly and disassembly easy. Keeps 
joints tight against hot and cold oil, gasoline and 
all non-aqueous solvents. Booklet GS71 gives 
complete information. 


DIXON'S PIPE JOINT GRAPHITE 


COMPOUND 
Not Soluble in Water 


A lubricant and a seal for all threaded, gasketed 
and flanged pipe and other joints. Makes it easy 
to set up and take down joints without damage 
to gaskets or fittings. Tight against hot and cold 





J. H. HOWARTH 





J. H. Howarth, vice-president, 





water, all aqueous solvents, steam, air, gas, acids ¥ DIXON’S has been transferred to the 

and brine. Booklet D71 “ells all. NE JOINT com Savannah office and Frank M. 

| Stee | Brooks, vice-president, has moved 

JOSEPH DIXON ge CRUCIBLE CO. | to Jacksonville, to take charge 
Jersey City ey New Jersey as manager of the Jacksonville 


branch. Martin S. Doyle has been 
appointed general sales manager. 
William W. Wolfe will cover the 
South Carolina territory, replacing 
E. W. Delegal, who has been ill. 
Georgia Supply has also added 
the lines of the Fafnir Bearing | 
Company and Kellogg Products : 
® «iis | Company. ' 









DIXON’S GRAPHITE PRODUCT 
wnat A | jovons | FSF 
ESE AS 












FOR CIRCULARS 
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MR. DISTRIBUTOR... 


This advertising sponsored 
by Jenkins Bros. SELLS YOU 
ALONE . .. it will build up 
your business . . . send for it 
... put it to work! 


Here is the campaign which Jenkins Bros. 
has undertaken for Industrial Distribu- 
tors. Selling no product, each month it 
will appear in “Mill and Factory” and 
“Purchasing”... telling almost 30,000 ex- 
ecutives and purchasing agents the sound 
reasons why they can profit by buying a 
larger percentage of supplies through 
Distributors. At the Convention in Atlan- 


ow, it’s up to YOU! 


Wed 


TRYING 


3) 
to Balance These . 


tic City this campaign was frequently 
praised as the most powerful and con- 
vincing presentation of the Distributor’s 
story ever prepared. 


Its value will be doubled, and Distribu- 
tors will benefit individually if every 
recognized Distributor uses the Cam- 
paign in his own business. Jenkins makes 
it simple and inexpensive to do by 
providing the material described below, 
ready to use and practically cost-free. 


Read, and send the coupon to signify 
your intention to do your part in this 
job of selling your customers on buying 
MORE from you. You don’t need to be a 
Jenkins distributor to obtain the material. 


EVERY BUYER 


must write this Check 





GIANT ADS FOR DISPLAY 


A set of six ads, enlarged to 25 x 35 
inches on heavy stock, readable at 5 feet, 
is offered for window or store use. The 
cost is negligible, just a small share of 
the expense of special handling. 


IMPRINTED ““PENNY- MAILERS” 


All six ads are available in the popular 
“penny-mailer” form shown in reduced 
size below; specially imprinted for you; 
ready to address and send to your cus- 
tomers. Get a supply of each to cover 
your mailing list, and send them out at 
regular intervals. The cost is so small 
that you can broadcast them. 


PLEASE Cir te vVvouwrR LETTERHEAD ; wa os ar eet 2 
> GY GED GREED GOED GED GUNED GUND GED GaED GED GED GuE cueD GEE Ge GD uD cue Ge a ce ee ee NAME OF YOUR COMPANY 
, Your Street Address 
Jenkins Bros., 80 White St., New York; Adv. Dept. 5 OY .-~ ccmonsietitnd STATE 





I will want._______- sets of Giant ads; and________ sets of the six ads 
in mailer form bearing the imprint and slogan given on my letterhead. 
Please tell me the cost. 





Make OUR Stockroom a 
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i QLEEVE 


I HE woods have always been full 

of “tough customers” who have the 
idea that “a compressor is just a 
compressor.” Something like sugar 
in a grocery store. 


However, these fellows are wot 
“tough customers’’ to sell when you 
are armed with the Quincy line of 
compressors. Because Quincy Com- 
pressors have all the standard features 
plus certain extra features with which 
you can knuckle down and do a real 
selling job. These extra features are 
the “ace” for your sleeve. 


With this quality line, your selling 







This is Model WWD Water Cooled Quincy Compressor. 


job becomes easier and the customer’s 
satisfaction more complete because 
Quincy Compressors have these fol- 
lowing features: 


Timken Tapered Roller Bearings 
Semi-Steel Pistons 
Drop-Forged Crankshaft 
Non-Breakable Steel Valves 
Perfect Circle Piston Rings 
Lynite Connecting Rods 
Full Pressure Lubrication 
Improved Cooling 
Nickel Chrome Castings 
Totally Enclosed Crankcase 


Factory trained men available for 


engineering and_ sales assistance. 
QUINCY COMPRESSOR CO., 
QUINCY, ILL. Branch Offices: 


New York and Chicago 


UINCY 


Compressors 


Quincys are made in both air and water 


cooled models with capacities from 1 to 130 CFM. 


FREE 


COMPRESSOR 
DATA BOOKS 





Address 
Contain belpful Engineering Data, 
Charts, Tables, etc., pertaining to ys 
compressed air. Handy size. Sent State 





FREE. Use 4), iz. 
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Firm Name 


Your Name 


peeneesescsseseces MAIL COUPON TODAY seccescsescccess 


QUINCY COMPRESSOR CO., Quincy, Ill. 
Without cost, please send me ...... 
Books. 


Dept. M-6. 
Compressor Data 


Also literature on Quincy Compressors. 
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M. S. DOYLE 


A campaign to increase the com- 
pany’s sales of mechanical rubber 
goods is being conducted. The 
salesman who shows the largest 
percentage of increase in the next 
three months will receive a trip to 
the U. S. Rubber Products factory 
which will serve both as a vacation 
and educational study. Upon the 
salesman’s return, he will report 
the results of his trip at a general 
sales meeting. 


Personnel Changes in 
Great Lakes Supply 


@® Great Lakes Supply Corporation, 
Chicago, has announced that W. G. 
Ritzenthaler is now sales inanager 
and assistant secretary, and R. E. 
Nelson, formerly assistant secre- 
tary, has been appointed secretary. 

William Wahlen, formerly with 
Van Dorn Electric Company, has 
joined the sales staff of the com- 
pany. 

Great Lakes Supply is now ex- 
clusive stock carrying distributor 
for the industrial line of Goulds 
Pumps, Incorporated, for Metro- 
politan Chicago. 


Miller and Stern Supply 
Report Gain in Sales 


@The Miller and Stern Supply 
Company, San Francisco, Cali- 
fornia, reports sales increases run- 
ning well ahead of a year ago. 
Although formerly recognized as a 
leading automotive tool and supply 
house, sales of the company during 
the past few years have been 

















Now that I’ve proved these Screws will 


save money...my job is done. 


Our local 


Distributors will fill your orders. 





Parker-Kalon Assembly Engineers create business 
yet never bring it “home” 


To develop orders for Parker-Kalon Distributors is the job of our 
Assembly Engineers. Out in the field, day in and day out, they are 
contacting plant officials who need to be sold on the time-and-labor 
saving advantages of Parker-Kalon Modern Fastening Devices. They 


develop a lot of orders, yet never bring them home. Large as well 
as small orders, all go to our local Distributors. For Point No. 9 in 


the Parker-Kalon Jobber Policy allows no compromises. 


Our Distributors know that a sizeable volume of business is influ- 
enced by the work of our Assembly Engineers. The services of these 
men are welcomed, and even demanded. Their practical backgrounds 
of engineering and shop experience enables them to gain and hold 
the respect of plant officials and shop men who bar “ordinary” fac- 


tory representatives. 


PARKER-KALON CORPORATION, 192 VARICK STREET, NEW YORK 


THE PARKER-KALON POLICY 


PRODUCTS: (a) To maintain our position of leadership in the 
manufacture of the most extensive line of Hardened Self- 
tapping Screws and other fastening devices. (b) To develop 
and add to our line products of proven merit. (c) To maintain 
the highest standards of quality in every Parker-Kalon Product 
2 SELECTIVE DISTRIBUTION: To sell only through recognized 
distributors, and to limit distribution of a given product 
to the number of jobbers a territory can proftaply support 
PROFIT MARGIN: To provide an adequate margin of profit 
for our distributors 
PROTECTION AGAINST PRICE DECLINES: To do everything 
reasonable to protect our distributors against losses 
through price changes. 
PROTECTION AGAINST “DEAD” STOCK: To protect jobbers 
against unsatisfactory turnover by exchanging any slow 
moving stock for faster selling merchandise 
6 PRICE MAINTENANCE: To establish and strictly maintain 
resale prices to assure distributors a fer profit on every 
sale, and other benefits which result from a stabilized market 


PROTECTION AGAINST NON-STOCKING DISTRIBUTORS: To main- 
tain price differentials co protect jobbers who carry a rep- 
resentative stock against those who do not 


SALES PROMOTION: To create and increase the demand for 

Parker-Kalon Products by consistent direct-mail and pub- 
lication advertising. Also to furnish adequate and effective 
printed matter and other sales helps to our distributors. 


SALES COOPERATION: To maintain a force of trained sales 
engineers whose sole function is to develop business for 
our distributors by intensive missionary work in the field. 


1 ORDERS AND INQUIRIES: To refer to our distributors orders 
and inquiries received direct from users and prospects 


PARKER-KALON Woden FASTENING DEVICES 
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A HARDENED SELF-TAPPING SCREW FOR EVERY KIND OF ASSEMBLY a 
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NEWS 


rapidly increasing in the industria} 


“Will increase our 
fleet to 150 | and mill supply field. 
. Among the lines distributed by 
American Hand Trucks” the Miller and Stern Supply Com- 


pany are Whitman and Barnes, In- 
corporated; Carpenter Tap and Die 
Company; Victor Saw Works; 
Macklin Company; Nicholson File 
Company; Osborn Manufacturing 
Company; Imperial Brass Manu- 
facturing Company; DeVilbiss 
Company; Victor Equipment Com- 
pany; Van Dorn Electric Tool 
| Company; Independent Pneumatic 

Tool Company; Armstrong Bros. 
| Tool Company; Bonney Forge and 
| Tool Works; Charles Parker Com- 
pany; L. S. Starrett Company; 
Crescent Tool Company and Na- 
tional Carbon Company. 

Jess R. Carter, formerly with 
L. P. Degen Belting and A. J. 
| Glesener Company, has joined the 
| staff of Miller and Stern. 





Ducommun Corporation 
Expands Force and Lines 
@Two new salesmen have been 
added to the sales force of the Du- 
commun Corporation, Los Angeles, 





So writes an official of The Independent Pier Company, as follows: Earl Covel and Don 
Philadelphia, Pa., who continues: “We have in service 50 or Lucas, both of whom will devote 
more of your Pressed Steel Hand Trucks, some of which were their entire time to the sale of 
purchased in 1930. Our freight handlers like them so well that Republic Steel Corporation’s elec- 
they will not use a truck of any other make when an American tric weld oil country tubular goods. 


Hand Truck is available. We have never had the occasion to 
repair any of your steel trucks although they have been used 
right along for handling all kinds of heavy loads.” 


The company has also been ap- 





Throughout America hand truck users are stand- 
ardizing on American Pressed Steel Hand Trucks 
on a basis of better service and greater savings. 
There is an “American” for every material 
handling need. Select yours from the American 
Hand Truck Catalog. Write for it now! 


THE AMERICAN PULLEY COMPANY hn. dake eta 


4200 Wissahickon Avenue, Philadelphia, Pa. floor saving, rubber- | 
tired, roller- bearing 
‘American’ hand 
truck wheel. 


RQ “Dutch” Krudup of the Hammond 
branch of W. J. Holliday and Com- 
E pany, Indianapolis, stops to pass a 
word or two with William N. Hoel- 

L 




















zell at the exhibit of the Gary Screw 
and Bolt Company. In the fore- 
ground is George W. Hundinger at 
the booth of the New Bedford Cord- 
age Company, while W. E. S. Gris- 
wold may be seen at the Commercial 
Solvents Company booth in the rear 
of the picture. 


PRESSED STEE 


HAND TRUCKS 
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[ o Group Drives have 
definitely demonstrated their 
advantages on a basis of 
economy and efficiency. So 
have AMERICAN STEEL SPLIT 
PULLEYS! To make the most of 
the former — investigate the 
merits of the latter. Save two 
ways — by being both power- 
wise and pulley-wise. 





“AMERICANS” require less 
power to operate...at the start, 
because they are lighter... 
while running, because they cut 
the air. They reduce belt slip. 
They are easily installed — cost 
little, and represent a lifetime investment. An AMERICAN PULLEY is not a fire hazard—it 
will not burst destructively —and is free from face rivets that damage and destroy belting. 





Select your flat belt pulleys on a basis of true running qualities, strength, safe 
operation, good balance, high efficiency, long life—and ‘‘AMERICANS” will 
be your choice! AMERICAN PULLEYS are designed to meet modern produc- 
tion requirements on a better and more economical basis—and they do! The 
advantages of their split construction, interchangeable bushings, strength and 
lightness are reflected in daily production savings and by the yearly pro- 
duction profits of thousands of users. Write for descriptive literature today. 


AMERICAN 


| PULLEY COMPANY 


4200 WISSAHICKON AVE. PHILADELPHIA, PA. 
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This Message ss Uddsedsed to Lunkenhermer 


Distitulers and Theis Salesmen. 


POINTS TO LOOK FOR 
IN IRON BODY GATE VALVES 


Users of iron bedy gate valves can forestall much trouble, grief 
and expense by insisting that the valves they purchase embody the 
following design and construction features: 






1. Sound tough castings that will 
safely withstand operating pres- 
sures and temperatures, and stand 
up under severe service condi- 
tions. 


2. An accurately guided dise that 
rides straight and true to its seat 
without chattering or dragging on 
ceat rings, thus prolonging the life 
of the seat and dise and insuring 
tight closure. 


3. Heavy renewable bronze seat 
rings and solid dise which will not 
distort when subjected to tem- 
perature variations. 


1. Bronze bushings between the 
bronze stem and iron parts of 
valve, to prevent corrodible con- 
tact and consequent scoring of the 
stem and packing which causes 
leaky stuffing boxes. 


5. Uniform interchangeability of 
parts, to insure that any replace- 
ment or repair part will be exactly 
the same size as that which is to be 
renewed, without the necessity of 
any additional machining. This 
facilitates making repairs and re- 
duces labor costs. 


The sure way for your customers 
to obtain all these service-giving 
and money-saving features is to 
specify Lunkenheimer Iron Body Gate Valves. By their every-day effi- 
cient and satisfactory performance they effect substantial reductions 
in maintenance expense and valve costs. 





Iron Body Gate Valve design and construction are clearly de- 
tailed in Circular No. 511. Use it in making your solicitation and 
leave a copy with your customer. 


THE LUNKENHEIMER C2. 


—~ "QUALITY" 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT 318-322 HUDSON ST. NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 
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|A specialist in power transmission, 
William G. Hoffman, salesman for 
Carey Machinery and Supply Com- 
pany, Baltimore, Maryland, is also 
secretary of the Baltimore Power 
Transmission Club. 


pointed distributor for U. S. 
Gypsum Company’s line of ex- 
| panded metal known as “Shelf X.” 
| This new line will be available for 
Southern California manufactur- 
/ers, as Ducommun plans to carry a 
|complete stock at all times. 

E. C. Ducommun, vice-president 
‘and secretary and E. Wayne Abel, 
/manager of the mill supply depart- 
ment, who recently attended the 
Triple convention at Atlantic City, 
| remained in the East visiting many 
|of the company’s eastern suppliers. 


Takes on Jenkins Valves 


| @ Towner Hardware Company, 
|Muskegon, Michigan, has just 
|taken on the line of Jenkins valves 

for the territory in western 
| Michigan. 

The company also announces 
|that it is building a new steel 
' warehouse which, when completed, 
will stock steel, pipe, fittings and 
mill supplies. 


New Lines for 
Curry Brothers 


| @Two new lines have been taken 
|on by Curry Brothers Oil Com- 
pany, Boston, Massachusetts, in 
addition to its line of industrial 
| supplies as follows: American Fork 
land Hoe Company of Cleveland, 
Ohio and Witt Cornice Company. 
The company has also added a new 
line of paint. 
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THERE IS 
A 
DIFFERENCE 

















Snau TOOLS may all look alike, but results prove that there is a 
difference. In the case of Morse Tools that difference shows itself in 
longer workin? life, decreased production costs. 


Morse advertisin3 is helping you to sell by featuring this slogan in lead- 
in consumer maj3azines: THERE IS A DIFFERENCE. Your small 
tool sales will react favorably if you follow the Morse line of attack. 


MOR SE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD. MASS.,U.S.A. 
New York Store, 130 Lafayette Street Chicago Store, 570 West Randolph Street 
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iva Morse I ine 
includes 
High Speed and Carbon 


DRILLS 
REAMERS 
CUTTERS 
TAPS AND DIES 
SCREW -PLATES 
ARBORS 
CHUCKS 
COUNTERBORES 
MANDRELS 
PAPER PINS 
SOCKETS 
SLEEVES 

Lt 











CUSTOMER. 
SATISFACTION 


with 


Shie 














TWIST DRILLS 
RE A MERS 
TA PS—D IES 
MILLING CUTTERS 
WHEEL DRESSERS 
LATHE CENTERS 
SPECIAL TOOLS 





THE STANDARD TOOL (0. 


CLEVELAND, OHIO 
NEW YORK DETROIT CHICAGO 
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Jessop to Handle Chain Sales 
at Tranter 


@®E. H. Jessop, formerly with 
Morse Chain Company at Ithaca, 
New York, has joined Tranter 
Manufacturing Company, Pitts- 
burgh, and will be in charge of the 
company’s Morse chain sales. A 
complete stock of Morse industrial 
products is carried by Tranter in 
Pittsburgh, and the customers in 
this territory will now have the 
services of a Morse factory-trained 
man. 


Atlas Supply to 
Represent Goodrich Line 


@The Atlas Supply Company, In- 


| corporated, Winston-Salem, North 
| Carolina, has been appointed by 
| The B. F. Goodrich Company, 


Akron, Ohio, as distributor for its 
general line of mechanical rubber 
goods. 

The company, which is headed 
by E. T. Nance, has only recently 


| added a complete line of mill sup- 


plies. R. F. Cook, formerly of the 
Moore-Handley Company, Birming- 


| ham, has been appointed manager 
| of this new department. 





C. J. Rainear Company Moves 
to Larger Quarters 


@To provide adequate space be- 
cause of increased business, C. J. 
Rainear and Company, Incorpo- 
rated, Philadelphia, recently located 








J. W. Snyder arrived too late to 
appear in the Machine Tool and 
Supply group picture taken at Tulsa 
| when the Mill Supplies photographer 
called but he willingly posed alone. 
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DEFINITE 


| SALES ADVANTAGES 
for JOHNSON UNIVERSAL BRONZE 


f No Undersurface Defects 


The quality of Johnson UNIVERSAL Bronze is apparent. 
With only a 1/64” cut to bring to size, the customer can 
readily see that every bar is a perfect specimen. Costly de- 
lays and rejections are thus prevented and customer sat- 


6 POINT isfaction is assured. 
DISTRIBUTOR 25% Less Weight 
shessarpabe: VM eos Complete machining of the ID - OD and Ends affects a 


saving in purchase weight of over 25%. This factor alone 
gives you a definite price advantage over rough bar com- 
petition. 


Savings in Tools and Time 


Every customer appreciates the savings in tools and ma- 
chining time when using Johnson UNIVERSAL Bronze. 
This is especially true with a machined inside diameter. 
Every bar is guaranteed to be concentric. In addition, the 
alloy—S. A. E. 64—assures genuine bearing performance. 


AS TT eas 


Investigate the possibilities offered for your territory. A 
Johnson Bronze Franchise will give you a pleasant and 
profitable connection. Write today. 


JOHNSON BRONZE CoO. 


535 South Mill St. New Castle, Pa. 


JOHNSON BRONZE DISTRIBUTORS SELL, ssured BEARING PERFORMANCE 
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CASH IN on the vast | 


replacement market with 


CAPITAL RED CAP 


BRUSHES and BROOMS. 


ne =~ 
Ye , ck ~“ 


HUY FROM 


DISTRIBUTORS 


mm ECONOMY 


5 ae increased industrial 
activity has produced a vast replacement 
market for industrial brushes and brooms. 
This need covers all industry, and presents an 
unsurpassed sales opportunity. 


Capitalize on this demand with “Capital” 
Red Cap Brushes and Brooms. This line is 
complete, and has won “name-recognition” 
among users everywhere. It is your logical, 
dependable source of supply. 


Our distributor policy includes protection, 
sales assistance, and a good profit margin. 
We guarantee our products, and give prompt, 
conscientious service on all distributors’ 
orders. 


IHYBH) CHAO 
259 99) YRS 


INDIANAPOLIS 


BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 
Corner Brush and Broom Streets Indianapolis, Ind. 
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A mighty important factor in his 
house’s success in selling power 
transmission equipment, compressors, 
pumps and elevating and conveying 
equipment is H. B. Ketcham, sales 
engineer for the Indianapolis Belting 
and Supply Company, Indianapolis, 
Indiana. Mr. Ketcham is shown at 
his desk during a brief lull in his job 
of figuring out some intricate prob- 
lem. 





at 518 Arch Street, has moved to 
its new building at 210 North 21st 
Street. 

This enlarged space provides 
better facilities for handling in- 
coming and outgoing shipments, as 
well as larger office quarters. A 
new show-room has been added for 
the purpose of displaying a com- 
plete line of plumbing fixtures 
handled by the company. 


Weaks Supply 
Promotes Nichols 


@ Weaks Supply Company, Limited, 
Monroe, Louisiana, has promoted 
H. A. Nichols to the position of 
vice-president, in charge of sales. 


Busser Supply Increases 
Display Space 


@ Busser Supply Company, Lewis- 
burg, Pennsylvania, has just com- 
pleted an addition to its present 
display room, which increases its 
floor space approximately one 
hundred per cent. This addition 
was made necessary in order that 
the company’s present stock of 
merchandise might be displayed to 
better advantage. 








-& HOW TO HIT THE 
BULL'S EYE of PROFIT 


DY itself, an arrow is of little value... Neither is a bow...You 
need both to do a good job of hitting the bull’s eye... Like- 
wise, you need both a Complete Line of Mechanical Power 
Transmission Equipment AND a Policy that will direct your 
sales effort to the bull's eye of profit... Medart Distributors 
know the dollar-and-cents value of this truth... They are mak- 
ing money, because: Ist, Industry is sold on Medart Equipment. 
2nd, The Medart Line is Complete. 3rd, The Medart Policy 


Assures a Profit Incentive. 


oe ee ae IPeOLtCw a ae or eee ea 


1, The Medart Policy is definite—it works more than only “once in a while’”’. . . 
2. It recognizes the economic function of the Distributor . . . 3. He Is given 
the sales rights to a trade area’in which to sell Medart Products ...4, He can 
meet all customer requirements—from stock orders to engineered jobs—because 
.. 9. The Medart Line is Complete ...6, He can extend ‘service to his cus- 
tomers because he gets service from Medart... 7, He has the benefit of the 
Engineering Sales assistance of a thoroughly qualified Engineering and Sales 


Organization .... 8, New Catalogs!) —~—~____. 3 ae er 


—_. "MEDART > 


THE MEDART COMPANY ¢ 3500 DEKALB STREET * SAINT LOUIS, MISSOURI 






































Sturdy Steel Ousts 
Wood 


™, 






Patented fies 
Patents Pending Me. 


‘*Hallowell’’ Work-Bench of Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 
way that you ought to give it serious consideration in 
ease you haven't done so. 


The “HALLOWELL” Line is an honest-to-goodness 
money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 445 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. | 








OUR BEST SELLERS 


*“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches 
Semi-Portable 
“HALLOWELL” Steel-Wood Work-Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs 
“HALLOWELL” Steel Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“KNURLED UNBRAKO” Socket Head Cap Screws 
“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 


Power Transmission Appliances 























STANDARD PRESSED STEEL CO. 


BRANCHES 








BRANCHES 
Boston JENKINTOWN, PENNA. NEW YORK 
CHICAGO SAN FRANCISCO 
DETROIT Box 519 ST.LOUIS 
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Expands Sales Force 


@Riechman - Crosby Company, 
Memphis, Tennessee, has added 
A. S. Nordlinger to its sales staff. 
Mr. Nordlinger will travel the 
Arkansas-Mississippi territory for 
the general line of mill supplies. 
Two other representatives have 
been added this year to the com- 
pany’s sales force as follows: 

J. L. Rudy, who travels the entire 
cotton gin area, and Jordan Bar- 
ton, who represents the company 
in southern Arkansas and Louisi- 
ana. The staff now consists of ten 
general mill supply salesmen cover- 
ing the south, and two specialty 
men. 

Riechman-Crosby had 17 exhibit 
spaces at the National Machinery 
Show which was held in Memphis, 
May 21, 22 and 23. In addition to 
showing the industrial lines they 
carry, many factory representa- 
tives were present at the show. 


Reports Gain in Sales 


@Don F. Johnson, president, Don 
F. Johnson and Company, Incor- 
porated, Buffalo, New York, an- 
nounces that sales of all industrial 
products show a gain the first three 
months of this year, particularly 
in sand blast units and electric 
cranes and hoists. 

At the company’s annual meet- 








Frank Raniville, president of the F. 
Raniville Company, Grand Rapids, 
Michigan (left) and A. J. Sparks, 
sales manager of the same organiza- 
tion. These two business leaders 
made good subjects for the camera, 
and good subjects go a long way to- 
ward making good pictures. 
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PERMITE 


Are You Seeking a 


, eo 


These pictures show the 
application of Permite 
Aluminum Paint to dry- 

ing tumbler, shaking P 
tumbler, ventilators and sai 
pipes covering chest flat 

ironers, in the plant of the 

New Orleans Linen Sup- 

ply Co., New Orleans, La. 


OU realize of course that it takes a 

good paint, with many advantages 
and features, to win and hold profitable 
paint business. 


You can sell PERMITE Ready - Mixed 
Aluminum Paint at a fair profit to your- 
self, because it’s a quality paint that 
saves money for the user. Permite opens 
new markets for aluminum paint because 
it is a successful ready-mixed aluminum 
paint. Theré is no time lost in mixing on 


ae 


ae } ites SO 
> - wrt . i BES Pa 


er: TMS ELE 














¥ 


the job. As it stays in suspension and re- 
tains its color after being opened, there 
is no throwing away of left-overs at the 
end of the day. It saves labor costs, saves 
material costs. And because Permite 
gives 50% greater coverage it costs the 
buyer less “by the foot” — and places 
you outside of price competition. 


If your territory is still open, we will 
be glad to furnish full details of the at- 
tractive Permite franchise. Write today. 


ALUMINUM INDUSTRIES, INC. ¢ CINCINNATI, OHIO 


COSTS LESS 
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PROFITABLE PAINT BUSINESS? 


PAINT | 


“BY THE FOOT” 
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NEWS 


ing H. A. Neubecker was elected 
secretary, and Don F. Johnson, 
| president, Carl Snyder, vice-presi- 
| dent and Walter Leney, treasurer, 
| were reelected. 


J. C. Snyder is now covering 
Western New York and the Erie, 
Pennsylvania territory for Shaw 

Box Crane-Hoist Company, work- 
| ing out of the office of Don F. 
| Johnson and Company. 

| 








OLD ARGUMENTS—but they sell Bond Truck | Edward F. Joy Dies 


Casters because YOU can PROVE them! | @Edward F. Joy, vice-president 
| and assistant treasurer of Edward 

Joy Company, Syracuse, New York, 

VERY industry uses truck casters—yet | ‘ied March 9, at Syracuse. 





the conditions under which their casters 
must work are highly varied. 

To make the most of the market a distribu- 

tor must supply casters adapted to every use 


and working condition. Bond distributors can 





do this. They have the edge on competition 
23-A Series because they can point to the time, labor and 
financial economies offered by Bond “built 
for the job” truck casters. 

Moreover, besides getting the cream of the 
business of an almost unlimited market, Bond 
distributors strengthen their reputation and 
pave the way for greater acceptance of other 
products. It pays to sell Bond Truck Casters 


a complete, fundamental line with rapid 





35-A Series turnover. Write for full information today. 





EDWARD F. JOY 


Mr. Joy was born in Syracuse 
on November 26, 1868, and became 
associated with his uncle, Edward 
Joy, in the plumbing and supply 
business in his early years. In the 
early days Edward F. Joy handled 
the supply end of the business and 
his uncle handled the contract end 
of the business. In 1909 the busi- 
ness was incorporated under its 
present name, with Edward Joy 
as president and treasurer and 
Edward F. Joy as vice-president, 
assistant treasurer and_ general 
manager, which positions he held 
up until the time of his death. 





1538-A Series 33-A Series 
r : aE aad 


TRUCK CASTERS: 


DWER TRANSMITTING » MACHINERY 
Os ao ee 5 res ees . 


RN eae ge ik oat : 
BOND FOUNDRY & MACHINE COMPANY 
MANHEIM, tanc. co., PENNA. 








PHILA. OFFICE: 617 ARCH SY N 1. C. OFFICE: 30 CHURCH ST 
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AN INDUSTRIAL HOSE 


for every purpose 


For over 50 years, Thermoid has manufactured hose for every 
industrial purpose. Today, the line is complete, including seventy- 
five distinct types — each designed to fill the exacting require- 
ments of some specific job. Some of your customers require moulded 
hose .. . others demand wrapped hose, depending upon the 
requirements of their particular service. Thermoid covers the field. 


Thermoid engineers have studied hose requirements at first hand, 
working closely with the many industries which use these products 
for varied purposes. If extraordinary conditions on any job require 
an unusual type of hose, outline the requirements and we will 
gladly suggest the proper grade. 


THERMOID RUBBER COMPANY 
FACTORY and MAIN OFFICES, TRENTON, NEW JERSEY 


hermol 


BELTING - HOSE - PACKINGS - BRAKE LININGS 
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A few of the 75 types 
in constant demand 
* 

STEAM HOSE 
SPRAY HOSE 
AIR HOSE 
CREAMERY HOSE 
FIRE HOSE 
WELDING HOSE 
SAND BLAST HOSE 
BREWER’'S HOSE 
CHEMICAL HOSE 
SUCTION HOSE 
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NEW BUSINESS opp 
foryou Sell FORD ROT ARY FILES 


YOUR MARKET— 
















Standard shapes and 
cuts carried in stock 
at our plant—Ship- 
ment made same day 
orders are received. 
Special types made 
for your customers’ 
needs. Ford Products 
all accurately made 
and uniform. All are 
guaranteed. 





ortunity 


Shops of many kinds use Ford Rotary Files. Mill 


Supply Salesmen 


places to sell them. 


find innumerable 


Metal Pattern Makers, Tool 


and Die Makers, Metal Working Shops, Manufac- 


turers of Electrical Equipment, 
Dairy Equipment, Bicycles, 


Typewriters, Guns, 
Aluminum Goods, etc., 


are all immediate prospects for you. 


M. A. FORD MFG. CO. 


102 Harrison Street 


Davenport, lowa 











Every 





- new, profitable sales by handling 
this popular, powerful, and versatile Blowing 
and Suction Equipment. Most plants have 
many uses for this dependable equipment and 
therefore a wide sales field is ready for you. 
You can quickly interest prospects in this equip- 
ment because you show them how they can cut 
present maintenance costs and perform many 
tasks with large savings. You are backed by 
a company which has had many years of suc- 
cessful manufacturing experience and who are 
the originators and largest manufacturers of 
Portable Electric Blowers. 


Write for catalog, distributor's terms, 
and free trial offer. 


CLEMENTS MFG 


6656 SO. NARRAGANSETT AVE, 
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Plant You Call On 
HasUse forThisTool 







this Heavy Duty 


Blower into the 


and show how it will 
motors or any deli- 
cate or intricate equipment, 


thoroughly, and 
Instantly convert- 
Vacuum Suction 
It plugs into any 


light socket and blows, suc- 
tion cleans, or sprays. No 
installation cost—no main- 


no expense. 


CO. 


CHICAGO, ILL. 









J. B. Roberts, manager of the Corpus 
Christi branch of the San Antonio 
Machine and Supply Company. 


New Line for 
Interstate Machinery 


® The Driver line of woodworking 
machines manufactured by Walker- 
Turner Company has been added by 
Interstate Machinery and Supply 
Company to its line of industrial 
supplies. 


Arizona House Takes on 
New Lines 


@®Tarr, McComb and Ware Com- 
mercial Company, Kingman, Ari- 
zona, has added the following lines 
to its line of industrial supplies: 
Ingersoll-Rand’s complete line of 
mining machinery; Linde Air 
Products line of oxygen and 
acetylene tools; Ridge Tool Com- 
pany’s complete line of tools and 
Wood Shovel Company’s line of 
“Moly Mucker” and “Big Fist” 
shovels. 


Position Wanted 


@A mill supply salesman and ex- 
ecutive desires either an inside or 
outside position, regardless of 
location, with a distributor or 
manufacturer. This man has had 
executive, purchasing and _ sales 
management experience in large 
mill supply houses in and around 
Philadelphia. A letter addressed to 
News Editor, MILL SUPPLIES, 
330 West 42nd Street, New York 
City, will be promptly forwarded 
to this party. 





FIG. 150 FIG. 102 ® 
BRONZE COMPOSITION DISC VALVE BRONZE GLOBE VALVE 


Powell Valves — redesigned and modernized for present day trends, mounting pressures 
and temperatures — are available in alloy bronzes, high test cast iron, carbon or alloy steels, and 
other improved materials...A complete line of Powell gate, globe, angle, check, safety, and 
Y valves for various pressures and temperatures offers a solution .for your valve needs. 


SERIES 900 FIG. 375 FIG. 1444 
STEEL GLOBE VALVE BRONZE GATE VALVE IRON BODY GATE VALVE 


POWELL VALVES 


THE WM GepewELt Ge. cI Rtheegatt. 
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The 
LUBRIPLATE 
FILM 


Monthly High Spots for Distributors 








WILMINGTON, 


and pinion 


DEL.—The bevel gear 
on paper mill drive at the 
Fibre Products Co. have 


Sales Promotion 
(Continued from page 22) 





to recommend for various applica- 
tions. This booklet is supple- 


| mented occasionally by special liter- 


passed six months of operation as pre- | 
dicted by us when lubricating with No. | 
130-A. These gears had a life, prior to | 


using LUBRIPLATE, of from four to six 
weeks. 
% 


PITTSBURGH, PA.—Eight pounds of 
LUBRIPLATE No. 100 replaces nine gal- 
lons of machine oil on straightening ma- 
chines of Steel Co. No 
change of lubricating equipment needed as 
LUBRIPLATE No. 100 is the 
stays put. 
& 


BUFFALO, N. Y.—A new 
the Flour Mill industry! On 
mers 9-A Grinding Mills in plant of 
Co., LUBRIPLATE No. 310 
breaks lubrication records. Averaged tem- 
peratures of bearings (plain babbitt type) 
now 50 deg. to 60 deg. F.. lower, and lu- 
bricant consumption greatly reduced. 


* 
FRANKLIN, PA.— Tool 
Co., reports that LUBRIPLATE No. 10 is 
doing a very 
grinder spindles. 


fluid that | 


champion in | 


Allis-Chal- | 


fine job on its centerless | 


The LUBRIPLATE film | 


has removed all chattering and vibration | 


had 


which 


been very pronounced with 
regular spindle oil. 
e 
NEWARK, N. J.— Brew- 
ing Co., is LUBRIPLATING all bottle 


washing, filling, sterilizing and pasteuriz- 


ing units with LUBRIPLATE No. 110. 


ature. 

George C. Ruby, of George F. 
Motter’s Sons Supply Company, 
York, Pennsylvania, suggested that 
manufacturers tie in their litera- 
ture with their salesmen’s visits. 
He spoke of the advisability of 
sending the distributor’s organiza- 
tion literature just prior to the 
manufacturer’s call and of having 
something to send following the 
call, which would be in effect a syn- 
opsis of the manufacturer’s discus- 
sion which the salesman could go 
over in fifteen minutes. 

H. E. Torell, Syracuse Supply 
Company, asked why manufactur- 
ers of similar lines, such as electric 
tool manufacturers, couldn’t get to- 
gether and put out some general 
literature for distributors. 

Russell C. Duncan, R. C. Duncan 
Company, Minneapolis, said what 
he would like is questions on prod- 
ucts and their applications, and that 
it might be an idea for the Ameri- 
can Association to get out a stand- 
ard binder. 

L. M. Knouse, the presiding of- 


| ficer, stated that his concept of what 


Hot water in sterilizers and pasteurizers | 


does not affect No. 110. No melting off in 


water or on bottles, nor will cold water | 


cake up LUBRIPLATE No. 110. 
just one of many breweries now 


LUBRIPLATE. 


This is 


using 


Lubriplate is easy to sell because it saves 
your customers’ money. Scores of well- 
known firms have found that Lubriplate 
gives more and better lubrication per dol- 
lar, reduces upkeep costs and cuts power 
consumption. With Lubriplate you can 
help insure continuous operation of your 
customers’ plants. 








Sell 


Economy! 








LUBRIPLATE DIVISION 


FISKE BROTHERS 
REFINING CO. 


Established 1870 
24 STATE ST. 
Plants: NEWARK, N. J. and TOLEDO, OHIO 
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distributors want are those helps 
which will facilitate making a sale 
in the shortest possible time. 


P. F. Callaghan, General Refrac- 
tories Company, suggested that 
manufacturers stress the opportuni- 
ties for volume and profits, show 
the salesman what he gets out of 
pushing a line. 


The Industrial Exhibit 


Charles J. Shaw, Barrett Hard- 
ware Company, Joliet, Illinois, pre- 
sented an exceedingly interesting 
paper on this subject. Declaring 
his belief that the industrial show 
conducted by his company was the 
best piece of advertising it had 
ever done, Mr. Shaw said he felt a 
well-conducted exhibit of industrial 
supplies and machinery is of con- 
siderable value to the distributor, 
manufacturer and industrial con- 
sumer. 

To the distributor because it 
gives him an opportunity to broaden 
the acquaintance of his organiza- 
tion, place it on a closer and more 
friendly basis with his customers, 
show his customers items they did 
not realize he carried in stock, al- 
though they had been repeatedly 
solicited by the salesmen, and be- 
cause it provides his salesmen with 
the opportunity to increase their 
knowledge of the products shown 
and their uses. 

To the manufacturer because it 
provides him with an advantage- 
ous method of showing and demon- 
strating to the user many bulky 
lines that cannot be carried to the 








| Here’s a portion of the executive, sales and office staffs of W. J. Holliday and 
| Company, Indianapolis, all of whom were important factors in the success of 
the Eightieth Anniversary observance held recently. This was reported in the 
May issue of MILL SUPPLIES. At the extreme left, in the front row, is 
| C. H. Bradley, president of the company. 


NEW YORK, ON. Y. | 
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121 stock sizes machined 
and centered 13-inch Cored 
and Solid Bronze Bars. 


Over 600 sizes completely 
machined and finished 
Standardized Bronze Bear- 
ings. 


A new and superior in- 
dustrial anti-friction Babbitt. 


SF §6Why Not Be 


“The Bunting Wholesaler 





In Your Market? 


Ware today for complete data on the proposition we are 
now offering to mill supply wholesalers in many markets where distribution of 
Bunting products is being expanded and reorganized. We are offering you the 
franchise to sell the big volume lines of Bunting Bronze Bars, Industrial Babbitt, 
Standardized Bronze Bearings. Quick turnover and consistent consumer demand 
are assured by constant heavy advertising. Our limited distribution policy 
provides ample volume. Here is the deal you've always wanted. Now is the 
time to close it. The Bunting Brass & Bronze Company, Toledo, Ohio . 


Branches and Warehouses in All Principal Cities. 


BRONZE BUSHINGS - BEARINGS 
MACHINED AND CENTERED BRONZE BARS 


ANTI-FRICTION METAL 
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prospective customer’s plants and 
because it enables his sales engi- 
neers to contact engineers and key 
executives of industrial plants who 
are almost impossible to reach in 
ordinary calls. 

To the industrial consumer be- 
cause it gives him a better picture 
of the size of the distributor’s or- 
| ganization, the large and complete 
stocks it carries and its facilities 
for rendering prompt service, also 
because he may increase his knowl- 
edge of the products shown, and 
their uses, perhaps recognizing ap- 
plications in previously unthought 
of places in his plant. 

Finally, it affords both manu- 
facturer and distributor a list of 
| prospects who can be intelligently 
| followed, with a saving in time and 
| expense, he said. 
| Mr. Shaw then discussed methods 
of securing attendance at the in- 
dustrial show and outlined a plan 
of operation. His comments were 
based largely on his own experi- 
ence in conducting a very success- 
ful industrial exhibit, and the plan 
was fairly well covered in an arti- 
cle in the December issue of MILL 

| SUPPLIES. 
EA _ = , Saas RY 2s 2 | W. E. Currier, Chandler and Far- 


quhar Company, Boston, added 


some constructive ideas based on 
| 
THE MODERN HACK SAW AND BAND SAW LINE | 
| 


A IR 
TAPS 


For 62 years CARD TAPS & DIES have 
been correct in quality, design and finish. 
Designed by specialists and produced by ex- 
perts they have built a consumer acceptance 
that the distributor knows is sound. 

Every item bearing THE CARD QUAL- 
ITY label is guaranteed to perform satis- 
factorily. These features plus the CARD 
SALES POLICY of backing up their dis- 
tributors 100% are why the words “Once a 
CARD dealer always a CARD dealer” are 


so popular. 





SELL THE CARD LINE FOR PROFITS AND 
REPEAT BUSINESS 





S. W. CARD MFG. CO. 


Division of Union Twist Drill Co. 
MANSFIELD, MASS., U. 8S. A. 
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his own organization’s recent ex- 
perience in conducting an industrial 
exhibit. 











| Working With Manufacturers’ 

Distribut d Jobbers: | Men ; 
istriOutors an ©] ers: 

Vance C. Boyd, Standard-Shan- 

non Supply Company, Philadelphia, 4 

offered suggestions for effective co- 


MILFORD is the ONLY hack saw blade that you 
can buy under a DEFINITE Sales Policy supported 


Regn | Operation between manufacturers 
by a LEGAL CONTRACT which guarantees that | and distributors in educating the 
no other Distributor or Jobber can buy MILFORD | distributor’s salesmen and for work 
Blades at prices and terms more favorable than | done by manufacturers’ missionary 


4s published | men with the distributor erganiza- 
ys ; | tion. 
REZISTOR sets the pace in cost saving! In the first place, introductory 
| sales meetings, presided over by the 
manufacturer’s man, should be 
held, he said, and a written ques- 
tionnaire should be _ prepared, 
which is to be answered by the dis- 
tributor’s salesmen. 





— 








A Special Alloy High Speed Steel blade that cuts faster, lasts Secondly, a definite. concrete 
d | t cost t. P dh f izes. af: a 
onger and gives lowest cost per cu ower and hand frame sizes csiebdalin cee tin tobd cat too waak 


to be done with manufacturers’ 


THE HENRY G. THOMPSON & SON CO. missionary men. 


NEW HAVEN, CONN. Finally, the manufacturer should 


Write for sales promotion material 





be sure to send representatives who 
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take this tough drive 





Click! —the switch is thrown ... simultaneously seventeen Gilmer C 44 
44° =V-Belts seat themselves snugly in the sheaves of this big blower drive 


44 
48 just another job ++. Sharing the load equally, picking it up gently, absorbing every shock 


HE Taggert Valley Glass Works, Washington, 
T... is the scene of this example of Gilmer 
superiority. This heavy-duty multiple V-drive 
operates a large blower from a 150 h. p. motor. 
Subject to sudden shocks, it is far too tough for 
the average belt . . . but to Gilmer V-Belts it is 
“just another job.” Here, as on thousands of other 
V-drives, Gilmer V-Belts are demonstrating their 


efficiency and economy. 


L. H. GILMER COMPANY, Tacony, Philadelphia 





You'll enjoy handling Gilmer V-Belts 
... for they provide the performance 
that makes repeat business. And 
they’re made in a wide range of sizes 


to fit practically any V-drive. 


Manufacturers OF COMPLETE LINE OF POWER BELTING 


V-belts - Kable Kord Rall and Endiess Fiat Belting Planer Belts -Spcedage Endless Fabric Belts 


Roving Frame Belts ° Moulded Rubber Belts " Winder Belts - Spinner Belts" R 


RoundR and Endless Fabric B 


SPECIALISTS IN QUAL 


Fr Belting « Endl 
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efrigerator and Washing Machine Belts 


58 otton Belts © La iry Feed Ribbo 


ITY BELTS 


SINCE 1903 
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PRODUCTION IS UP. 


| had never 
| Russell C. Duncan. 


So is the sale of 


COLUMBIAN 
VISES 


Production throughout in- 
dustry is going steadily 
forward. 


This offers a real oppor- 
tunity to sell more vises— 
be sure they are Columbian. 


Because—Columbian’s long 
established sales policy 
gives full protection and 
increases the value of the 
Columbian line to distribu- 
tors and their salesmen. 


Columbian Malleable Iron 
Unbreakable Machinist 
Vises are leaders in the one 
complete line which in- 
cludes Vises for all indus- 
trial uses. 


If you are not handling 
the Columbian line, write 
us for details about Colum- 
bian’s complete line and 
distributor proposition. 


THE COLUMBIAN 
VISE & MFG. CO. 


CLEVELAND OHIO 








| of manufacturers’ 
| who call 
| Duncan told in some detail of im- 
| portant points which should not be 
| overlooked by the distributor and 
| the manufacturer. 


; are really capable of educating the 
| distributor’s salesmen. 


Selling With Factory Men 


Russell C. Duncan, president, 


_ R. C. Duncan Company, Minneapo- 
lis, opened the discussion on the 


next subject, “The Proper Use of 


| Special Representatives of Manu- 


facturers.” 


“How would we do things if they 
been done before?”— 


After a brief mention of types 
representatives 
upon distributors, Mr. 


For the manu- 

facturer he mentioned fourteen: 
1. At least a week in advance, 

manufacturers’ men should send 


| word of their arrival and of the 
| duration of their stay. 


2. Factory men should come into 


| a territory loaded with ammuni- 
| tion; 
| new uses for old products. 


facts on new items and on 


3. Factory men should be trained 
to handle group meetings at which 
they encourage distributor’s men to 
talk. How a product is manufac- 
tured is always interesting. 

4. City desk men should also re- 
ceive education about products. 

5. Visits of two weeks even if 


only twice a year are better than 


eight visits a year of two days each. 


| Do not hurry your men too much. 


6. Factory men should be able 


| to pass on ideas for distributor’s 


store displays. 

7. Factory men should know how 
to store the product. 

8. Goodwill wil! be increased 
when manufacturers’ representa- 
tives know “ample stocks” from 
“overloading.” 
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9. Few factory men carry fold- 
ers of current advertising matter 
or samples of circulars and cata- 
logs. Distributor’s stocks of pro- 
motional matter should be checked 
on each visit. 

10. Great opportunities await the 
manufacturer who can develop the 
first interest in men who are new 
on the distributor’s sales force. 

11. Call on the distributor before 
you do on his customer. 

12. Each day the manufacturer’s 
representative should report to the 
distributor on calls made. 

13. Manufacturers should have a 
systematic plan for following-up the 
distributors for reports on sales 
opportunities turned over to him. 

14. Manufacturers’ sales mana- 
gers and other executives should 
have a definite purpose in calls on 
distributors. 

Eight points of importance in the 
distributors’ handling of visits of 
manufacturers’ men were developed 
by Mr. Duncan: 

1. If the announced time for a 
visit is not satisfactory, telegraph 
at once suggesting a suitable time. 
If it is satisfactory have salesmen 
submit lists of accounts to be vis- 
ited; give them to the factory men; 
prepare a schedule so everyone will 
know when each list is to be called 
upon. 

2. Let the manufacturer know 
when you are planning on stimulat- 
ing sales on his line. 

3. Encourage factory men _ to 
spend time with each of the dis- 
tributor’s salesmen. 

4. In most cases do not take the 
factory man with you when calling 
on a new account. 

5. Very rarely should the manu- 
facturers’ men make calls without 
being accompanied by the distribu- 
tors’ men. 

6. Welcome the factory men as 
if they were part of your organi- 
zation. 

7. Distributors should teach their 
men how to introduce the manu- 
facturers’ men so that the prospect 
will respect their judgment. 

8. Do not expect the man from 
the factory to dig up prospects. It 
is the duty of the distributor’s 
salesman to build up prospects in 
advance so that the factory man 
can put on the finishing touches. 

“There are real opportunities 
for improvement in the handling 
of manufacturers’ representatives 








‘oy COURSE it’s impossible for any mill supplies jobber 
or dealer to maintain a complete stock of all the 
wide variety of fastenings—bolts, nuts, rivets, spikes— 
that may be called for. But if Bethlehem is his source 
of supply he is in almost as advantageous a position as 
though he had a complete stock. 

The speed with which Pethlehem is prepared to 
handle rush orders for headed and threaded products 
makes the great warehouse at Lebanon Plant prac- 
tically your own. Here are stocks of more than 3500 
standard items and many more “specials,” with an 
organization ready to leap into action to speed them 
on their way. 

Prompt service is only one of the reasons why users 
of bolts and nuts and allied products find Bethlehem 


so completely satisfactory as a source of supply... 
Lebanon Plant products are made under the super- 
vision of men who are specialists in bolt-and-nut manu- 
facture, and reflect the accumulated experience of 
many years. 

Whatever types of fastenings you may require, from 
standard machine bolts to studs for service at high 
temperatures, the facilities of Bethlehem’s Lebanon Plant 
are assurance of prompt service and quality products. 
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eVICTOR MOLY 


HACK SAW BLADES 


Users know that Victor hack saw blades — both 
power and hand — cost less at the start and less at 
the finish of your metal cutting operations. They 
cut true and fast and last longer. 


Victor hack saw blades are sold only through es- 
tablished distributors under a policy that protects 
their market and your profits at all times. Write 
today and'secure the Victor Moly franchise in your 
territory. 


VICTOR SAW WORKS, INC. 


MIDDLETOWN, N. Y. @ 6246 


Write today for 
complete infor- 
mation about 
this profit- 
building line. 


INEW VEELOS 

V-BELT —Patented link con- 

struction gives superior performance with 

greatest convenience. Fill any order from 5 
standard sizes. 


2 KEYSTONE CANVAS STITCHED 3 VEELOS BALATA BELTING—34- 
BELTING —32-ounce duck impreg- ounce duck with tensile strength 
nated with high grade oil and wax of 620 lbs. per ply per inch in 
compound, Waterproof, hard- width. Moisture proof, uniform in 
gripping, durable. The economy tension, thickness, balance. You 
belting for heavy duty. ean sell no better belting. 


MANHEIM MANUFACTURING & BELTING CO., MANHEIM, PA. 
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| both for distributors and manufac- 
| turers,” summarized Mr. Duncan. 


“Our salesmen no longer travel 
with the horse and buggy. Yet we 


| use many of the old methods, just 
| because we always have used them.” 


A Manufacturer’s Views 


Mr. Duncan’s address was fol- 
lowed by an exposition of a manu- 


. 

| facturer’s views on the work of the 
| manufacturer’s missionary man 
| with the distributor’s salesman, by 


G. U. Hatch, Millers Falls Com- 

pany, Greenfield, Massachusetts. 
Mr. Hatch said that perhaps too 

much work of this kind is being 


| done today, but cited as advantages 
| of this kind of effort, a closer tie-up 
| and better feeling between the 


manufacturer and the distributor 


| organization and better results. He 





said he believed it beneficial to the 
distributor’s salesman and that it 
should help him to produce more 
business. 

In order to make the efforts more 
productive, however, he made 
several suggestions. At the pres- 
ent time, he said, there is not 
enough advance planning. The 
distributor should be notified 
plenty of time ahead as to when 
the manufacturer’s man will call, 
and the time, of course, should be 
opportune for the distributor. 

When he knows the manufac- 
turer’s man is coming, the distri- 
butor would do well to call his 
organization together, inform its 
members of the dates, and plan a 
schedule of work. 

Complaints on the manufac- 
turer’s line should be assembled 
for reference to the missionary. -A 
definite schedule of calls with the 
distributor’s salesmen and of calls 
to be made alone by the missionary 
should be laid out. Mr. Hatch said 
most manufacturer’s men prefer 
to make calls alone. 

When the visit of the manufac- 
turer’s man is completed, it is nice 
for the distributor to give him an 


| order, Mr. Hatch said, as the manu- 
| facturer sometimes finds it hard 


to “balance the expense” of these 


| missionary visits. 


After the manufacturer’s man 


has gone, the distributor and his 


organization should make sure to 


| follow-up the missionary’s calls 
| while the griddle is hot, he de- 


clared. 
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1\) ewe supply houses know from 
obele M=> 4 ol-yal-yelor-miet-tmlel-b mer-tel 
fe (=) of -b ole Mo) oN (eo) ol -1-Mis) ol -1-10 MM afte (bol) ap 
Gears, and other transmission 
products. They know that back of 
every item in the Jones line is the 
F Vote bbootb UC ticlo@ aelohual-lolet-Nel me (oBia-t- ba: 
work on transmission problems. 


In recommending Jones equip- 
ment to their customers, distributors 
are certain that it will render un 
qualified service under the most 
severe operating conditions and 
that it is their customer's best insur 
ance against shut downs and high 
peet-Ubel(-pet-bele-meleie 








W. A. JONES FOUNDRY & MACHINE CO. 
4411 WEST ROOSEVELT ROAD, CHICAGO, ILLINOIS 


e« PULLEYS + FRICTION CLUTCHES .- 
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DON'T OVERLOOK 


COPPER AND 
BRASS PIPE 


Every month the volume of con- 
struction reaches higher levels in 
this country’s determined effort to 
eradicate the depression’s housing 
shortage. 


Every dwelling, every commer- 
cial structure and every public 
building must have plumbing and a 
heating plant. 

That's the market which is rapidly 
turning to Wolverine Copper Pip- 
ing Materials that will not rapidly 
corrode or clog up. 

That's the reason why supply 
houses are finding brass pipe a 
profitable item. 

Wolverine Brass Pipe is made by 
the Extrusion Method under proc- 
esses which are exclusively Wol- 
verine — it is strong, bright and 
clean with a fine grained structure 
which facilitates cutting and thread- 
ing. It is recognized as first quality 
by plumbers and steam fitters 
everywhere. 

If you are not getting your share 
of this business write for data and 
prices. 


SEAMLESS COPPER 
DETROIT 


1411 Central 


BRASS & ALUMINUM 
MICHIGAN 


Ave., Detroit, 


Mich. 



























Sales Coordination 
(Continued from page 24) 





the mill supply distributor, and dis- 
tributor problems? 

“Does he show a desire to co- 
operate so far as allocation of ter- 
ritory is concerned? By this I do |; 
not mean necessarily exclusive 
rights, but fair and intelligent 
judgment as to the number of dis- 
tributors in a given area. 

“Has he established resale prices, 
and what is his attitude regarding 
the maintenance of same? 

“Ts the gross spread commensur- 
ate with the volume a distributor 
can reasonably expect to do, and 
the amount of stock he has to 
carry? 

“Does the manufacturer impress 
you as being anxious to load your 
stock, or does he realize that your 
stock must be based upon the de- 
mand, and is he willing to go slow 
and let the stock develop naturally? | 
Of course, we assume that the dis- | 
tributor is likewise as fair-minded, 
and willing to carry an adequate 
stock, with proper safeguards as 
to outlets. 

“When you find your stock not 
moving, and investigation shows 
that it is because of conditions be- 
yond your control, does the manu- 
facturer do everything possible to 
help you move his stock, or does he 
give you sympathy? Action, not 
tears of sympathy, build up good 
will. 

“Does the manufacturer’s atti- 
tude indicate a keen desire to be 
cooperative and abide by the code 
of good business ethics which is 
probably being recognized by his 
competitors, or is he playing a lone 
hand in his industry? 

“Is the line you are considering 
reasonably stable, so far as its 
manufacturing standards are con- 
cerned? Changes of sizes, finishes 
and styles, obsolete distributors’ 
stocks immediately, and cause tre- | 
mendous losses. Manufacturers 
should clearly realize this, and give | 











dispose of their stocks, before an- 
nouncing changes. 
“In conclusion, may I suggest | 


that an excellent opportunity pre- | 


| 

| 

| 

| the distributors plenty of time to | 
| 

| 


| sents itself at this time for real, | 
| constructive work on the part of | 





both distributors and manufactur- | 
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Every 

Refrigeration and 

Air Conditioning 
Job 


Means Copper Tubing 


There is more refrigeration and air 
conditioning work in progress and “on 
the board” today than ever before in 
the history of the industry. 


Every single job must have copper tub- 
ing—no job can be put in without it. 


Get your share of this volume business 
in copper tubing—sell Wolverine, the 
tubing which always gives satisfaction 
—is well known, and easy to sell. 


Wolverine has developed the mak- 
ing of refrigeration tubing to an exact 
science. Wolverine engineers pioneered 
the extrusion process—have found out 
how to keep tubing absolutely clean, 
free of scale formations—to maintain 
sizes, and to produce a bright mirror- 
like inside finish. Dehydration is per- 
fect, and perfectly maintained by the 
W seal. 


It is the tubing which will sell in 
profit making volume. 


PACKAGED COILS FOR EASY 
HANDLING 


Wolverine Dehydrated Refrigeration Tubing 
is supplied securely wrapped in heavy crepe 
Paper, providing a compact, convenient 
package which completely protects the tub- 
ing. Size and length are clearly marked 
on the outside of the package. Such units 
greatly simplify stock keeping, require mini- 
mum space and are easy to handle. 


Write for prices and details on 
W olverine Tubing. 


Wolverine Copper Tubing (34” to 2”) for 
underground gas, gasoline and oil connec- 
tions, been tested and listed under 
Re-examination Service of Underwriters’ 
Laboratories. 





DETROIT 


1411 Central Ave. 


MICHIGAN 


Detroit, Mich. 

















are creating user preference for 


WATSON-STILLMAN 


| FORGED STEEL FITTINGS 








1—Heavy walls of specified minimum thick- perfectly aligned, insuring tight square 
ness, insuring uniform factor of safety. joints. 

9—Wide heavy bands that provide ample 5—Material used is open hearth steel having 
wrench surface and add strength where an average tensile strength of 95,000 
it is most necessary, in making tight pounds, low in sulphur and phosphorous 
joints. —dquality is controlled through specifica- 


tion and analysis. 
3—Passages are greater in area than that of 


the same size pipe, permitting unrestricted 6—Inspection of material and workmanship 


ait is rigidly adhered to and finished fittings 
are subjected to pressure tests to double 
4—Threads are long, accurately cut and their rated pressure. 


A reputation for quality and a policy especially formulated for distributors, makes 
Watson-Stillman Forged Steel Fittings a highly satisfactory line to stock and sell. 


Distributors’ executives and salesmen will find it worth while to investigate the Watson- 
Stillman line and the profit possibilities it offers. 


THE WATSON-STILLMAN CO. 


ROSELLE, NEW JERSEY 
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have so many prominent supply houses 





The new Maurey Vari 
able-Pitch diameter V- 


Pulley which gives a 


. Variation of as much 


as 30% when used 
with a fixed diameter 


pulley 


All Maurey pul 
leys are supplied 
in an attractive 
durable silver 
aluminum finish 


taken on the MAUREY line 9 
& 


Because they benefit jn increased sales from 
the superior construction of Maurey Pulleys. 


Customers prefer their extra heavy hubs 


of steel or malleable iron, their heavy rolled 
edges, and their special method of welding. 
These features very evidently provide truer 
running and increased strength. 


Because they benefit from the completeness 
of the Maurey line. Maurey manufactures 
the world’s largest line of single groove 
V-sheaves and enables distributors to take 
care of all customer requirements with full 
satisfaction Under the Maurey sales plan, 
an amazingly small inventory investment is 
sufficient. 


Because they benefit from Maurey’s policy 
of placing all its resources behind sales 
through distributors. The Maurey distribu- 
tor plan provides the complete protection, 
ample margin, and fast service that make 
for maximum distributor profits. 


May we forward full particulars? 


MAURE Y 


MANUFACTURING CORP. 
2907-15 S. Wabash Ave. CHICAGO, II. 
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ers, to arrive at definite conclusions 
on the question of quantity users 
and equippers? No classification of 
purchaser of supplies is entitled to 
as low or lower prices than the mill 
supply distributor, and it is per- 
fectly right and just that the dis- 
tributor participate in volume busi- 
ness as well as the small business. 
He must have volume business to 
compensate for losses on small or- 
ders. In all sincerity, I say that 
the reason we do not participate 
to a greater extent in this class of 
business is because many manufac- 
turers are hypnotized with the idea 
that it can’t be done. It can be 
done—and is being done every day 
on certain lines.” 


On Getting Along Together 


In the next address, on “Dis- 
tributor- Manufacturer  Relation- 
ships,” T. W. Lewis, emphasized a 
number of outstanding important 
points, interspersing these with 
applicable personal reminiscences. 


“It is as important that a distributor 
have a sales policy as that a manu- 
facturer have one.”—T. W. Lewis. 


“It is as important that distrib- 
utors have a sales policy as that 
manufacturers have one,” Mr. 
Lewis began. “When a distributor 
has information about lower prices 
of manufacturers other than his 
regular source of supply, he should 
let the regular source of supply 
know so that the regular source of 
supply can put the distributor in a 
position to meet competition. 

“The basis of good relationships 
is cooperation. Recently a manu- 
facturer, who had been selling all 
the distributors in town, saw the 
light and made us his representa- 
tives. I took him on. In 1935 the 
increase in sales was 1400 percent. 
In 1935 we doubled our stock of 





TO INSURE 
UNIFORMLY HIGH QUALITY, ‘je 
ALL THE STEELS USED IN 


i W 
UPSON , 
HEADED AND THREADED PRODUCTS cn ap A 


MUST RUN THIS GAUNTLET 
OF TESTS 


Bolts and nuts in all standard and special shapes, sizes, 

alloys and finishes. Standard and special rivets of all kinds. 

Wire rope clips. Turnbuckles. Automotive and railroad 

special items. Headed and threaded products for every 
use. Your specialties are our specialty. 


UPSON NUT miwiSton 


ont bie Steel 


| Ga POR Aw 1 ON 


GENERAL OFFICES CLEVELAND, OHIO 


When writing Republic Steel Corp. for further information please address Department MS. 
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How 








@ From purchasing agent to the 
man at the bench, industrial buy- 
ers go for the new No. 84 hack 


saw frame. They praise its de- 


sign. ‘They like its sturdy, rigid 
construction. They admire its 
fine appearance, indestructible 


tenite handle, and high finish. 
They know it will make a hit with 
the workers. 


These facts make No. 84 easier 
to sell. They result in satisfied 
customers. From keyhole to steel 


Millers Falls 


backs up the new No. 84 with a 


rail saw frames, 
line for every need and purpose. 


Increased steel mill production 
forecasts extra business on hack 
You’re 
ready with the Millers Falls line. 
Write now for Catalog 41. 


saw frames and blades. 


Millers Falls Company 


Greenfield, Massachusetts 


MILLERS FALLS 


GOODELL 
PRATT 
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| your cards on the table. 





their goods. 
trick. 

“T could give you offhand a half 
dozen illustrations of increases of 
from 100 percent to 500 percent in 
sales; increases which have come 
about because there was real co- 
operation. between manufacturer 
and our house. 

“Remember, too, that what man- 
ufacturers want of distributors is 
that they shall have the confidence 
of their customers; have what the 
customers want, when they want it, 
at the right prices. Have the mer- 
chandise in the house so your cus- 
tomers can see it when they come 
in. 

“Incidentally, I’m through with 
hiring ‘has been’ salesmen who 
have had from 15 to 25 years’ ex- 
perience with others. It costs too 
much.” 

After further development of 
these points, Mr. Lewis closed with 
three admonitions to manufacturers 
on points which he thought would 
improve relationships: 

“State your proposition. Lay 
Don’t let 
your salesmen came down and lie 
to me about prices on large ship- 
ments. I know when they are 


Cooperation did the 


| lying. 





“Publish your sales policy. 

“Rear your salesmen at home; 
then send them down to us. Some 
of them don’t know as much about 
the business as my boys do.” 


Both Sides Must Play Ball 


In his remarks at the opening 
session of the convention, at which 
he presided, John T. Potts, The 
Galigher Company, Salt Lake City, 
retiring president of the National 
Association, urged distributors and 
manufacturers to keep an open 
mind and get together on common 
ground. He spoke in part as fol- 
lows: 

“Distributors should be consid- 
ered or treated by their sources of 
supply as their factory branch, 
warehouse and sales department. 
The manufacturer should develop 
and adopt policies that will enable 
his distributor representatives to 
function efficiently. This means 
the adoption of a policy that pro- 
vides for sufficient margin to cover 
distributor expenses and leaves re- 
maining a net profit that encour- 


| ages the distributor in rendering 
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“Distributors should be treated as 
factory branches.”—John Potts. 


the varied kinds of services he is 
called upon to render and assuming 
the credit risks encountered. 

“Distributors must be loyal. ... 
Distributors must consider them- 
selves as part of the manufactur- 
er’s organization and make up their 
minds to do a better job of selling 
a line than can a manufacturer 
when selling direct. They must 
analyze and know their costs of 
merchandising each line. 

“The manufacturer must treat 
his distributors as if they were on 
his own pay roll. A manufacturer 
outlines a definitely defined policy 
for his own salesmen to follow. If 
he considers the distributor as be- 
ing a part of his organzation, he 
must outline a definite sales policy 
for them. 

“Manufacturers should supply 
distributors with intelligent sales 
information in connection with 
their lines . . . information readily 
understood and easily read. The 
information should be such that it 
will take the mystery out of a 
line . 

“Adequate profit must be pro- 
vided because the distributor must 
pay for the services of more sales- 
men to cover a given territory and 
go to much more expense in servic- 
ing a line, than the manufacturer 
who would not consider in the ma- 
jority of cases, of traveling more 
than one man in or through a ter- 
vitory ... 

“It is necessary that manufac- 
turers realize their particular line 
is only one of the many lines of 
merchandise handled by a distrib- 
utor ... The smart distributor is 
continuously analyzing his lines 
and he energetically pushes those 
lines which return to him adequate 
profit for his efforts . . . Such lines 
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HOLLOW SET SCREWS 


, SOCKET HEAD CAP SCREWS 
9 SOCKET HEAD SHOULDER SCREWS 





No industrial buyer can obtain Allen screws at 
a lower price than he pays the Allen Distributor. 

This policy of Distributor protection has given 
Allen the predominating distribution which, by 
carrying the line into practically every plant in the 
country, has reacted with an ever-increasing 
demand on the Distributor. 


This policy, moreover, has established in the 


minds of industrial purchasors the conviction ex- 
pressed in a recent survey that “we pay Distributors’ 
overhead anyhow, so we should use their facilities.” 


The Allen re-sale price includes the margin of 
profit for Distributors regardless of whether the 
order is direct-to-factory or through a Distributor. 
The Distributor gets his discount either way, so the 
sensible way is to use the Distributor’s service. 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. U.9.A. 
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DON’T EVER PASS A “HORSE AND BUGGY” SET-UP 
WRITE AN ORDER FOR 
R & M ELECTRIC 


HOIST 


Where you see material being 
transported by the out-of-date 
truck system or other obsolete 
method, it’s your big opportunity 
to sell R & M electric hoists for 
quicker, safer, less expensive 









































overhead transportation. The 
system illustrated is a favorite 
for busy factories where bulky 
loads must be moved quickly and 
efficiently. Robbins & Myers 
have complete facilities and 
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ROBBINS & MYERS 


HOIST AND CRANE DIVISION @ SPRINGFIELD, OHIO 


equipment for every required 











application. 








MILWAUKEE INDUSTRIAL BRUSHES 





DURABILT DI-BILT MONOBILT 


Milwaukee Money Makers 


@ Concentrate on money makers! Milwaukee's complete 
line of bristle, wire and fibre hand and power brushes, standard 
and special types, are in wide demand, and of a quality 
which assures repeat orders. And Milwaukee's sales policy 
provides for attractive profit margins. 





THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-2236 North 30th Street MILWAUKEE, WISCONSIN 
INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 
—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 















MILL SUPPLIES @ JUNE 1936 


as do not pay, either remain on the 
shelves or are discontinued .. . 

“It is unfair for manufacturers 
to place additional stocks in a ter- 
ritory where proper coverage is be- 
ing had... 

“We know there are abuses from 
both sides, but distributors being 
part of your organization, are un- 
der and governed by manufactur- 
ers’ control of them. If manufac- 
turers stand for chiseling and 
breaking down of their policies, it 
is manufacturers’ fault and not the 
distributors. It is within your 
power to control and correct bad 
practices.” 


Be Good Neighbors 


F. M. Archer, Superior-Sterling 
Company, Bluefield, West Virginia, 
retiring president of the Southern 
Association, in his remarks at the 
opening session said: 

“Distribution without margin 
ample to care for overhead and a 
fair return to the share-holder is 
of little value, so let me urge dis- 
tributors and manufacturers alike 
to play the part of the good neigh- 
bor—the distributor willing for 
competition to secure business at a 
fair margin and the manufacturer 
willing to provide a margin between 
distributor cost and suggested re- 
sale to cover necessary overhead 
and a fair return on the investment 
of the distributor’s stockholders. 

“Both manufacturers and dis- 
tributors know costs of distribu- 
tion, so let us pursue the good 
neighbor policy to the end that all 
may obtain the result desired—a 
fair return on investment.” 


Manufacturers’ Selling Policies 


In his address on “Selling Pol- 
icies of Manufacturers,” H. F. 
Seymour, Columbian Vise and 
Manufacturing Company, Cleve- 
land, chairman of the distributor 
relations committee of the Amer- 
ican Association, said that in de- 
veloping a sales plan, the manu- 
facturer should ask himself the 
following questions: 

Do I believe in selective distrib- 
ution? 

Shall I adopt a policy of sug- 
gested resale prices? 

Shall I maintain a suggested re- 
sale price in territories where I 
do not have a distributor? 
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PROFIT 


because Monobelt pormits inventory reduction to 50% 


PIROFUD 


because Wonobelt performance 14 guaranteed 


PRO wLW 
because Monobelt and all Alexander leather products. 
have National Consumer Accoptance 











PROM 
Through a connection with Alexander Brothonrs, 
manufacturrrs of quality leather products for avery 
Industrial purpose since 1867. Write today for infor- 
mation relative to the Alexander merchandising plan 


Alexander ©) Brothers 


, i? a * oy aR a ee , 2 AN. S M See. © WN ‘ORM ¢ 
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a multiple g trength to 


CH PULLER 


Here’s a combination of utility and strength that can’t be equalled! The 
CM PULLER with HERC-ALLOY (Heat Treated Alloy) Steel Chain fits 
into a hundred and one heavy “odd” jobs in every industry ...is tough 
and durable... and adaptable to all varieties of pulling and lifting jobs 
(up to 3000 Ibs.) no matter what the angle. Saves time .. . eliminates 
make-shift set-ups. Economically priced. 


LIGHTWEIGHT 


Carrying and setting the CM Puller in 
position requires little effort. One man 
can do an efficient job with it. Besides 
being lightweight, it is compact and con- 
veniently stored. Has chain that cannot 
kink or be bent or strained in handling 
or storage. 


EASY TO OPERATE 


The CM Puller is spur geared, operated 
by a ratchet handle—somewhat similar 
to a jack—controlled by buttons “A” 
and “B”. “Free-wheeling” permits quick 
chain adjustment... Automatic friction 
break holds load rigidly suspended at 
any point. 


FOR HEAVIEST DUTY 


The design and construction of the CM 
Puller is 100% heavy duty. “Herc-Alloy” 
Chain is double duty both in strength 
and long-wearing qualities...Write for 
descriptive folder. Chisholm-Moore 
Hoist Corporation, 14 Fremont Ave., 
Tonawanda, N. Y. (Division Columbus- 
McKinnon Chain Corp.) 
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Designed and built by CHISHOLM-MOORE 
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“Why not put the sales policy in 
writing.”—H. F. Seymour. 


Shall I maintain a differential 
between a stocking distributor and 
one who does not stock my par- 
ticular line? 

What territorial protection shall 
I give my industrial distributor? 

How shall I handle over-lapping 
territories? 

Regarding selective distribution, 
Mr. Seymour said that the manu- 
facturer may not be able to select 
the distributor he prefers, but he 
certainly can refuse to sell a dis- 
tributor he does not want to sell, 
and the stronger he is on this 
point, the easier it will be for him 
to select the distributor he does 
prefer. 

In adopting a policy of suggested 
resale prices, the manufacturer 
should realize that the most impor- 
tant reason the distributor handles 
his line is to make a profit, Mr. 
Seymour continued. He should 
then adopt a suggested resale price 
with an adequate margin for the 
distributor so that the latter may 
perform the functions the manufac- 
turer has a right to expect from 
him. 

“But adopting a suggested re- 
sale price is only the first step,” 
said Mr. Seymour. “He must de- 
fend it. I challenge the statement 
of any manufacurer who says, ‘I 
believe in suggested resale prices’ 
if he does not enforce his own with- 
in the limits of the law... The 
manufacturer must also respect his 
own suggested resale price in the 
territory where he has no distrib- 
utor.” 

As regards differentials between 
stocking and non-stocking distrib- 
utors, there can be little question 
but what the manufacturer should 


(Continued on page 167) 
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You Don’t BUY PRODUCTS— 


You CONTRACT for SALES | 


when you make a 


SUPER DUTY 


FILE SALES FRANCHISE 


SUPER-DUTY 
FILES are 
SUPERIOR 
CUTTING 
TOOLS When 
you sell them you 
do your customers 
a service and as- 
sure complete sat- 
isfaction; for you 
supply them a 
long-life tool that 
will speed up a 
time consuming 
hand labor job, 
cutting production 
costs. 


NOTE:— 


The recent Convention address— 
“Selling Policies of Manufacturers” by 
H. F. Seymour—was so in tune with 


—and this contract is not lightly assumed. We 
have a keen appreciation of our obligation to our 
many loyal distributors to make a Cleveland File 
Company Sales Franchise a most tangible asset, 
so we have set up to operate through :— 


Sales—Upon an Exclusive Franchise, through recog- 
nized distributors, which squares thoroughly with 
what the astute distributor realizes as an ideal sales 
plan. 


Resale Policy—Strictly maintained resale prices. The 
distributor is entitled to and must have a proper 
margin of profit. This our distributors are assured, 
through our universally maintained resale schedules. 


Factory Cooperation—Through definitely planned 
factory helps, conscientiously and systematically car- 
ried through in fulfilment of our commitment and 
obligation to give our distributors the sales help es- 
sential to profitable file merchandising. 


Consumer Advertising—Concentrated in distributors 
Market. All Cleveland File Company advertising is 
pointed for direct immediate local reactions in dis- 
tributors territories. Direct mail, local publications, 
trade journals, etc., are the media used. 


Quality Products—Highest standards of material and 
workmanship constantly maintained and guaranteed. 


files for profit. 
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‘*Once Tried 
They’re Specified” 
so state SUPER- 
DUTY distributors. 
This means steady 
repeat business, file 
sales growth and 
profits for those 
distributors operat- 
ing under a Cleve- 
land File Company 
exclusive franchise. 
Y our Customers’ 
work Deserves 
SUPER - DUTY 
Quality. Write 
today for Complete 
information. 


our own merchandising, that we repeat 
our May advertisement for those dis- 
tributors who seriously merchandise 
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ne INTVIAT Oe NIe BROS. TOOL CO. “The Tool Holder People” CHICAGO, U.S.A. 


NEW POWER ECONOMY WITH 








GROUP DRIVE 
EQUIPMENT 


Power Drives by WOOD'S give the maximum 
satisfaction — cut costs, set new standards of 
efficiency and dependability because every bit 
of equipment produced by WOOD'S is modern 
and practical in design and expertly con- 
structed from only the finest materials. 


WOOD'S Products include: Shafting, Hangers, 
Collars, Pulleys, Friction Clutches, Ball Bearings, 
Flexible Couplings, Rope Sheaves, Pillow Blocks, 
Belt Contactors, ‘V"’ Belts, “V" Belt Sheaves 
and complete ‘“V" Belt Drives . . . every one 
backed by an 80-year reputation for Quality. 
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We stand on our present prestige in rec- 
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ommending our regular 
and our 
Lenox Hacksaw Blades. On a basis 
of “cut for cut and dollar for dollar” they 
effectively challenge all competition. 
e sell exclusively through distributors 
with no rebates or concessions. Distrib- 


utors are carefully selected and limited 


according to size of territory. 


ENOy 


HACK SAW BLADES 


AMERICAN SAW & MFG. COMPANY 


Springfield, Mass., U. S. A. 
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TEN-TOR Tested 


(TENSILE) (TORQUE) 


FIBRO FORGED Screws 


TRADE MARK 


Cen et \\\\)\\ © 


Speed along with Vii \-TOR 


A specially built, precision Testing Machine for 
determining Tensile-Torque-Yield Point-Elongation- 
Reduction of Area, ete., of Holo-Krome FIBRO 
FORGED Socket Serews under the identical condi- 
tions in which they are used in industry. TEN-TOR 
actually breaks the tested Screws to determine the 
maximum ultimate strengths. TEN-TOR Testing 
results in furnishing Holo-Krome FIBRO FORGED 
Screws in the proper proportions of every necessary 
physical property. 


-K ROME 


BRISTOL, CONN. 


— UNIFORMLY ACCURATE 
o 
inticipating tomorrow s needs 


7) Chrome Nickel alloy steel —FIBRO FORGED 
yh Screws —continuous fibres — perfectly formed 
sockets — atmospherically controlled heat treat- 
ment—controlled grain size—and now TE N-TOR 


Tested. 





Some of the reasons Distributors of Holo-Krome 
Products are making Progress, too! 
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The Famous “ATLAS” -— 


The Pacemaker for 


More than 30 Years 
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HE ATLAS manual freight car mover ne Se ws mace TostUO NOME 
is still leading the field after setting the Cente CAE ro 
pace for this period. 


The ATLAS has been developed and 
improved upon during these years but its 
fundamental principles, especially the Com- 
pound Leverage, are the same. 


Because of this leverage, the ATLAS has 
more power and will move a car further 
with a given number of strokes than any 
other mover. 


& =iThe 
“ATLAS” Line 
Includes: — 


The new Streamline 
ATLAS, latest in car 
movers. Double spurs and 


: ae rail guides. 
No experimenting is necessary. 


The ATLAS has perfection in 


ay T 
power, speed, and efficiency. 4 fe wcowlaty cage Br 


X old favorite has double 


spurs, rail guides. 


Vill Same as regular ““X"’ except 
that it has no rail guides. 





This model has a single 


ame Tey eG spur and no rail guides. 


Streamline ATLAS 
Patented December 3, 
1935. No. 97736. 


The New Never Slip is 
a light, speedy mover for 
Cut-Away View  WNINSaverage loads. Very 

Compound efficient. Has double spurs 


ay on Y and rail guides. 





Trade Mark Reg. Manufactured only by 


APPLETON-ATLAS CAR MOVER CORP. 


(FORMERLY APPLETON CAR MOVER CO., APPLETON, WIS.) 
2947 NO. 30TH ST. MILWAUKEE, WIS. 
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TRIMO —DeZivers 
QUALITY TOOLS 


TRIMO Delivers. Those two words tell you why mill supply 
salesmen have for so many years profitably and satisfactorily 
This Red Tag sold TRIMO tools. 


Identifies Completely equipped with up-to-the-minute production 
TRIMO Wrenches. 


facilities, TRIMO stands ready to deliver the highest quality 
ae tools as called for and when called for. 


Advertising As business continues to improve you will have an increas- 
Reaching Your ing opportunity to make sales and profits by pushing TRIMO 
Customers. products. Remember that TRIMO delivers quality tools. 


Made for 50 Years b 


y TRIMONT MFG. CO., INC., ROXBURY (BOSTON), MASS. 


SEP 
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x 
The new Catalog No. 61 now 
being distributed by Charles H. 
Besly and Company of Chicago 
is a fitting reflection of this lead- 
ing house and of their sixty suc- 
cessful years as distributors and 
manufacturers of quality products. 


; 


> 4 
= 


Does Ye Present Cataloe 


iateal Mat a \ aaa, io 4 
ately heflect Pour I louse ; 

The enduring and substantial successes in any industry have been built 
and maintained on the solid foundation of quality goods and fair dealing. 


Does your present catalog adequately reflect the standard of your house and of your goods? 


Does it back up your salesmen when they assure the buyers that your house solicits their 
business on the basis of quality —- dependability —- worth? 


Does your present catalog show your 1936 goods? Or the goods you were selling ten or twelve 
years ago? 


* Does it give your manufacturers the kind of representation that they have a right to expect? 


* Does your catalog make it easy for the buyers to send you their mail and telephone orders? 


It will cost you nothing to talk the matter over with a Donnelley supply catalog man. 


IRE LE LEER E LER REL SSE TEE ATONE _CvennaRRERE RE — 


wate R. R. Donnelley & Sone Company 


350 EAST TWENTY-SECOND STREET — CHICAGO 
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The substantial construction of STANDARD tools gives the user the long 
uninterrupted service to which he is entitled. 

The margin extended to STANDARD distributors affords a greater profit 
than obtainable elsewhere. 


ELD SE DEN A ee EELS SLES PEE SYS INF PE, he 


PEDESTAL GRINDERS BENCH GRINDERS 


siesceecicle iene, Enclosed. Adjustable Guards. 
nclose uards—Exhaust Outlets. x1” 
Push Button Safety Starter. Ce. er es we 


2H.P.12”x2” wheels $175.00 Y, H.P. 6’x%,” wheels $23.00 
3 H.P. 14”’x2',” wheels $225.00 1/3 H.P. 7”x3,” wheels $38.00 
Complete with wheels. 


Complete with wheels. 














1, 5 


UNIVERSAL MOTOR * 

TOOL POST OR AERIAL GRINDERS ty i: “OES BUFFING AND 
CENTER GRINDERS COMBINATION POLISHING 

} HLP., } HP. 6”, 8” $ HP. 5” = §° wheel, INTERNAL-EXTERNAL MACHINES 

Wheels. Also Angle i H.P. 6” x 1” wheel. GRINDERS ' 

Plate Grinders, } }, 4 and 1 HP. Speeds 4 H.P. to 15 H.P. sizes. 

H.P. to 10 H.P. Also Direct Driven, 4 H.P. to 3 H.P. Up to 20,000 R.P.M. Also Bench Types. 


OUR LINE INCLUDES: 


Portable Electric Radial Drills; Vertical Angle Plate Grinders, 2 H.P. to 10 H.P.; Exhaust 
Blowers with Air Filter for Grinders and Buffers; Heavy Duty Grinders, up to 15 H.P. for 
30” x 4” wheels; Disc Grinders, 1 H.P. to 7%4 H.P.; Die Grinders; Selective Speed Buffing 
and Polishing Machines, 3 H.P. to 20 H.P., etc. 





" . _ ge WRITE FOR COMPLETE CATALOG 


Gh ; | 


Lyi ANUAKL ELECTRICAL TOOL CO. 


1950 WEST 8th STREET ESTABLISHED 1912 CINCINNATI, OHIO 
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yt hat Industry Means to America”’. .. 


which is the title of the August issue of FACTORY, will make industrial 


history and business publication history. 


One industrial executive, who had reviewed its editorial content, said: 
—"It will probably be the most widely read, most widely quoted, and 
most thoroughly discussed single issue ever published by your com- 


pany. It will be a real contribution to industry.” 


Industry's full service to America is not understood — not even by 
thousands in industry who daily make its products. The current mis- 


conceptions about industry are holding back industrial recovery. 


Some people believe that industry alone was responsible for hard 
times and, also, that industry should pay the full cost of relief through 


special taxation, and bear the entire reemployment burden of recovery. 


Men of industry have been strangely backward in satisfying these 
doubts and answering these accusations. The reason is that industry's 


story is difficult to tell. It can only be expressed with facts and figures. 


But the story is of absorbing interest, when one gets into it. And it 
is vital to an understanding of our times. And it must be told! 
Therefore, this entire issue of FACTORY MANAGEMENT AN MAIN- 
TENANCE has been set aside to this purpose. It presents, in dramatic 
picture form, industry's contribution to the public welfare, through the 


past one hundred years. 


The case for industry is stated here in the calm, cool voice of facts 
— what industry has meant so far in the lives of the American people 
— what may be expected of it in the years to come — and something 
of its public responsibilities and its rights. There is no political purpose 
in this presentation. It carries no tinge of selfish propaganda. Rather 
it is an endeavor to reflect the true relationship of industry to our 


national life, its place in our national economy. 


We believe that a review of this record of industry's contribution 
to the progress of the past century will stir the pride of every American. 
It is in fact a triumphant story of the creative industry of a people. 


It stands without a parallel in history. 


“What Industry Means to America 
CoM of oh eto) Ot-Jal-1o Mb band at- Wy -WOlC1Ol—¥ lm t-}-1 08 mre); 


FACTORY MANAGEMENT and MAINTENANT) 


A McGRAW-HILL PUBLICATION 








any companies are ordering extra copies of 






THE McGRAW-HILL PUBLISHING CO. 
330 West 42nd St., New York, N. Y. 


Gentlemen: On publication, please send 


try Means to America’’ to the address indicated below; or, please send 





attached; or, please send more information on how our company will profit 
by distributing this issue. 


Name 


Address 


Company 





copies to each of the persons whose names and addresses are 


2 


“WHAT INDUSTRY 
~ MEANS TO AMERICA” 


SPECIAL 


PRE-PUBLISHING 0 F FE 4 


THIS OFFER EXPIRES JULY 15, 1936 


After 
copy 


publication, this issue will sell for $1.00 per 


However, companies which place orders for 


quantity copies before July 15 may secure these spe- 


cial rates 


postage); 


10 to 150 copies, 75 cents per copy (plus 


150 or more copies, 65 cents per copy 


(plus postage) 


Recognizing that a clear understanding on the part of 
their employees of American industry and an appreciation 
of the service industry has retidered is a most desirable 
asset to any business organization, many companies are 
ordering a substantial quantity of copies of “What Industry 
Means to America.” 

Here in this issue of FACTORY, for the first time, will be 
gathered together all of the facts which will be needed 
to show what industry has done for this country and what 
industry can do if it is permitted to go ahead. 


Partial Contents of this Valuable Issue 

Here are some of the subjects that will be covered: Changes 

from Agriculture to Industry . . . Industry grows by using 

Power .. . Machines mean more Jobs, more Wages, more 

Goods . . . Employment has kept pace with Population 
. New Industries Mean New Employment . . . Wealth 

Grew as more Goods Were Made. . . Worker's Wages 


bulk copies of “‘What Indus 


Date 


Buy more as Industry Uses more Machines . 
up Faster than Prices 
People 
and Taxes... 


. . Wages go 
. . . Americans Live Better than other 
. . . What Industry Pays out in Salaries, Dividends, 
. What Industry has Retained as Profit .. . 
Industry’s Employment Record . . . The Stories of Individual 
Industries . . . What Industrial Research and Development 
Have Meant... What is Ahead of Industry. 


Facts — All Facts 


No opinions — no mass of theory — no high sounding but 
hollow phrases — just facts. But facts presented graphically 
and dramatically, with the help of beautifully made chart 
pages in several colors that will drive home the salient 
points in this issue and make its story interesting, useful, 
easy to understand and utterly believable! 

You will not only want to read this issue yourself but you 
will want extra copies to distribute to others. Every indus- 
trial organization and every person in industry will benefit 
by having this important message put into the hands of 
as many persons as possible. 


Special Low Price to Help Industry 

Get the Full Benefits From This Issue 

The McGraw-Hill Company is making a very special pub- 
lication offer at a low price so that this issue will get 
the widest possible distribution to business executives, plant 
officials, and all others who can pass its worthwhile in- 
formation along to industry's workers, to the general public 
and to all others whose opinions and actions have a bear- 
ing on industry's progress. 











You can’t judge a File 
— by its looks 





This is the test that telis the 
tale—and makes the sale! 


To make a quick comparison with your present files, 
clamp a bar (say 1-inch square) upright in a vise, and 
cut a hole in a sheet of paper to fit over the bar. Take 
50 strokes with a Delta, each side, and collect the fil- 
ings. Do the same with one of your present files. 
Weigh the filings. The difference will to surprise youl 


HE man who knows 

by actual experience 
does not buy files by 
appearance. He knows 
that files of different 
brands that look alike— 
files of supposedly equal 
quality—show surprising 
differences in cutting effi- 
ciency and performance. 
He likewise is wary of 
files that are ‘dolled up" 
or made to look different. 


Thousands of tests, both 
bench and machine, have 
shown that Delta Files cut 
faster and last longer than 
any other brand. 


Such consistent superiority 
shown by Delta Files is 
the result of eternal vigil- 
ance. From forging to 
final test, Delta factory 
standards are the highest 
known to file making. 


The efficiency and performance of Delta Files, backed by 
our distributor sales policy, have enabled DELTA DIS- 
TRIBUTORS to build profitable repeat business that stays 


with them. 


&#& DELTA FILE WORKS ©) 


Philadelphia, Pa., U.S. A. 
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The Whitehead Bros. Rubber Company was established more than 
sixty years ago and today operates in a thoroughly modemly 
equipped plant. The Whitehead line of Mechanical Rubber Goods 
has long had a reputation for representing the highest quality and for 
reflecting credit on those through whom it is distributed. 


A new catalog describing in detail belting, hose, packing and many 
other miscellaneous rubber products has just been issued and a copy 
will gladly be forwarded upon receipt of the coupon below. 


The catalog also contains a number of pages of tables and data which 
should prove of valuable aid to you. 


THE WHITEHEAD BROS. RUBBER CO. 
TRENTON - - - NEW JERSEY 





Gentlemen: 
Yes, | want a copy of your new Catalog. 


Db vice ccabanssctceddeaekeudeds tasted he cdohetinkede beeesuhbeer errr 
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OSTER 


THREADING EQUIPMENT 


WILLIAMS 





ANOTHER TOM THUMB... 
PORTABLE BOLT THREADER 
No. 521... capacity 3! to 14" 


and smaller sizes of pipe. Order one 
for a demonstrator and watch results. 


| 





When you sell Oster-Williams Pipe and Bol : 
Threading Equipment you meet your cus 
tomers’ requirements with modern, accurate 


durable tools that protect your reputatio 


and your profits. From the extensive Oster 


Williams line you can select just the right kind 
and price of equipment to satisfy practicall 


any inquiry. Write for complete information 


THE OSTER MFG. COMPAN 


Sales Office: 2041 EAST 61ST STREET + CLEVELAND, OHIC 
Factories: ERIE, PA., AND CLEVELAND, OHIO 








Lloyd Smith 
of 
Buford Brothers, Inc. 
Nashville, Tenn. 


Amos EVERY AD IN FACTORY HELPS US, Says Lloyd Smith 


Looking over a recent issue of Factory, Mr. Lloyd Smith, 
vice-president and general manager of Buford Bros., Inc.; 
Nashville, Tenn., was struck by the fact that a very large 
number of Factory advertisers are giving him and his sales- 
men a real lift. He noted that much of the advertising in 
Factory is preparing plant operating officials for the kind 
of sales messages his company is carrying to a large number 
of manufacturing establishments in the Nashville area. 


Mr. Smith appreciates the value of this kind of help. 


Nashville is the center of an important industrial area. The 
area is very diversified. This means there is a good market 
for distributors on almost every conceivable kind of in- 
dustrial supplies, equipment and tools. 


Buford Bros., Inc., one of the principal houses serving this 
area, is an energetic, up-to-date supply organization, which 
believes in canvassing its field thoroughly under a well 
conceived program of planned selling. Lloyd Smith, the 
aggressive young vice-president and general manager of 


UK 


A McGRAW - HILL 
330 WEST 42nd 


the Buford organization, is a firm advocate of modern 
selling methods and consistent advertising and sales pro- 
motion efforts. 


Being unequivocally ‘sold’’ on the importance of planned 
selling, he naturally feels that advertising to be effective 
must go to the right people through the proper mediums- 
It is no wonder then that he endorses ‘‘Factory’’ so heartily 
as a message-bearer of his manufacturers’ messages to the 
industrial user. 


Here is what he says about it: ‘The right kind of industria] 
advertising going to the right men is always a real help to 
the industrial distributor. The advertising in Factory which 
shows plant operating men newer and better ways to cut 
costs and save time on both production and maintenance 
work is preparing the way for intelligent sales work. | am 
glad to see so many of the lines we carry being advertised in 
Factory. Almost every one of these advertisements helps 


MANAGEMENT 


PUBLICATION: 
STREET-NEW YORE 








ANNOUNCES A 
NEW CATALOG 


DAVID ROUND & SON 


CLEVELAND, OHIO 
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Now Boys 
just keep on 


SELLING 


Hack Saws 

Rep TANG FILEs 
METAL SAws 
Too. Bits 

Fiat Stock 
CRross-CUTS 
CIRCULARS 

BaNp SAws 
MACHINE KNIVES 


Specialize on this splendid group of 
profitable items—the Simonds Line. 


Simonds Saw and Steel Co. 
Established 1832 Fitchburg, Mass. 
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MANILA 
ROPE 


Pure manila and sisal cordage: transmission, bolt, 
drilling, fisherman's, yacht, lariat, drop hammer, 
grain shovel, sisal yarns, ratline, marline. 


~~ 
BRATTICE CLOTH 


Non-inlammable, airtight, waterproof. 


The heavy jute yarns, closely woven, combined 
with our special, fireproofing process, assure jobbers 
of “U-W”" brattice cloth of a line equal to any on 
the market. The ape and waterproof brattice 


cloths are furnished wit 


either a jute or cotton duck 
base. 


"~ 
STEEL PRODUCTS 


Ruggedly designed for every service. 


fi Dependable, trustworthy, ruggedly- 


designed products: Turnbuckles in 

all diameters, lengths of opening, and 

all types of end fittings, Wire Rope 

Clips (Drop Forged and Malleable), 

Wire Rope Sockets and Thimbles, 

1 gue Eye Bolts, Connecting 
inks. 





TACKLE BLOCKS 
AND SHEAVES 


“U-W" Tackle Blocks and Sheaves are built 
for dependable, carefree, and efficient serv- 
ice. The line is complete in all types and 
sizes for Wire and Manila Rope. 
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“Maxi tools show marked su- 
pericrity on abrasive or stringy 
materials, low carbon steel, cast 
and malleable iron. Try them 


Maxi a Tools 


Purchase of J. M. Carpenter Tap & 


Die Company big ud to Distributors 


in Middle West. 


“Greenfield” announces the acquisition of a complete 
modern plant in Detroit, which has been fully 
equipped and staffed with trained tool designers and 
engineers. This plant will be devoted to the manu- 
facture of special taps of all kinds, thus assuring 
Middle West distributors a much needed rapidity 


of service on this important part of their tap business. 


Full stocks of all standard “Greenfield” 
tools will also be carried at the new De- 
troit plant to fill emergency orders, al- 
though regular stock orders should be 
sent to Greenfield, Mass., as in the past. 


“Greenfield” uniform high quality tools, 

a skilled advisory and engineering service, 

and entirely new standards of speedy 
delivery on “specials” and emergency orders, make 
the “Greenfield” line more attractive and profitable 
to handle than ever before. 


THE DETROIT ADDRESS 
2102 West Fort Street 
Telephone LAfayette 0411 


GREENFIELD TAP & DIE CORPORATION 


Greenfield, Mass. 
New York Chicago Detroit 


GREENFIELL 
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BARNES HACK SAW BLADES 


Large Volume + Repeat Business = PROFITS 


—that’s simple arithmetic! 


Read why Barnes distributors 


can make these factors add up to profitable hacksaw blade 


business: 


@ Barnes Blades are proving their worth in thousands 
of plants every day. They cut swiftly and smoothly, 
retaining their cutting edge over a long period. 
Tests demonstrate their superior metal cutting 
qualities. These features assure satisfied users who 
buy again and again. 


@ The completeness of the Barnes line enables 
distributors to meet every blade requirement— 
resulting in an unusually large number of sales 
opportunities. 


@ Barnes engineering service makes sure of proper 


blade application. Specially trained representa- 
tives will advise your customers on questions of 
feeds, speeds, lubrication, and the like. Such serv- 


ice, of course, paves the way to sales. 


@ Barnes helps distributors choose the right types of 
blades to stock. This results in a fast moving line 
and a rapid turnover of money invested in blades. 


@ And most important, the Barnes sales policy 
supports the distributor and assures a satisfactory 
profit margin. 


FLEXIBLE 
HAND 


®An_ excellent 
blade for general 
use. Individually 
file tested. 


METAL-CUT- 
TING BAND 


@ Made in hard 
edged flexible back 
type for cutting 
hard metals and 
spring tempered 
type for soft metals. 


@Made for and 
recommended 
ONLY for cutting 
thin section ma- 
terial. 


RED 
ARROW 


®@ Hand and power 
types. Made of all 
high speed steel. 
Cutting tools with- 
out a peer. 


SPECIAL UN- 
BREAKABLE 


® Offer all the ad- 
vantages of both 
all-hard and flex- 
ible blades. Will 
not break in use. 


ALL-HARD 
TUNGSTEN 


®@ Have no superior 
for cutting qualities 
because of their 
unusual heat treat- 
ment. 





W. O. BARNES CO., INC. 


1297 Terminal Avenue « 


« 


DETROIT, MICH. 
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All Imperial Products are sold under one strong distributor set-up. 
Let us send you complete information on these profit opportunities. 


Welding Outfits 














Imperial Welding Outfits are the easiest to 
sell of any on the market. They are designed 
for work on the lightest to the heaviest jobs. 
Cutting torches in large size outfits will cut 
steel or wrought iron twelve inches or more 
in thickness. All outfits include torches, 
requlators, gauges, goggles, and other ac- 
cessories for complete equipment. Prices, 
$45.00 to $120.50. 


rt 
J 


This merchandiser 
effectively promotes 
sales. Labels plainly 
show name and size 
of each rod displayed. 
It provides a means of 
storing as well as dis- 
playing a complete 
assortment of welding 
rod and flux. Is acom- 
plete unit, including 
Imperial Welding Rod 
andfluxtomeetall your 
trade requirements. 


Spray Guns 


For all classes of 
painting. Produce 
uniform flow of ma- 
terial, perfectly at- 
omized and free 
from streaks. Sim- 
ple in construction, 
light weight, per- 
fectly balanced, 
and easy to clean. 
All Imperial Spray 
Guns are easy to 
operate and to adjust. Prices: Junior, 
$18.35; Hi-Duty, $28.85. 


t ittings 


Markets for these exist wherever 
oil, gas, air, and chemical lines 
call for tubing. All types — 
Compression, SAE, Hi-Duty, 
Brass Pipe Size, Aluminum, 
and Solder. Imperial's line en- 
ables you to serve every require- 
ment involving gas, oil or air 
lines on automobiles, trucks, oil 
burners, refrigerators, or air- 
conditioning units. 


Air Nozzle 

This Button Control Air Valve is highly 
popular for blowing dirt and metal chips, 
and for cleaning compressed air, gasoline, 
and oil lines. Special composition washers 
prevent leakage. Simple desiqn makes this 
nozzle fit comfortably into the palm of the 
hand. This specialty pays well. 


lexible Tubing 
and Couplings 


ce EWRSPPIT Yo 9095 
. *. 


This ENTIRELY FLEXIBLE tubing is an ex- 
clusive Imperial development. It is con- 
structed with a brass metal inner core fused 
to a compound covering, with a braided 
fabric on the outside to resist oil. It is proof 
against heat, cold, and vibration, and won't 
kink or swell shut. Replaces copper or brass 
tubing and is used for gasoline, oil, grease, or 
vacuum lines. Special couplings in various 
types and sizes can be furnished. They are 
easily attached as illustrated below. 


ay, 
¥. 
sys 


Attaching Coupling to Flexible Tubing 


Tubing passes through nut “A” and compressible 
sleeve ‘‘B.’’ Grommet ‘"D’’ is placed in end of tubin 
and tubing is pushed inte body “‘C”’ as far as it wil 
go. Mut “A” and Body “C’’ are assembled and 
tightened. 


Sette Faucets 


Good for steady business. Sold wherever 
liquids are handled; used for barrels and 
drums for oil, gasoline, kerosene, alcohol, 
anti-freeze, lacquers, etc. Customers are 
sold by such Imperial 

features as metal-to- 

metal seat, no pack- 

ing to dry out, auto- 

matic self-closing 

push-lever control, 

and open or closed 

locking. 


IMPERIAL BRASS MANUFACTURING CO. 


Sil S. RACINE AVE. 
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Boston Exhibit 
Draws Crowd 


(Continued from page 42) 





manager, and James F. Donahue, 
comptroller. 

Walter E. Currier, who handled 
inquiries resulting from the show, 
says, “Considerable business was 
booked during the week and there 
were many leads for our men to 
follow-up. Many of these have al- 
ready materialized into orders. 
Much of the success of the show 
was due to the presence of work- 
ing exhibits and the good work of 
the 75 manufacturer’s representa- 
tives who were present. A num- 
ber of our customers came in a 
second and a third time to inter- 
view these representatives and to 
learn more about their lines.” 

The committee in charge of this 
show began promotion work two 
months before the show. One 
thousand 13 by 19 inch posters, 
printed in red and blue, were dis- 
tributed to be posted in shops. 
These announced the show, said 
that prizes would be given away 
daily, and that tickets—necessary 
for admission—would be supplied 
upon request. One month before 
the show 3,000 smaller announce- 
ments — 4 by 54 inches — were 
similarly distributed. 

A week before the opening date 
a two-page letter, signed by the 
committee in charge, went to 2,000 
customers, prospects and others in- 
terested. This gave complete news 
of the exposition plans and listed 
the exhibitors. About 20,000 
tickets were distributed either by 
salesmen, in answer to requests, 
or with the two-page letter. 

On Sunday, May 3, two days be- 
fore the show opened, 50 line, two 
column, announcement advertise- 
ments were used in the principal 
newspapers. News stories about 
the show also appeared. 

On the two floors of the show 
there were set-up partitions to 
divide the displays where neces- 
sary. Well lettered signs, showing 
the names of the exhibitors, were 
supplied. During the show, soft 
drinks were served free to guests. 

Admission tickets bore stubs 
with places for the names and com- 
panies of guests. These were filled 
out and dropped in a ballot box as 
the guests entered. Each evening 
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there was a drawing for grand 
prizes and smaller prizes. During 
the show 60 prizes worth several 
hundred dollars were given away. 
The prizes were donated by the ex- 
hibiting manufacturers. 

At the show a 4 by 6 inch eight- 
page pamphlet was handed to 
guests. This listed the exhibitors’ 
names and the names of the repre- 
sentatives present. There were four 
pages left blank for memoranda. 
The back cover directed attention 
to Chandler and Farquhar’s 54- 
year service to the needs of first- 
class mechanics. 

Entertainment of various kinds 
was provided each evening. One 
evening a talented professional ac- 
cordionist circulated among the 
guests and played request numbers. 
On another evening there was a 
xylophonist present. A large con- 
cert talking machine and radio fur- 
nished music when there was no 
other entertainment. 





One Day Show 
Sells Goods 


(Continued from page 43) 





Chicago, was scheduled to talk but 
since he had not arrived a noted 
Englishman, Sir James Constant- 
Pierce would speak instead. 

Sir James panned Americans for 
45 minutes. After the meeting had 
nearly broken up over his insults, 
he turned out to be the expected 
humorist, Briese himself, with a 
false moustache. He had been 
present all day talking with the 
men he fooled in the evening. This 
feature made a big hit. 

Previous to the show neat 54 by 
84-inch invitations were sent to 
customers and prospects. Four- 
page folders of the same size were 
also used. This had an invitation 
on the front cover. On the other 
three pages was a listing of the 
exhibitors with a short paragraph 
about the products displayed by 
each and the name of the repre- 
sentative who was going to be 
present. Government postal-cards 
reading “Put my name on a plate 
of that food at the banquet fol- 
lowing your industrial show on 
Wednesday, May sixth, 8:00 p.m. 
at the Roberts Hotel. I’ll be there” 
were enclosed with the invitations. 
Newspaper stories helped spread 
news of the show. 


MILL SUPPLIES ® JUNE 1936 








Selling Mechanical 


Rubber Goods 
(Continued from page 31) 





cheaper, you as a salesman will get 
a black eye. 

Also, be sure to find out all about 
the conditions surrounding the in- 
stallation. Suppose the belt is to 
handle 100 tons of crushed rock or 
gravel per hour. This may be only 
an average figure, and the operator 
of the plant may fail to state, that, 
due to the feeding of the crusher, 
there will be many times when the 
belt will handle this quota in 35 
minutes out of the hour. 

Some belts are loaded with a 
dragline scraper. This is about the 
worst condition encountered when 
figuring capacity. Estimate as 
carefully as possible the maximum 
load that is liable to be dumped 
suddenly on the belt. After you 
have come as close as you can in 
your estimate, recommend an over- 
size belt. The customer may con- 
sider after the belt is in operation 
that you have over-sold him. But 
that is not going to rankle as much 
as to have the belt fail to operate 
under an over-load. 

Just as it is wise to figure a good 
margin of safety to the extent of 
recommending a belt over-size in 
width, pay close attention to the 
length. <A belt of any material 
whatever will stretch to some de- 
gree. The longer the belt the 
greater the total amount of stretch. 
As far as length is concerned, this 
stretch may be taken up if neces- 
sary. But in stretching, the belt 
naturally gets narrower. Not all 
think of this point in designing an 
installation. I obtained a good 
order once, largely, I think, from 
bringing up this point where it had 
been overlooked by others. 

They were figuring on a belt for 
a new installation, 3,000 feet over- 
all and 30 inches wide. A belt of 
that length is bound to stretch con- 
siderably and lose width. I raised 
the point and strongly recom- 
mended a 31-inch belt. As I was 
given the order and had never sold 
them before, I think that the 
recommendation had weight. Later, 
it worked out almost exactly as 
predicted. The 31-inch belt be- 
came a 30-inch one. 


(To be continued next month) 


ARISTOCRAT 
of Bearings 





“The Aristocrat of Bearings” 


Used as original equipment by Valley Electric Corporation in their 
complete Line of bench and pedestal grinders and electric motors 











BALL AND BEARING COMPANY 


ye ee? ee ° =. + ee oe eS. 
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PRINCIPAL MARKETS FOR NEW PRODUCTS 


SEE FOLLOWING PACES FOR DETAILED DESCRIPTION 


1} 2)3|4)5 | 6) 7) 8 | 9/10) 11/12/13 | 14/15 |16|17/|18/19/20/21 
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SALES POSSIBILITIES IN NEW PRODUCTS 


SEE PAGE 138 FOR PRINCIPAL MARKETS 





Y, IN. DEFENDER 


Three new drills have been 

added to this manufacturer’s line 
of drills, one of which is a special 
duty 23-inch drill and two to be known 
as Defender drills. The 3-inch and 
h-inch Defender drills have same mo- 
tor construction as other drills manu- 
factured by this company, with the 
exception that there is greater than 


% IN. DEFENDER 


usual overload tolerance, which manu- 
facturer states adds to the life of 
motor and assures cool running. Gears 
are of special alloy steels, helical cut. 
Frame is a die cast aluminum alloy 
and each model is fitted with 3-jaw 
geared chuck and key. The }-inch 
Defender has Oilite and ball bearings 
on armature shaft; bronze and ball 


MODEL 40 


thrust bearing on gears and spindle. 
Switch has on-and-off mechanism, en- 
closed in bakelite housing. Model is 
12 inches long overall and weighs 4} 
pounds. The 43-inch Defender is 
134 inches long overall, and weighs 
9% pounds and measures 1% inches 
from center of spindle to outer edge 
of frame. Model has Oilite and ball 
bearings on armature shaft; Oilite 


bearings on intermediate gear and 
spindle. Switch is double pole, momen- 
tary contact type with lock for con- 
tinuous operation, enclosed in bake- 
lite. Model 40 drill has 2-inch capa- 
city in steel and has ball bearings 
mounted in all positions on armature 
and spindle. Gears are of alloy steel, 
helical cut and motor shaft and 
spindle are of chrome nickel steel, 
heat-treated. Switch is the same as 
in Defender types. It is 12 inches long 
overall and weighs 54 pounds. Pri- 
mary buying officials to be contacted 
in introducing this product are pur- 
chasing agent, superintendent, main- 
tenance superintendent, chief engi- 
neer and master mechanic.—Skilsaw, 
Incorporated, 3310 Elston Avenue, 
Chicago. MILL SUPPLIES, June, 
1936. 


Buffer-Polisher 


With this new selective speed, 

buffing and polishing machine, it 
is possible to obtain any spindle speed 
desired, according to manufacturer, 
who states that when it is equipped 
with patented adjustable speed 
sheaves, spindle speed increase of 
50% may be obtained with infinite 
number of steps. It is powered by 
1,800 r.p.m. ball bearing motor. De- 
sign of machine is said to be of par- 
ticular advantage in districts where 
direct current is in use, but where a 
change-over to alternating current is 
contemplated, since it may be in- 
stalled with direct current motor and 
when changeover occurs, it is only 
necessary to change electrical equip- 
ment on buffing machine. Hand 
brake provides for quickly stopping 
spindle, reducing time required for 
wheel changes. Changing wheels is 
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further facilitated by shaft locking 
device. Push button station at front 
of machine operates magnetic starter 
located inside pedestal. Starter has 
overload and under-voltage protec- 
tion. Spindle is made of high-grade 
nickel steel. Elevating screw per- 
mits raising and lowering motor to 
take tension on belts, and hinged 
guard covers belts and_ sheaves. 
Spindle may be removed intact for 
renewing belts without disturbing ball 
bearings. Oversize ball bearings are 
mounted in labyrinth sealed chambers 
and sight oil feel at each bearing in- 
sures proper lubrication at all times. 
Machine is made in 3, 5, 74, 10, 15 
and 20 hp. sizes. Primary buying 
officials to be contacted in introduc- 
ing this product are plant manager, 
purchasing agent, superintendent, 
foreman and master mechanic.—The 
Standard Electrical Tool Company, 
Cincinnati, Ohio. MILL SUPPLIES, 
June, 1936. 


Hacksaw Blade 


“S-M” Molybdenum hacksaw 

blade for high speed cutting 
is made in 10-inch and 12-inch 
lengths, and in 14, 18, 24 and 382 
teeth per inch sizes for hand frames. 
Power blade sizes are 12, 14, 17, 18, 
21 and 24 inches and 4, 6, 10 and 14 
teeth per inch. Manufacturer states 
that blade is used for fast, economi- 
cal cutting on nickel; monel metal or 
stainless steel alloys; high speed, 
manganese or tool steel; phosphor 
bronze and similar hard alloys. Hack- 
saw is recommended for cutting 
solids, angles, channels, pipe, rails 
and similar shapes. Primary buying 
officials to be contacted in introduc- 
ing this product are purchasing 
agent, superintendent, maintenance 
superintendent, foreman, chief en- 
gineer and master mechanic. — The 
L. S. Starrett Company, Athol, Mas- 
sachusetts. MILL SUPPLIES, June, 
1936. 


Flexible Belting 


Flexible belting called “Ply- 
tex” for high speed transmis- 
sion over small pulleys is made of 
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Socket 





“Lock-On” —a patent- 
ed and exclusive fea- 
ture of Blackhawk 
Wrenches. 


Millwrights like ““Lock-On”’ for over- 
head work. Sockets cannot drop into 
machinery or injure workmen below. 





There's nothing better than “Lock 
On” for high production nut setting. 
More nuts per socket mean low cost. 
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“T OCK-ON” sockets, handles and extensions, 
that “click” together, into one sturdy, effi- 

cient tool have won the respect and endorse- 

ment of mechanics and shopmen in industry. 

In close quarters and hard-to-get-at places, 

especially, “Lock-On” saves time and temper, 

prevents accidents, conserves man-power! The 

sketches show only a few applications in which 

Hundreds of 
similar jobs for “Lock-On” are waiting to build 


“Lock-On” has proven itself. 


profitable socket-wrench sales for you! 


LET BLACKHAWK “LOCK-ON” 
CLICK PROFITS FOR YOU — 


as it is for other Mill Supply Dealers! You, too, 
will find the Blackhawk reputation an easier 
path to sales and profits. Your men will get a 
kick out of pushing these gleaming, matched 
sets of speedy, rugged DEPENDABLE Black- 
hawk Socket Wrenches—their large units of sale 
—generous profit spread—substantial reorders! 
Blackhawk business paper advertising —power- 
ful and consistent—plus forceful direct mail— 
is driving Blackhawk profits “right down your 
alley.” The Blackhawk Sales Department offers 


real cooperation. Write? Right! 


BLACKHAWK MFG. CO., Milwaukee, Wis. 


Sole Canadian Distributor 
The Canadian Fairbanks-Morse Co., Limited 
Branches in all Principal Cities 


*’’Lock-On” is a patented Blackhawk feature. Sockets 
and attachments are locked securely to handles and 
extensions by a spring backed plunger in drive 
shank engaging unit hole in socket wall. Combina- 
tions are quickly disassembled by a built in thumb 


re'ease button. 


BLACKHAWK 
Socket Wrenches 
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specially constructed 
silver duck fabric, with high-test 
skin friction between plies and 
furnished in 4, 5, 6 and 7 plies from 
one to 8 inches. Manufacturer states 
that one of the outstanding features 
of belting is extreme flexibility, as- 
suring positive transmission, no 
matter how great the operating speed 
or how small the pulley application. 
Primary buying officials to be con- 
tacted in introducing this product 
are plant manager, purchasing agent 
and maintenance superintendent. — 
Thermoid Rubber Company, Trenton, 
New Jersey. MILL SUPPLIES, 
June, 1936. 


light weight 


Oil Cups 





SENTINEL OR CONTROL LEVER 
ADJUSTING NUT 


CYLINORICAL FILTER SCREEN 
(80 MESH) 


RESISTANCE UNIT 


Two types of oil cups which 

combine the principles of sight 
feed oiler development with other 
features have been announced. Where 
a constant, slow flow of oil is de- 
sired, the Alemite Thermatic Oil 
Cup affords more reliable and eco- 
nomical bearing protection than ‘s 
provided by any conventional sight 
feed oiler, according to manufac- 
turer. It requires no other attention 
than filling and operates simply by 
expansion of air due to normal in- 
crease in temperature of running 
bearing. Even when not in use, ma- 
chines fitted with thermatic oil cup 
are always ready for operation for 
daily fluctuation of room tempera- 
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tures will start an occasional flow of 
oil, keeping bearings of idle ma- 
chinery lubricated for more than a 
month without refilling cups. There 
are no moving parts in cup. Air ex- 
pansion forces oil from bottom of air 
chamber and supply is replaced from 
cup reservoir by gravitational action. 






































The Heavi-Lift 
EA-11. 
Capacity 20 tons. 


Inlet in base of cup admits air to iV (4 Yar 
maintain pressure on oil. Air vent Saal A is 

in filler tube is placed as to prevent an 

dirt getting into cup. Microflow cup Six hundred tons of concrete easily 
is adapted to bearings which require jolted loose with a Blackhawk 75- 


continuous flow of oil in small, ad- — ee oe Sen Ae AY 
justable quantities. It is fitted with a ee ee naus 
resistance unit, and larger opening in + 

discharge valve which assures un- 
hampered flow of oil. Additional | 
features are special filler hole cap 


which covers hole so no dirt can get Yawk of 
in, and enough air admitted to pro- B ac an e 
vide adequate pressure on oil. Large lete 











lass-covered opening provides clearer 
t <aien of sight feed chamber. Pri- Wis com er} 
t mary buying officials to be contacted 1 ‘* Pow 
d in introducing this product are pur- 1C 
" chasing agent, superintendent, main- ara 
. tenance superintendent and master Y 
. mechanic. — Alemite Corporation, 
r 1886 Diversey Parkway, Chicago. | 
: MILL SUPPLIES, June, 1936. 
‘ HE universal adaptability of rug- 
° ged Blackhawk Hydraulics is in- 
t 3 Vertes’ Wontee dicated by the illustrations on this 
t — _ = , page. Throughout industry, there are 





hundreds of similar applications 

ss This 50-ton Blackhawk built into 
where concentrated hydraulic power portable bending press. “Cold” 
provides the one right way to do the bending in one day equal to two 
work. Jobs of lifting, bending, mov- oe cress. WOR bend 
ing. shaping — all can be handled 
efficiently and safely with Black- 
hawk’s tremendous power, under 
micro-precision control. In many cases 
jobs which formerly required “heat- 
ing” can be done “cold” — quicker, 
and with lower labor costs. 
And Blackhawk Hydraulics — with their com- 
plete range of power capacities—1 to 75 tons re gh ‘saeneigae - k set up for 
—enable you to supply exactly the right size ee eS Senet ee 
and type of rugged, dependable hydraulic jack 
for any of those “tough assignments.” Easy to 
“set up.” easy to operate, readily adapted to 
hundreds of industrial uses— Blackhawk Hydrau- 
lics offer the alert Mill Supply Dealer hundreds 
of opportunities to “jack-up” sales and profits. 











Gauge Jacks~-7 to 75 ton models 








The outstanding feature of 
this 75 ampere vertical welder 
is the stable high speed arc, ac- 
complished through combining mag- 
netic bridge as a part of main pole | 


Do you want the complete story on Blackhawk 
Hydraulics? Just write, and we'll deliver! 





BLACKHAWK MFG. CO., Milwaukee, Wis. 


it " | Sole Canadian Distributo: Nothing like Blackhawk hydraulic 
Yr assembly and spreading pole shoes The Canadian Fairbanks-Morse Co., Limited power for bridge construction work 
na wider around holes in which stabilizer Branches in all Principal Cities Instant power—either horizontal or 


coils are embedded. Mounted atop 
generator is a heavy duty, 5 hp. 
squirrel cage motor of drip-proof 
construction. Motor is operated by 
push buttons and equipped with no- 
voltage release and overload protec- 
tion. Connections are available for 
110 to 550 volts or for special volt- 
ages of 2 and 3 phase, 60 and 50 
cycles. Unit is capable of handling 
work as light as 24 gage. It is 153 
incnes in diameter, 41 inches high and 
weighs 600 pounds. It is furnished 
with stationary or wheel truck | 


upright position. 





ip 


Hydraulic Jacks 
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Buy If 1:4 @ 1016] mn A@10) 
DISTRIBUTOR."'—that's what 
Starrett 


Advertising _ tells 


your customers. When they 
Starrett 


come to you for 


Tools, will they find your 
stock complete? Do you need 
extra copies of the new, re- 


edition of 
Catalog 25 EG? 


vised Sirlaachal 


THE L. S. STARRETT CO. 


ATHOL, MASS., U.S.A 


Sell | 
Starrett 
Tools 





lie principle. 
| exposed, 3-ton rack and pinion press, 
|adjustable speeds and leverages, ball | 
| bearing hand wheel, handcrane ad- 


| sylvania. 
| 1936. 


mountings or with lifting bail. 


in introducing this product are plant 


|manager, purchasing agent, superin- 


tendent, foreman and chief engineer. 


— The Harnischfeger Corporation, | 
MILL SUP-| 


Milwaukee, Wisconsin. 
PLIES, June, 1936. 


Hydraulic and Screw Press 











A complete line of hydraulic and | 
screw presses, including 25, 40) 
and 60 ton hydraulic presses and 25 
and 35 ton screw presses, have been | 
announced. Hydraulic press has pres- 
sure gauge, instantaneous release, 


|independent rack and pinion press, | 


quick table adjustment, quick adjust- | 


ment to work, test centers attached | 
\to press and 
| press embodies*same advantages as 
| hydraulic 


open frame. Screw 
press except that screw 
mechanism is used instead of hydrau- 
Unit has top of screw 


justment of table, open side construc- 
tion and test centers. Equipment also 
includes two malleable iron “V” 
plates for straightening work, one| 


|arbor, one “V” nose for screw. one| 
|plain nose for 
| blocks and necessary handles. 
|\mary buying officials to be contacted 


screw, two channel 


Pri- 


in introducing this product are plant | 


|manager, purchasing agent, superin- | 


tendent and foreman.—Wright Manv- | 


| facturing Division of American Chain 


Company, Incorporated, York, Penn-| 
MILL SUPPLIES, June, 


Vise and Portable Stand 


The combination vise and vise 

stand recently introduced has a 
vise taking pipe $ to 24 inches; stand 
including pipe bender up to % inches, | 
oil can recess and slots for wrenches, 
cutters or stock, three folding legs | 
all in one secure unit, and a chain| 


| which is attached to secure legs to- | 
| gether 


when stand is folded. A 
choice of two pipe vises is o 
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Pri- | 
|mary buying officials to be contacted | 


JIGNAL 


2 inch 








STANDARD DUTY 
Bal Bearings 


When we say here’s a 
better drill for less money 
—a real profit maker— 
we mean just that. It’s got 
everything you expect in a 
much higher priced tool. 
Write today for complete 
information and the most 
interesting discount you 
ever saw on drills. 


This Display 
Stand 


furnished free to 
distributors with in- 
itial order—vwill ac- 
commodate one 4 
inch and two 3 inch 
drills and 10” wide 
— made of wood 
finished in dark 
green—31}4” high—an attrac- 
tive display fixture that really 
“shows off” drills. Order now. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan 
Offices in principal cities. 

















BELMONT 
DISTRIBUTOR SALESMEN 
GET THESE [MPORTANT 


| _’ : a 
one with regular three jaws and the | S A :, E ~ H E L P S = 


: other with new type broad jaws 

; which grip pipe along entire length 

i without marring. A feature of vise 
is frictionless bearing in form of 
hardened steel disc which sets be- 
tween screw and upper jaw. I-beam 
structure gives greater strength to | 
vise wi ighter constructi accord- | : ’ 
ing to oie hice yd to give salesmen greater returns on their sales 


ing officials to be contacted in in- 








To make Belmont Packings easier to sell and 


troducing this product are plant | efforts. 
7 manager, purchasing agent, superin- | 
E tendent, maintenance superintendent | 7 , 
and foreman.—Armstrong Manufac- | 1—The Belmont Series of folders, each devoted to a specific 
Pe turing Company, Bridgeport, Con- | : . a cz. 
: : , talog in miniature) to SAVE THE PA 
3 necticut. MILL SUPPLIES, June, | service (a ca & ) 


1936. ING BUYERS’ TIME. 


2—The SAMPLE KIT. Every distributor’s salesman is 
supplied with this kit . . . it shows the major styles 


Hack Saw Blade 


and helps buyers to proper selections . . . it displays 
Belmont QUALITY. 


3—ADVERTISING. In the leading trade magazines. 
70,000 messages monthly, reaching those who specify 
or buy packings. 


4—The new catalog No. 33. A complete display of the 


entire Belmont Line with recommendations covering 





every type of service. 


Nu-Mol hack saw blade, offered 

by the manufacturer as the most 
advanced development in general-pur- 
pose hack saw blades, has wear re- 
sistance, predetermined by research 
and experimentation, said to estab- 
lish new value and new economy in 
hacks saws for average run of work. Belmont Sales Stimulators help to get 
Where carbon and molybdenum blades 
have previously been used, it is 
claimed that Nu-Mol is_ proving 
tougher, stronger, more productive 
and economical, especially in hand 
use where blades must stand extreme | 
abuse, and in power use where small 
stock, stacked and bundled, subjects 
hack saw blades to undue strains. 
Nu-Mol blade is made standard 
length, width, thickness and teeth. 
Primary buying officials to be con- 
tacted in introducing this product are 


plant m or, hasing agent, su- 
perintendent, motatenance superinten- THE BELMONT PACKING & RUBBER CO. 
sr prise Mae Ay col — Butler & Sepviva Streets Philadelphia, Pa., U.S. A. 


Sons, Incorporated, Philadelphia. 
MILL SUPPLIES, June, 1936. 


“There Is a Belmont Packing for Every Service” 


customers and keep them satisfied. 
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alve 
value 


OINT out to your customers the 

extra weight, the’ clean-cut ma- 
chine work, the exceptional finish, 
the many refinements in design of 
body, bennet and operating mecha 
nism of any Kennedy Valve. Then 
show them its comfortable firm-grip 
handwheel and smooth easy opera- 
tion. 






















Fig. 89 
KENNEDY 
Heavy Standard 
Bronze Gate 
Valve 


These are some of the features that 
proclaim every Kennedy Valve to 
be extra value. You will find that 
they sell easily and provide the 
satisfactory service that assures re- 
peat orders. 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 











VALYES~PIPE FITTINGS~FIRE HYDRANTS 



































Not a mere “Surface Dressing” 
CLING-SURFACE STANDS ALONE 


When you sell Cling-Surface, you sell no mere “surface dressing,” 
but a preservative treatment that lengthens belt life—as well as 
stops slipping. Cling-Surface penetrates into every fibre of porous 
belts, lubricates, waterproofs, energizes, constantly maintains 
pliability—and is equally valuable for non-porous belts. 


In a field crowded with by-products, Cling-Surface is known as 
one product specially manufactured for the purpose, which can 
be depended upon to benefit the belt from the day it is applied. 


It contains no rosin or other harmful elements. 


Stopping slip is only half of Cling-Surface’s job. Its preservative 
qualities save hundreds of dollars annually in belting costs alone. 
50,000 plants use Cling-Surface—a trial usually sells it “for life.” 


If you do not stock it, write for details 


CLING-SURFACE COMPANY, 1017 NIAGARA STREET, BUFFALO, N. Y. 


CLING-SURFACE 


Preserves Power Belts— Prevents Slipping 
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Splash-Proof, Squirrel Cage 
Motors 





l A complete line of splash- 
proof, squirrel-cage motors in 
all ratings from 4 to 200 hp. for con- 
stant and multi-speed, continuous or 
intermittent duty in all voltages and 
cycles, for any torque and starting 
current have been announced. It is 
claimed that construction provides 
protection to inner parts from splash 
or spray, yet permits proper ventila- 
tion by smal openings in bottom of 
end brackets for air intake and 
louvres in frame cover underneath 
motor for air exit. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, main- 
tenance superintendent, chief engineer 
and master mechanic.—The Imperial 
Electric Company, Akron, Ohio. 
MILL SUPPLIES, June, 1936. 


Electric Hand-Saw 





l An electric hand-saw of com- 

pact design, known as Model 
“77” has just been placed on the 
market. Unit is 18 inches long and 
weighs 15 pounds. It is fitted with 
7-inch blade and cuts 2} inches in 
wood; will cross-cut 2 inches rough 
lumber and bevel-cut 2 inches dressed 
lumber at 45 degrees. Blade has free 
speed of 3,600 R.P.M. and is protected 
by automatic spring-operated tele- 
scopic guard that rotates on bearings. 
Frame is made of special die-cast 
aluminum alloy. Blower arrange- 
ment is built into upper guard which 
keeps line of cut free from sawdust. 
Manufacturer states that designing of 
frame and handle gives tool perfect 
balance and unit has greater cutting 
speed and better balance. Primary 
buying officials to be contacted in in- 
troducing this product are purchasing 
agent, superintendent, maintenance 
superintendent, chief engineer and 
master mechanic.—Skilsaw Incorpo- 
rated, 3310 Elston Avenue, Chicago. 
MILL SUPPLIES, June, 1936. 








Self-Aligning Bearings 





24-176 BALLS 


1 A new group of ball bearings 

which combine internal self- 
alignment with double grease-shield 
protection has been introduced, de- 
veloped primarily to meet require- 
ments of aircraft industry, but are 
expected to have other industrial ap- 
plications as well. Bearings are of 
double-row type, two rows of balls 
operating on spherical race sur- 
face on outer ring to provide in- 
herent self-alignment for shaft 
misalignment up to 10 degrees. 
Double metal shields are joined to 
outer ring and maintain a minute 
but constant clearance from inner 
ring at any position of self-align- 
ment. Units are supplied pre- 
packed with lubricant. Rings and 
balls are of SAE 52100 steel, rings 
are cadmium plated on exposed sur- 
faces. DKS-3 has static radial non- 
brinell capacity of 900 lbs. and static 
thrust non-brinell capacity of 190 Ibs. 
Capacities for larger DKS-4 are 
1,100 lbs. and 240 lbs. respectively. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent and foreman.—The Fafnir 
Bearing Company, New Britain, Con- 
necticut. MILL SUPPLIES, June, 
1936. 












Dumore faithfully tries to leave no stone unturned in co-oper- 
ating with Distributors and their salesmen—in searching out 
prospective grinder sales, right in their own back yards. The 
latest action (and one that is proving most effective) is the in- 
sertion of Dumore Distributors’ names in the full page adver- 
tisements read by lathe and hand grinder users. Dumore invites 
you to ask for help in uncovering prospects and clinching sales. 
Just send in a list of names and watch Dumore’s sales promotion 


department go to work. 


Stock Dispensing Rack 





oo a 
precise iF ive 


ny wv 
09 atl 
oo 





o 
A 5 ¥ 





MAIL THIS COUPON 


THE DUMORE CO., Dept. 166-F 





Racine, Wis. 
» I am attaching a list cf prospects for Dumore 
1 According to manufacturer, Grinders 
this shim stock dispensing Name 


rack saves handling, material and Company 
space both in stock room and out in GRINDERS — ie : 
shop. It keeps all sizes of stock to- : 
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U. S. Portable Surface | 


Grinder-—A.C. or D.C. 
Motor Type. 


U. S. Veriical Feed 
Angle Plate Grinder. 


Fine quality at competing prices has won | 
wide acceptance for U. S. Portable Electric | 


Tools wherever such tools are used 
Broad sales opportunities exist for 
grinders shown above. The Surface Grinders 
are available in various types for grinding 
buffing, polishing, and dressing in foundries, 
machine shops, railroad shops, drop-forging 
plants, locomotive works, sheet metal ‘plants, 
andthelike. The 
Vertical Angle 
Plate Grinders 
are for use on 
shapers, planers, 
boring mills, and * 


lathes. Applica- 
tions are grinding | 1, FULL LINE 
2. SUPER-QUALITY 


centers, reamers, 
cutters, dies, 

3. ECONOMICAL 
PRICES 


rolls, journals 

crankshafts, 
4. PROTECTION 
5. GOOD PROFIT 


and surfaces 
Other Type 
6. SALES AID 
* 





Sold under U. S. Six 
Point Certified Dis- 
Plan 


tributor 


U. S. GRINDERS 


Include: 
portable . pedestal . 
tool post . flexible 
shaft . internal . sur- 
face . adjustable speed 
+ high speed . snag- 


PAA A sound foundation 
, ete. 


for electrical tool 


Write dedi for our sales profits. 


new catalog and our 
profitable sales terms 


The U.S. ELECTRICAL TOOL CO. 
2498 West Sixth St. Cincinnati, Ohio 


In Canada 
Maple Leaf Electric Tools Ltd., Toronto 





the | 


| 
| 
| 








DRILLS -BUFFERS-GRINDERS® 


THE STANDARD OF 
SINCE 1897 


QUALITY 


| 


gether in one place and holds all 2 by 
9 laminated brass and thin shim stock 
in wall space smaller than most wall 
calendars occupy. Exact amount of 
thin shim stock is pulled through slots 
in the cartons and cut off, preventing 


| cut and scratched hands, and eliminat- 


ing damage and waste of paper-thin 


material in handling, the manufac- | 


turer states. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent, mainte- 
nance superintendent and master 
mechanic.—Laminated Shim Com- 
pany, Long Island City, New York. 
MILL SUPPLIES, June, 1936. 


Cutting Attachment 


l Oxweld type CW-22, a new 
oxyacetylene cutting attach- 
ment, incorporates features of design 
and possesses a range and quality of 
performance which permit it to 
handle light sheet metal as well as 
all but heaviest work at speeds and 
efficiency equal to those of full 
size cutting blowpipe. Attachment 
operates on low-pressure or medium- 
pressure acetylene, and it can be 
used on either the Oxweld type W-17 
or W-22 welding blowpipe handle. 
Unit has streamline injector and im- 
proved type cutting valve, with re- 
movable seat, centralized under cut- 
ting lever. Mixed gas passage is 
formed by three Ambrac tubes. 
Length, and four 90-deg. changes 
of direction, afforded by this type 
of construction give exceptional 
flashback resistance. Body of unit 
is of pressure-forged bronze and 
head is a manganese bronze forging. 
Primary buying officials to be con- 
tacted in introducing this product are 
purchasing agent, maintenance super- 
intendent and master mechanic.—The 
Linde Air Products Company, 205 
East 42nd Street, New York City. 
MILL SUPPLIES, June, 1936, 


Welding Hose 


l 5 Siamese welding hose molded 

in one unit, has two distinc- 
tively colored outer casings making 
instant identification of oxygen and 
gas lines possible. It is available 
in any length up to 500 feet. Other 
features are its Siamese construc- 
tion; flexibility; non-blooming _in- 
side lining; super-twisted, long fibre, 
cord reinforcement and _  auto-tire 
quality exterior casing. Manufac- 
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CHICAGO RAWHIDE 


(CT-Tols-Meslale| 
Pinions 


Wherever 
Gears Grind or Chatter 
you have a prospect for 


Chicago Rawhide Pinions 


In every plant, on many drives and 
machines, there are points where 
“Chicago Rawhide” Pinions could 
end destruction, vibration and 
chatter, and silence nerve racking 
noise. Resilient and laminated they 
deliver the full load, withstand 
shock and are the most durable of 
all ‘‘soft’’ gears. Meshed with metal! 
they save drives for they take all 
the wear. Make it a rule to check 
“Chicago Rawhide”’ for every gear 
application. Cut gears or blanks 
are available in any size or shape. 


There’s Money in Selling 


Gears. Among your regular customers 
there is a volume of gear busines; to be 
had. The problems of profiting on this 
demand has been largely one of source—a 
single source for all types of gears, regard- 
less of material, size, shape or pitch. To 
the industrial distributor ‘“‘Chicago Raw- 
hide’’ offer reliable sources for all gears. 


All Types, All Sizes, All Pitches 


“Chicago Rawhide”’ 
lron 
Steel 
Brass 
Fabroil 
Bakelite 


Write for 
Gear Catalog 


Chicago Rawhide Mig. Co. 
1290 Elston Ave. 
Chicago, U.S.A. 


Branches 
New York 
Boston 
Philadelphia 


Cincinneti 


Pittsburgh 
Cleveland 
Detroit 


St. Louis 














turer claims that hose will not roll 
underfoot, is easily spliced and can 
be used with standard fittings. To 
attach hose connections or to repair 
in event of accident, split lines by 
cutting along joint line with sharp 
knife. Siamese binder, attached in- 
stantly without tools, prevents 
farther unintentional splitting. Pri- 
mary buying officials to be contacted 
in introducing this product are master 
mechanic, purchasing agent, plant 
manager, superintendent and mainte- 


nance superintendent.—C. H. Dock- 
son Company, Detroit, Michigan. 


MILL SUPPLIES, June, 1936. 


Bench Grinder 





A heavy 


duty 4 hp. 
R.P.M. bench grinder, known 
as Number 562, with 6 inch by 1 
inch face wheels, has been announced. 


3,450 


16 


Unit has heavy. cast-iron guards, 
tapered end plates to allow room for 
grinding large or bulky work, and 
adjustable tool rests. Motor has no 
commutator, brushes or centrifugal 
switch. It is claimed by manufac- 
turer that adverse starting conditions 
or overloads will not burn out grinder. 
Primary buying officials to be con- 
tacted in introducing this product 
are plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, foreman and master me- 
chanic. — Baldor Electric Company, 
St. Louis, Missouri. MILL SUP- 
PLIES, June, 1936. 


Tapping Attachment 


l A high speed friction tapping 

attachment, which is equipped 
with new type of tap holder, known 
as “Tru-Grip” tap holder, is claimed 
to considerably increase tapping ac- 
curacy. Due to lightness of tap 
holder, fly-wheel effect is reduced to 
minimum, according to manufacturer. 
Weight of tap holder is 24 ounces, in- 
cluding spring collet and _ chuck 
spindle. One spring collet for each 
size of tap shank is incorporated in 
unit. Chuck spindle and tap holder 
is one piece. Other advantages 
claimed for tap holder are clear 
vision without stooping or sitting; 
less tap breakage, more sensitive, de- 
creased wear on tapping attachment 
mechanism and no protruding parts. 
A peep-hole is provided in order that 
operator may see square of tap in 
proper place. Wrenches for locking 
and loosening taps, together with set 
of four collets are furnished with 











FOR HAND TRANSFER 





FOR HYDRAULIC POWER 


Me) 


FOR GAS AND OIL 


FOR HEAVY LIQUIDS 





Tees cameee 






DEDENDABLE- SINCE 1857 
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If you are sincerely looking for a “quick sale— 
good profit” product, by all means investigate Roper 
Rotary Pumps. Your market is limited only to the 
extent of your efforts. Your contacts are already 
made, paving the way for quick sales to manufac- 
public utilities, mines, 


turing plants, contractors, 


quarries, ete. 


(only two moving parts) is the 
Not only 
does this feature “sell” prospects but the average 


The Roper pump 
simplest rotary design on the market. 


salesman can, in a very short time, grasp the fun- 
damentals, intelligently talk “pumps” and estimate 
When difficult 


tions are to be figured, our staff of Sales Engineers 


ordinary pump problems. installa- 


will be glad to cooperate. 





Well known to the trade, Roper Rotary Pumps are 
built in a variety of sizes from 1 to 700 gallons 
Write 
today for bulletin MSR-1 and complete details. 


per minute against pressures up to 750 lbs. 


GEO. D. ROPER CORP. 


ROCKFORD, ILLINOIS 


Sas 


FOR GENERAL USE 





FOR MACHINE TOOLS 


UMDS 













START NOW 





TO MAKE 
MONEY WITH 


“SUPERFLAKE” 
GRAPHITE PRODUCTS 








EASY SELLING — 


because there is the right product 
for every need. 


WIDELY USED — 


because these products give full 
satisfaction and users standardize 
on them. 


PROFITABLE — 


because of large demand and count- 
less opportunities for new business. 


Some of their uses are: 


“Superflake” Graphite (large flake) for 
use on heavy or loose bearings, cylin- 
ders of blowing engines, packings, gas- 
kets, flanges, ete. 


“Superflake” Graphite (small flake) for 
use on close fitting bearings such as 
engine cylinders, valves and valve mo 
tion, packings, gaskets, pipe fittings, etc 


‘“Superfiake” Graphite No. 590 for use 
on spindles, bobbins and other parts of 
textile machinery, firearms, locks, en- 
gine cylinders, talking machines, ete 

“Superfiake” Graphite Paint used to 
protect all metal and other surfaces 
Comes in Natural Graphite, Jet Black, 


Dark Red, and Olive Green. 
“Superfiake’’ Graphite Pipe Joint Com- 
pound for use on flanges, gaskets, and 


all pipe connections where a waterproof 
compound is necessary. 


“Plumtite” Graphite Pipe Joint Com- 
pound for use on pipe lines carrying oil, 
gasoline, acid, steam, vapor, etc 


OTHER “SUPERFLAKE” 
MONEY MAKERS: 


Amorphous 
Graphite 

Colloidal 
Graphite 

Rust Solvent 


Graphite Cup 
yrease 
Penetrating Oil 
Railroad 
Lubricants 
Waterproof 
Grease 
Foundry 
Facings 


Automobile 
Lubricants 


Graphite Oils 


DISTRIBUTORS WRITE 


Get the details on our special Mill 
Supply House offer—ask for booklet. 


SUPERIOR FLAKE GRAPHITE CO. 


33 South Clark Street 
Chicago, Ill. 
























tapping attachment. Mechanism in 
attachment is enclosed in aluminum 
housing and precision ball bearings 
are provided. Reversing mechanism 
is of planetary type. Double-cone, 


| cork-faced friction clutch is also pro- 


vided. Primary buying officials to be 
contacted in introducing this product 
are plant manager, superintendent 
and master mechanic.—The Procunier 
Safety Chuck Company, 12 South 
Clinton Street, Chicago. MILL SUP- 
PLIES, June, 1936. 


Band Saw 


18 A metal band saw with flex- 
ible back and hard _ teeth, 
known as “Whale” type has been re- 


cently announced. Unit comes in two | 


types of steels, 


Number H, which | 


designates a very hard, tough and | 
durable steel, recommended for cut- | 
ting drill rod, high-speed steels, ma- | 
chine and stainless steels, tool steels, | 


cast iron, hard bronze and brass. 
Number T, designates a mild but 


tough steel, recommended for cutting | 


pipe and tubing, iron sheets, light 


angles, molding, soft brass and bronze, | 


sheet brass and drawn copper. Num- 
ber S set is standard set number for 
right, left, straight set, and desig- 
nated by the letter S, and Number W 
designates wavy set. Wavy set blades 
are made to order only, and are used 
for cutting thin sheet metal, tubing, 
wire, molding, and so forth. Both 
H and T steel saws are made in 
Temper K, a hard, tough heat treat- 
ment for cutting all hard metals, ac- 
cording to manufacturer. Temper L 
is a special temper, especially hard, 
and furnished for cutting slate, fiber, 
asbestos mill board and so forth. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, 
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superintendent, maintenance superin- | 

















—==VSEED 
PRECISION== 





See Your Local Dealer 


Wells titi, Band Saw 


for 
every metal using plant that 
wants to reduce time and 
labor metal cutting costs. 


for 


toolroom, 





and 
Portable, 


—can be moved anywhere, at 


maintenance 
production work. 
any time. No special instal- 
lation required. 
for 
all Hun- 


dreds of duplicates can be cut 


precision work. 


without showing a variation 
of .005”. 


No coolant required 
e 


Cuts any metal including 
alloys 

* 
Cutting time reduced 30 
to 50% 

e 


Learn more about its ad- 
vantages 


Send for illustrated cir- 
cular 


WELLS 


MFG. CORP. 


315 Seventh Ave. 
Three Rivers, Mich. 




















































tendent, foreman, chief engineer and 
master mechanic.—Forsberg Manu- 
facturing Company, Bridgeport, Con- 
necticut. MILL SUPPLIES, | 
1936. 


Barrel Storage Rack 





l An improvement in design is 

announced in this _ barrel 
storage rack, incorporating a new 
type rail clip which permits adjust- 
ment of barrel runners so that any 
type drum or barrel may be stored 
in standard storage rack. Adjust- 
able clamp now permits moving 
barrel runners in or out to conform 
to container handled. It also elimi- 
nates necessity for punching holes 
: for bolts in cross braces. Another 
3 new feature is new tie rods, which 
c are placed at extreme top and bottom, 
; facilitating tightening, according to 
manufacturer, and making it un- 
necessary to punch holes in uprights, 


, . . 
the latter now being in one solid ' =e 8 and there $a profit for you in 
iece. Primary buying officials to be ° 
ssatiadiad tu tebaieaien hie. showing caster users the facts. 


contacted in introducing this product 
“e ger rchasi agent 

are plant manager, purchasing age? The thcusands of factories now depending on Faultless Casters are 

an ample testimonial to their money-saving, production-speeding 











and superintendent.—Barrett-Cravens 


Company, 3255 West Thirtieth Street, | qualities. 
ies ¢ sj; pp mN > 
a MILL SUPPLIES, June, Here are casters that won't balk or stick—-won't crack up under 


years of punishing service. Fau'tless Casters are available with swivel 

turning on a Double row of hardened steel Ball Bearings and with 

Sander Hyatt Roller Bearings in the wheel—features which mean easy-swivel- 

ing, smooth-rolling act on—eliminating needless tax on workers’ 

strength. All Faultless Casters are tested products, proved to deliver 

le— 36 co 6O INCHES —> } extraordinary service . . . and offered in a complete range of sizes 

and wheel construction—semi-steel, rubber-tired, and hard or soft 
tread composition. 








You will find it profitable to handle fast-selling Faultiess Casters 
The line is complete—from the 3000 Ib. capacity Dreadnaught to 
small casters for lighter duty. Write today for the Faultless Catalog. 


FAULTLESS CASTER CORPORATION 
Dept. MS-6, Evansville, Indiana 











Branches Canadian 
in principal Factory: 
iti Stratford, 











Ontario. 





| cities. 
| 





2 A power-belt sander, made | Faultless Dread 

with 36-inch or 60-inch long Series NeaeE 
heavy steel work table, has light- Eeoring Sanne 
weight drums, V-belt drive and 4-h.p. spent -suae See 


° e Bearing Wheel. 
one-shaft motor. Material is sanded on ? 


top and “Stroker-Block” presses abra- 










{ sive belt against work over a large 
J area. Unit will also handle large 
curved edges, singly in multipl Ne. 200 Series Me. S00 Series, 
pnt: Tables» slide freely ene Boubte Bali , Rigid fe, with 
¥ Bear Swivel Rockite Hard 


guideways and end stops limit over- 
travel. With both drums and posts 
elevated, cand-belt is hig’ enough so 
the 4-inch thick stock can be sanded 


with i-steel . 
Hyatt Bearing Tread Whee 
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WHICH IS STRONGER? 
HERE ARE 25 HOOKS 
PULLING AS 25 UNITS 
EACH ONE BY ITSELF | | | . | 
apy | Wasa 14. 
EEE ut 
PPE EY 
" mi lal en) bel Led Led Led Lew , 
eee 


HERE ARE 25 SAFETY 
HOOKS PULLING AS 
ONE UNIT HELD BY THE 
STEEL BINDER BARS 


‘“*In Union There Is Strength’’ 





These are the pictures, and these are the few words which 


SAFETY DISTRIBUTORS are using with telling effect— 


the pictures and the words that are daily converting many 
to the use of 


Safety Belt Hooks 


WITH THE STEEL BINDER BARS 
Today’s Standard 
“Eventually—Why Not (stock them) Now” 


Safety Belt-Lacer Co., Factories Bldg., Toledo, Ohio 














KSON 


DOWMETAL GOGGLES 


mn Every industry needs cies Feather- 
Distrib weight DOWMETAL GOGGLES. They 
istributors from give users a new and almost unbelievable 
Coast to Coast goges of enna — Cutqned te fit - 
aces — simple, positive nose bridge ad- 
are MAKI NG justment — lenses for every hazard — made 
MONEY with of DOWMETAL which is 36% lighter 
this line than Aluminum, truly Feather-weight. 
Write for information and looseleaf catalog 
° sheets covering this fast selling item. 








C. H. DOCKSON CO., 2885 E. GRAND BLVD., DETROIT, MICH. 
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on work table, 5 inches on mounting 
plank. Hand controls and positive 
locks are also provided and keys to 
prevent misalignment. Large bronze 
bearings are another feature. Pri- 
mary buying officials to be contacted 
in introducing this product are plant 
manager, superintendent, maintenance 
superintendent and foreman.—Wil- 
liam B. and John E. Boice, Toledo, 
Ohio. MILL SUPPLIES, June, 1936. 


Float Box 


2 Designed primarily for oil 

and chemical industries 
where highly volatile fluids are han- 
dled, a packless float box with flexible 
diaphragm, has ball joint construc- 
tion which forms a positive, fixed 
seal, according to manufacturer. 
Ball is in halves and is tightly se- 
cured to diaphragm by a nut on end 
of protruding stem on which lever 
bracket is mounted. Pressure thrust 
is carried by ball-joint, out-board side 
of which is lubricated with long-life 
graphite grease. Primary buying offi- 
cials to be contacted in introducing 
this product are purchasing agent, 
maintenance superintendent and chief 
engineer.—Davis Regulator Company, 
Chicago. MILL SUPPLIES, June, 
1936. 


Supports for Grinders 


22 > Ean, “SS > “Oe 
versal” and “Plate” type sup- 
ports, recently announced, are of 
entirely new design, making it pos- 
sible to use Ideal grinders on prac- 
tically any type of machine, accord- 
ing to manufacturer. In cases where 
standard brackets and this new line 
of supports are not applicable, by 
slight modification in design and con- 
struction, one of the existing supports 
can be used. “O.E.” type support is 
designed for attachment to motor so 
that grinding tool with its resur- 
facing element is mounted on rigid 
and inflexible’ base. Grinder as 








mounted on “O.E.” support between 
brush holders, allows for resurfacing 
without dismantling brush holders or 
rigging. “T.O.” type is designed for 
attaching to brush yoke and bearing 
pedestal. “W” type is used for 
mounting grinders on larger excitors, 
motors and generators, and attaches 
to main frame of machine. “Uni- 
versal’ type attaches to main housing 
and bearing support, and “Plate” 
type is for smaller units and at- 
tached to end bell of motor. Primary 
buying officials to be contacted in in- 
troducing this product are purchasing 
agent, maintenance superintendent, 
chief engineer and master mechanic. 
—Ideal Commutator Dresser Com- 
pany, Sycamore, Illinois. MILL 
SUPPLIES, June, 1936. 


Milling Machine 








2, This dual-purpose milling 

machine serves either as a 
high-speed, semi-automatic miller or 
regulation hand miller. Power table 
feed is cam operated, which makes it 
possible to obtain any desired table 
speed or combination of speeds, and 
changes of table speeds and direction 
are controlled by a single cam and 
lever. Hand operation is effected by 
a conveniently located hand lever. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, 
superintendent and master mechanic. 
—U. S. Tool Company, Incorporated, 
Ampere, New Jersey. MILL SUP- 
PLIES, June, 1936. 


Duplex Hose 


2 A type of rubber tubing, or 

hose (Supero Siameez), espe- 
cially designed for welding equip- 
ment and similar services, has just 
been placed on the market... Twin 
hose are simultaneously molded with 
connecting web between them, so that 
cross-section resembles the figure 8. 
A single length of this non-kinking 








... AND YOU'LL BE 


6, 






McKAY CHAIN IS: 


(1) Backed by more than half a century 
of satisfaction. 
(2) Made in large, modern plants, by 
skilled workmen of long experience. 

(3) Subjected to rigid tests and inspections 
every step of the way. 

(4) Fitted to modern needs, through constant 
research and betterment. 

(5) Furnished promptly in any size and grade 
you need, 

Youll “go to town” with the McKay Chain line. The 


McKay Company, McKay Bldg., Pittsburgh, Pa. (For- 
merly U. S. Chain & Forging Co.) 


YOU'LL SELL MORE CHAIN 








Packaged 
Right 


for your convenience/ 
ALL OUR BOLTS ARE PACKED IN 
STURDY CARD BOARD BOXES AND 

PACKAGES. THEY ARE CONVENIENT 
TO HANDLE AND STACK WELL ON YOUR 
SHELVES. EACH BOX PLAINLY MARKED 
WITH ITS CONTENTS. 

OUR PRICES ARE 

RIGHT AND DELIV- 

ERIES EXCEP- 

TIONAL / 


eerie. 


rrr rerreer ere rti rite 







Southern 
Representative 


JOHN K. WILSON CO. 
807 Whitaker Bldg., 
Baltimore, Md. 


_GLARK BRosfort(b _ 


Charles Street 


Ee MILL DALE, CONN. 
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@“?M NOT 
GAMBLING ON 


“That’s why I put in the 
ARRO line. ARRO Expan- 
sion Bolts are built to last. . 
they're not affected by oxygen, 
moisture, or alkalies. And, too, 
our markets and our margins 
are protected by ARRO’s strict 
policy of selling only through 
jobbers, and that protection 
means a lot to me. 

“The ARRO qualities 
make it a quick moving, fast 
selling line. I wanted a quick 
turnover, and that’s what I’m 
getting with ARRO Expansion 
Bolts and Allied Products.” 


extra 


This ARRO protection is avail- 
able to every jobber. Write for 
catalog and confidential jobber 
prices. 


ARRO EXPANSION 


MARION, OHIO 


a 


Ps 
REG. US. PAT. OFF. 


BOLTS 


And Allied Products 


152 


| hose is 


EXPANSION BOLTS” 


BOLT COMPANY 


Originators of Cadmium Plated Expansion Bolts 


WARROE=> 
EXPANSION 


SOLD ONLY THROUGH JOBBERS 


7 
; 
i 
} 





all 
| equipment which heretofore has re- 
quired two separate lengths, accord- 


that is necessary for 


ing to manufacturer. Hose is of 
| Supero construction, with special 
cord-wound reinforcement between 
first and second braid, giving it much 
higher burst limit than ordinary 
welding tubing. With 4 inch size 
burst is 2,000 pounds. Hose is made 
with individual hose in different 
colors—red and black or red and 
green, for example, or with both hose 
lines same color. Connecting web 
| may be cut down with carborundum 


wheel the distance required for at- | 


taching hose to separate outlets. Pri- 
mary buying officials to be contacted 
in introducing this product are pur- 
chasing agent, superintendent, main- 
tenance superintendent and welding 
foreman 
Company, Wilmington, 
MILL SUPPLIES, June, 1936. 





Bending Brake 





Light in weight, weighing 
265 pounds, this “air condi- 


\2 


tion” bending brake is 4 ft. 1 in. in | 


length with turn buckle adjustments 
for rapid adjusting for various thick- 
nesses of material and a graduated 
seale at 
work. 

hinge pins, liberal in size, hardened 
and ground. Upper jaw is box type, 
welded construction and lower jaw 
has welded reinforcements with 1-inch 


projection for offset work of struc- | 


tural shape. Bending leaf has angle 
iron welded underneath crotchwise. 
Three members are provided with 
truss rods for further adjustments. 
| Brake can be furnished in floor 
| or bench type. Primary buying 
| officials to be contacted in introduc- 
| ing this product are plant manager, 
purchasing agent, superintendent, 
maintenance superintendent, foreman 
and master mechanic. — Whitney 
Metal Tool Company, Rockford, IIli- 
nois. MILL SUPPLIES, June, 1936. 
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Electric Hose and Rubber | 
Delaware. | 


hinge lugs for duplicating | 
It is made entirely of steel | 












































PROFIT by 


_VINCENT-HUNTINGTON 
ACCEPTANCE 








Distributors everywhere are cashing 
in on Vincent-Huntington ACCEPT- 
ANCE. Vincent-Huntington Grinding 
Wheel Dresser Cutters are recognized 
throughout industry as tools of out- 
standing quality and economical service. 


For more than 26 years our company 
has been one of the foremost commer- 
cial heat-treating organizations in the 
country. We control the ‘Vincent 
Process” of heat treating, assuring uni- 
form hardening and tempering. Many 
great industrial plants specify ‘“Wincent”’ 
exclusively because of the low-cost and 

long service the name implies. 





Every Vincent Cutter 
| has 18 teeth for better re- 
sults. These Cutters are 
| milled, not stamped. We 
| make a complete line of 
Emery Wheel Dre:sers for 
shaping, truing, dressing 
and removing glaze on all 
kinds of grinding wheels. 
| And Vincent “AA” High 
Spzed Tool Bits are also 
profitable. 









Gverv 
VINCENT 
Cutter 
Has 18 
j Teeth 
| YN Count 
| Them / 


THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT MICH. 





| 




















Convention Sidelights 
(Continued from page 27) 





livered this sheet is Bill Cecil, | 
young son of C. B. Cecil of the 
W. O. Barnes Company, Incor- 
porated. | 


@ Long-distance travelers to the| 
convention included C. L. Cragin | 
and Truman Cragin of Cragin and | 
Company, Seattle; E. O. Ducom-| 
mun and Wayne E. Abel, Ducom- | 
mun Metals and Supply Company, | 
Los Angeles; W.. J. Frey of 
Christie-Frey Company, Los 
Angeles; John T. Potts, The 
Galigher Company, Salt Lake City; 
H. V. Waterman, Hendrie and 
Bothoff Manufacturing & Supply 
Company, Denver; J. C. Cowan, 
Alamo Iron Works, San Antonio; 
Jack B. Dale, Briggs-Weaver Ma- 
chinery Company, Dallas; R. E. 
Kelleher, C. T. Patterson Company, 
Incorporated, and Edward FF. 


Stauss, Oliver H. Van Horn Com- | 
pany, Incorporated, both New| 


Orleans firms; H. A. Nichols, 
Weaks Supply Company, Limited, 
Monroe, Louisiana, and the ever- 


faithful J. L. Pitts, Brown- 
Roberts Hardware and Supply 
Company, Limited, Alexandria, 
Louisiana. 


@ As usual the four bills (not the 
kind you get at the end of the 
month), Bill Ryan, Bill Hunter, 
“Bill” Quigley and Bill Ross, got 
together for their annual conven- 
tion tour of the golf course. This 
year Ryan and Hunter, the two dis- 
tributors, teamed up and won by 
what is known as the manufac- 
turers’ playing customers golf in 
spite of Quigley’s low score. 


@ At the executive session of the 
American Association, Dave Jones 





“AIRFLOW” 
PROPELLER FANS 


Like the entire National line, 
National Propeller Fans are ex- 
pertly engineered and staunchly 
constructed to fully meet the 
expectations of the most par- 
ticular buyer. National bulletins 


list ventilating and air conditioning equipment for every 


need. Send for them. 


NATIONAL FAN AND 


BLOWER CORPORATION 
CHICAGO, ILL. 


543 W. Washington Blvd. 







PLACES WITH THIS LINE 


Here is a complete line of highest quality air 
conditioning equipment priced to meet the 
most severe competition, yet offering a most 
satisfactory pr.ofit to 
wholesalers and dealers. 




















presented Lou Knouse, retiring 
president, with a watch, a gift | 
from the members. 


® Guy Donahue, of the bridging and | 


golfing Donahues, was there. Just 
a few days prior to the convention 
Guy had played a round of golf 
with Lawson Little, noted golfer, 
just turned professional. Guy plays 
the kind of golf which enables him 
to feel at home in any company. 
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Use these points 
to make sales. 


MERIDEN, CONN., U. S. A. 





THE 
POINTS OF 
PREFERENCE 


1. Renewable Tool Steel 
Jaws. 

2. A Swivel with the 
strength of a solid 
back Jaw. 

3. Solid Steel Bar Slide 
Strengthener (Supe- 
rior series). 

4. Improved Saddle and 
solid underportion. 





5. Handle that stays put. 

6. Castings of Parkco 
Metal. 

7. Extra strong nut and 

screw. 
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Greenfield Tap Acquires 
Detroit Plant 


® The Greenfield Tap and Die Cor- 
poration, Greenfield, Massachu- 
setts, announces the acquisition of 
the plant, facilities, experience and 
good-will of the J. M. Carpenter 
Tap and Die Company; Detroit. 
This plant will be operated as a 
branch of the Greenfield concern. 
This plant will be operated as a 
branch of the Greenfield concern. 

The new plant will be under the 
management of Alfred LaPierre 
who, for a number of years, has 
been superintendent of the gage 
department at Greenfield’s main 
plant in Greenfield. He will be as- 
sisted by the following: Versil 
Annis, who will be office and mer- 
chandise manager; Glenn Stimson, 
who will have charge of engineer- 
ing, and Roy Peterson, metal- 
lurgist, in addition to the Car- 
penter office and factory employees 
who will be absorbed by Greenfield. 
Al Kiehne, who worked for Green- 
field for a number of years, and who 
has more recently been employed 
by the Carpenter organization, will 
continue as chief inspector. 

John Penny, who has been in 
charge of Greenfield sales in the 
Detroit area, will be district sales 
manager. Greenfield’s present De- 
troit sales force, which consists of 
three men, will be augmented by 
the two former Carpenter sales- 
men, Messrs. Richmond and Willis. 

F. A. Smith, general manager, 
further announces that in line with 
present pace set by the automotive 
industry, the plant will be com- 
pletely modernized and equipped to 
furnish special taps on a delivery 
schedule of one or two days after 
receipt of orders and efficient serv- 
ice maintained at all times. 


@One of the worthwhile things 
missed by those who didn’t get to 
the convention was the handsome 
book of advertisements—‘Firing a 
Big Gun in the Industrial Distrib- 
utor’s Drive for More Business,” 
given out by Jenkins Bros. This 
book reproduced six advertisements 
which will appear in “Mill and 
Factory” and “Purchasing”; tell- 
ing 29,791 executives and purchas- 
ing agents how they can profit by 
buying a larger percentage of sup- 
plies through distributors. 

Distributors were loud in their 
praise of this advertising cooper- 
ation, and Farnham Yardley, presi- 
dent of Jenkins Bros., was busy 
acknowledging the appreciation not 
only of distributors who sell Jen- 
kins valves, but also those who 
handle competitors’ products. One 
of the most interesting things 
about the campaign is its single 
purpose. It makes no attempt to 
sell anything but the industrial 
distributor. Jenkins Bros. steps out 
of the advertising completely after 
paying the bill and stating in small 
type that they “sell only through 
distributors because Jenkins’ cus- 
tomers are served better and more 
economically than they could be 
through direct negotiation.” 

Another unusual feature of the 
campaign is its high dramatic 
quality, in spite of the fact that 
the text is chock-full of dollars- 
and-cents reasoning. Examples re- 
produced here illustrate the power 
that is bound to intrigue a man 
into reading the convincing rea- 
sons why he should increase his 
purchasing through distributors. 
Each advertisement features one 
reason and summarizes others in 
an interesting chart. It will be en- 
couraging to distributors to hear 
that during the preparation of this 
advertising, Mr. Prutzman of Rick- 
ard and Company, advertising 
agency for Jenkins, said to your 
editor—“the only problem we have 
is to boil-down the reasons why 
distributors should get a bigger 
share of the business—there are 
enough of them to make 50 good 
advertisements.” 

Many distributors have ordered 
quantities of these advertisements 
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Jenkins Unlimbers “Big Gun” 
For Distributors 


THINK... 





\d mean 10 You 





























in the “penny-mailer” form, bear- 


ing their own imprint. Jenkins 
furnishes them at cost, and any 
recognized distributor can obtain 
them to mail to customers. Giant 
reproductions of the advertisements 
may also be obtained for store dis- 
play. 








ee 














“STAND ON\END LIKE QUILLS 





UPON THE\FRETFUL PORCUPINE™ 


® Of course the Bard of Avon wasn’t describing the 
position of the abrasive grain on a sheet of Aloxite 
Brand “K-5R” Electrocoated Paper, Cloth. or Combi- 
nation made by Carborundum, but somehow the 


quotation fits the case. 

Practically every grain 
stands up straight—like 
the quills of the fretful por- 
cupine. Each grain with its 
sharpest, best cutting edges 
upper-most, ready to con- 
tact the area to be sanded. 


Electrocoated _ 
ALOXITE BRAND “K-5R” 
PAPER - CLOTH - COMBINATION | 


on end in regular order. 





It’s all done by the electrocoated process — the em- 


ployment of an electrostatic force that stands the grains 


As a result each grain 


has definite clearance, getting a real chance to cut. 


The result? A faster, clean- 
er cutting, sharper sanding 
paper, cloth or combination 
that stays sharp longer, in- 
creases production greatly 
and improves the finish. 
A product that fills out 
order books. 


THE CARBORUNDUM COMPANY 


NIAGARA FALLS, N.Y. 


Sales Offices and Warehouses in New York. Chicago, Boston, Philadelphia, Cleveland. Detroit, Cincinnati, Pittsburgh, Grand Rapids 


( Carborundum and Aloxite are registered trade-marks of ‘he Carborundum Company ) 
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One Source 
For Your 
Screw Products 


No need to shop around for stand- 
ard screw products when you buy 
from “Western” because the line 
is complete. 


Modern manufacturing facilities 
from the raw product to the fin- 
ished part is under the supervision 
of our metallurgists, engineers 
and production men—assuring you 
and your customers a uniform 
product at all times. 


Best of all—Western has always 
co-operated with the distributor. 
From 1873 to 1936—63 years of 
experience and fair dealing behind 
the line. 


Standard Products Illustrated 
Above 


Hexagon Head Cap Screw 
Fillister Head Cap Screw 
Flathead Cap Screw 
Square Head Set Screw 
Headless Set Screw 
Milled Steel Stud 

Milled Taper Pin 
Hexagon S. F. Nut 
Hexagon Castle Nut 


Socket Products of 


Alloy Steel Heat Treated 
Socket Set Screw 

Socket Head Cap Screw 

Socket Screw Wrench 

Socket Head Stripper Bolt 

Square Head Dog Point Set Screw 


THE WESTERN 
AUTOMATIC MACHINE 
SCREW CO. 
Established 1873 
Main Office & Factory—Elyria, O. 


Cleveland Office 
541 Engineers Bldg. 


Detroit Office 
1477 E. Atwater 
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Fiske Brothers Markets 
Lubriplate Through 
Distributors 


@Fiske Brothers’ Refining Com- 
pany, has announced that it is ex- 
tending distribution of Lubriplate 
lubricants through industrial sup- 
ply concerns located in certain sec- 
A very com- 
prehensive dealer setup has been 
prepared which _ includes _per- 
manently locating some of Fiske 
Brothers Refining Company’s lu- 
brication sales engineers in certain 
districts who will work with dealer 
organizations. 


Fiske Brothers Refining Com- 
pany has been prominent in the 
lubrication field since 1870. Execu- 


tive offices are located at 24 State 
Street, New York City, with 
laboratories and extensive manu- 
facturing plants in both Newark, 
New Jersey, and Toledo, Ohio. 
Early in 1935, Fiske Brothers 
Refining Company, acquired the ex- 
clusive manufacturing and sales 


| rights of Lubr.plate in the United 


States, Canada ani other foreign 
countries. The acquisition of 
Lubriplate (a patented product) 
was prompted by knowledge of the 
ever growing need for so called 


specialized lubrication with which 
to better cope with today’s require- 
ments of higher pressures, speeds 
and temperatures to machine parts. 

Robert L. Watts is general man- 
ager of the Lubriplate Division of 
Fiske Brothers Refining Company. 


Whitman and Barnes Bring 
Out New Catalog 


@Whitman and Barnes, Incor- 
porated, Detroit, announces that 
copies of its new catalog, Number 
95, are now available for distribu- 
tors. This publication features 
“Hercules” twist drills, reamers, 
cutters and_ interchangeable 
punches, “Blue Diamond” twist 
drills and special tools. 


Braffett Joins Upson Nut 
Division of Republic Steel 


@J. W. Braffett, for the past seven 
years Detroit representative of the 
Oliver Iron and Steel Corporation, 
has joined the Detroit sales staff 
of Republic Steel Corporation, Up- 
son Nut division, located in the 
Fisher Building, Detroit. 

Mr. Braffett is a graduate of the 
mechanical engineering school of 
Cornell University and has had a 
varied career as sales engineer. 
During the war he was test super- 
visor of Liberty engines in the 





24 2eoo- 








| At the recent Power Show held in Chicago, Skilsaw, Incorporated, Chicago, 


had one of the most attractive booths. 


The booth, shown above, drew many 


visitors, especially the cut-out action picture in the center showing how one of 


the Skilsaw units is effectively used. 
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Bureau of Aircraft Production and | 


after the war, joined the Ternstedt 
Manufacturing Company of De- 
troit. Soon after leaving that 
organization he became associated 
with Oliver Iron and Steel Cor- 
poration. 


N. E. Smith Joins 
Inland Steel 
@Inland Steel Company, Chicago, 
announces that Norbert E. Smith 
has joined the company as a mem- 





N. E. SMITH 


ber of its sales department, with 








headquarters in Chicago. He will | 


cover certain territory in the states 
of Indiana, Ohio and Kentucky. 


Prior to joining Inland Steel, Mr. | 


Smith was associated with Jos. T. 
Kyerson and Son, Incorporated, for 


fifteen years, the last seven of | 


which he was in their sales depart- 
ment located at Indianapolis, In- 
diana. 


Alemite Issues Mailing Piece 
to Assist Its Distributors 
@®Form “7132,” a 2-color, 4-page, 
84 by 11 inch folder, designed for 
use as a broadside or, when desired, 
as regular correspondence station- 
ery, has been issued by Alemite, a 
Division of Stewart-Warner Cor- 


poration, Chicago, exclusively for | 


its distributors. 

The front page, on the folders in 
stock, is blank, intended to carry 
the distributor firm letterhead over 
a letter either written in by the 
distributor or printed as part of 
the whole printing job. The inside 
spread describes, and pictures in 
their actual color, representative 
items in the Alemite powergun and 








Handling materials safely is one of Industry's important tasks, for safety 
prevents loss through breakage and personal injury. The extra factor of 
safety provided by the greater strength and uniform, controlled quality 
of Plymouth ShipBrand Manila Rope offers your industrial customers the 
extra value they appreciate in rope. Safety makes 
Plymouth Rope easy to sell... Plymouth Cordage 
Company, North Plymouth, Mass. and Welland, 
Canada... Sales Branches: New York, Boston, 
Baltimore, Philadelphia, Cleveland, Chicago, 
New Orleans, San Francisco. 











THE Poor Fettows TRYING/ 


Manufacturers are learning that it’s no laughing matter to see 
skilled machinists tire themselves with back-breaking loads. There’s 
a new and better way to step up production. It’s the Zip-Lift— 
a new light hoist that weighs only 100 Ibs., handles loads from 250 
to 500 Ibs.—sells for so little that it pays for itself in a surprisingly 
short time. Distributor inquiries are 

invited. Ask for the folder on “Spot 

Handling.” 


ee Zip-LieT 


4538 W. National Avenue, Milwaukee, Wis. 
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® No user will gamble life 


poor 
chain. 


and property on 


crane and sling 
Your chain business there- 
fore depends primarily 
upon the confidence your 
customers can place in 
your product. 

© For 63 years Taylor has 
been making quality chain 
for every purpose. Your 
salesmen can sell it with 


complete confidence. 


$s. G. TAYLOR 
CHAIN COMPANY 


Box 1297—M.S. 
Hammond, Ind. 








to set up more profitable sales for you! 


45 years of profit-saving service to industry have made Dart the leading name in 


pipe unions, flanges, fittings. 


And this name is kept on the desk of more than 


100,000 users and prospects every month by national business paper advertising 


and direct mail. 


Clinch your share of this business that is being developed. 


Sell higher quality, | 


higher priced Dart Unions that are worth more—that give you bigger profits— | 
that involve less sales experse because of their acceptance and goodwill. 


Tie in with Dart—and watch 


your men haul in ready sales! 


E. M. DART MFG. CO. 
PROVIDENCE, R. I. 


Sales Agents: The Fairbanks Company, New York, 


and all branches 


Canadian Factory: Dart Union Company, Ltd., 


Toronto, Canada 
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NEW 


accessory equipment line-up. An 
imprinted post-card is tipped in at 
one corner, and the firm name is 
run clear across the top. Several 
strong selling points are listed in 
an effective layout on the back. 

The first distributor to use the 
new folder was H. Channon and 
Company, Chicago. This firm, like 
many in the field, has found it a 
real business-getting policy to ex- 
tensively advertise its major lines 
—sending out a steady stream of 
broadsides, envelope stuffers, cata- 
logs, etc., to a long list of customers 
and prospects. They utilized the 
Alemite folder strictly as a broad- 
side, with a sales letter printed on 
the front under their letterhead. 

In addition to this direct-mail 
piece, Alemite makes available to 
mill supply houses inserts and cover 
ads for use in trade magazines, 
miscellaneous small folders adver- 
tising various items of lubrication 
equipment, and reprints of Ale- 
mite’s trade paper advertisements. 


Harper Company Issues 
New Catalog 


@H. M. Harper Company, Chicago, 
has just published its catalog 
covering brass, bronze, monel, 
everdur and stainless steel bolts, 
nuts, screws and washers. The 
catalog illustrates and describes 
3,600 standard items, together with 
chemical and mechanical proper- 
ties in complete detail of these 
alloys. It comprises 48 pages and 
is illustrated in four colors. 








G. E. Allen who is moving to Birm- 
ingham, Alabama, to work out of 
that district on distributor activities 
on S.K.F. bearings manufactured by 
S.K.F. Industries, Incorporated. Mr. 
Allen was for many years in the dis- 
tributor sales department at the home 
office. 

















Mr. and 


While on a World Tour, 
Mrs. Alvan Simonds of Simonds Saw 
and Steel Company, were given a 


“royal welcome” at one of the 





stopping-off places. From the pro- 
fusion of flowers and the leis around | 
their necks, we would say that they | 
were in Hawaii. 


| 
Clark Joins Bunting Brass | 
@® Roy C. Clark, formerly assistant 
sales manager of Johnson Bronze | 
Company, New Castle, Pennsyl- | 
vania, has joined Bunting Brass 
and Bronze Company, Toledo, 
Ohio, as assistant manager of mill 
supply sales. Mr. Clark started 
his new duties on April 1. 


New Bulletins Issued by 
Worthington 


® The following bulletins have been 
issued by Worthington Pump and 
Machinery Corporation, Harrison, 
New Jersey. Bulletin W-323- 
B3A, superseding W-323-B3, cover- 
ing self-priming Worthington cen- 
trifugal Monobloc pumping units; 
W-320-B2, covering Worthington 
centrifugal fire pumps, two-stage 
volute, and W-321-B6A, supersed- 
ing W-321-B6, covering Worthing- 


ton Monobloc condensate return 
units, for building and _ plant 
service. 


INDUSTRY FINDS MANY USES 
for ““DELTA’’ Low cost tools 


Alert Industrial Supply 
Houses and Industrial Supply 
Salesmen are finding increased 
opportunities for sales of Delta 
Tools everywhere. Many 
shops find that when they need 
an extra spindle in a hurry, the 
sensitive low-cost Delta Drill 
Presses can be slipped into line 
quickly and handle the job 
satisfactorily. Other produc- 
tion managers are finding that 
Delta low cost Drill Presses 
are splendid for special set-ups 
and special jigs. 








Become familiar with the full 
story of the possibilities of 
Delta Drill Presses and other 
Delta quality tools. Find out 
how Delta tools lend them- 
selves to production work in 
both large and small factories. 
Write today for full details to— 


DELTA Mfg. Co. 


623 East Vienna Avenue 
Milwaukee, Wisconsin 


American Swiss 
SWISS PATTERN 


FILES 


MADE IN UNITED STATES 











eo 





Their satisfactory performance creates 
repeat orders for the distributors who 
handle them. 


Industrial distributors who are not ac- 
quainted with our product and policies 
might do well todo so. They will find 
it both profitable and beneficial. 


walk 


American Swiss File & Tool Co., EL1zaBeEth, N. J. 
ALSO MANUFACTURERS OF MECHANICS HAND TOOLS AND KNURLS 


kt x STARS & CROSS BRAND xd 
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fe 
Address Our Nearest Warehouse: 
CHICAGO, 726 W. Washington Blvd. 
PHILADELPHIA . t2th & Olive Sts. 
NEW YORK... 
LOS ANGELES . 1o1s East 16th St. 


47 Murray Street 


@ Virtually our entire tonnage is sold on a basis 
of quality preference by users of cap and set | 
screws. In fast-moving assembly lines, where 
accurate fits and adequate tensile strength are impor- 
tant, Cleveland Cap Screws show their real economy 
in the absence of trouble. Full finished all over. Their 
uniform quality is a desirable characteristic. Your 
customers will specify them by name after their 
first prder. And you can afford to back them up 
with your good name. THE CLEVELAND CAP SCREW 
COMPANY, 2931 East 79th Street, Cleveland, Ohio. 


CLEVELAND CAP SCREWS 











Why not get the most out of 


TODAY'S MARKET? 


Sell 
SIMPLEX 


STEEL SLIDE 
VISES 


Desmond Dressers 
and Cutters have 
earned a reputation 
in the last 25 years 
that can't help but 
make sales easier. 
They're reliable and 
economical. And buy- 
ers know it. Besides, 
ours is the only com- 
plete line of wheel 
truing tools on the 
market. 









DESMOND 
GRINDING 

WHEEL DRESSERS 

and CUTTERS 


The solid steel slide 
feature, which is ex- 
clusive to Simplex 
Vises, isa definite fac- 
tor in producing busi- 
ness. Steel is stronger 
and more serviceable 
than materials ordi- 
narily used. So it 
gives you a real story 
—and a convincing 
one — for your cus- 
tomers. 








LESS SALES RESISTANCE—FASTER TURNOVER—CONSISTENT PROFIT 


We sell through distributors—Write for complete information and prices. 





The DESMOND-STEPHAN MFG. CO. 








URBANA, OHIO 
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Lamson and Sessions Wins 
Package Competition 
@At the All-America Package 


Competition held in New York 
City, where thousands of pack- 


ages developed by many leading 
design 


package engineers and 





artists were exhibited, The Lam- 
son and Sessions Company of 
Cleveland, Ohio, won the second 
highest award for its new package 
for bolts and nuts. 

The new Lamson and Sessions 


| bolt carton is of tough brown box- 


board, testing three times stronger 
than cartons used previously. Its 


| outstanding feature is its appear- 
| ance, for the entire carton, which is 


of the so-called full telescoping 
type, is covered by a pattern of 
bolts, nuts, cotters, rope clips, plow 
bolts, semi-finished and castellated 
nuts, stove bolts, and so forth, 
printed all over the carton. Shown 
above is a photograph of the win- 
ning carton, together with the 


| award. 


Aside from occasional changes in 


| label designs and colors, Lamson 
| and Sessions’ executives say it is 





the first departure in package de- 
sign in the bolt industry in three- 
quarters of a century. 


Inland Steel Appointments 


@®The Inland Steel Company, Chi- 
cago, has announced the appoint- 
ments of Joseph L. Block as execu- 
tive vice-president in charge of 
sales, and Albert C. Roeth, as vice- 

















NEWS | 


president and general manager of 
sales. 

Mr. Block has been associated 
with Inland since 1922. He has| 
been a vice-president since 1929, 
and a Director since 1930. 

Mr. Roeth has been associated 
with Inland since 1911, and has 
been a vice-president of the com-| 
pany since 1929. 


New Goodrich Distributor 
for Peoria 


@The B. F. Goodrich Company, | 
Akron, Ohio, announces the ap-| 
pointment of N. E. Stiles, Peoria, | 
Illinois, as distributor of its me-| 
chanical rubber goods line. 

Mr. Stiles’ experience in this 
field extends back over a period of 
seven years, during which time he 
was connected with the Goodrich 
organization in a sales and service 
capacity. In addition to carrying 
a substantial stock of mechanical 
rubber goods, this distributor has 





installed complete vulcanizing 
equipment for making transmis- 


sion belts endless by the rn 


Plylock method. 


| 

oe | 
Johnson Bronze Electric | 
Motor Service Catalog 

. 

@The new electric motor service 
bearing catalog, EM-6, recently | 
issued by the Johnson Bronze Com- | 











Frank Connolly, jobber’s representa- 
tive of the Independerft Pneumatic | 
Tool Company, 600 West Jackson 
Boulevard, Chicago, has been trans- 
ferred by the company to the St. 
Louis territory, with headquarters at | 
408 Pine Street, St. Louis. 





YOU CAN MAKE MONEY SELLING 


The ‘’Safety-Service’’ 
Line of Accident 


Prevention Equipment 


High quality and fine work- 
manship have built up a con- 
tinuous demand for the ‘Safety 
Service’ line, which covers 
the complete range of Personal 
Protection for industrial workers—protection from head to foot 
Goggles and Spectacles of every description for industrial use. Hel, 
mets, Hoods, Coats, Trousers, Jumpers, Aprons, Gloves, Sleevelets, 
Mittens, Leggins, Spats, Hand and Knee Pads—made of leather, 
asbestos or fire-resisting Duck and Cas- 
simere cloth. Also Respirators, Safety 
Ladder Shoes, Fire Blankets and many 
other items of safety equipment. 
Distributors find the ‘‘Safety-Service’’ 
line a very profitable one. Write us for 
a copy of our Complete Catalog No. 10 
and full details of our proposition. 


SAFETY EQUIPMENT SERVICE CO. 


(Buell W. Nutt, President) 
1228 St. Clair Ave., Cleveland, Ohio 





wie Cory / 














A CLEAN BLOW 
WITHOUT INJURY 
TO SURFACE STRUCK 








There is a contin- 
uous business in 
furnishing Raw- 
hide Faces for the 
BASA Hammer. 


While the BASA 
Faces (rawhide, cop- 
per and babbitt) are 
superior in quality, 
they are relatively 
soft substances strik- 
ing harder ones. Hence, they be- 
come worn and must be replaced 
from time to time. This insures a 
continuous business on Refills. 


USE THE 


ASA 


/ B 
HAMMER 


WITH REMOVABLE FACES 





: . _— Any combination can be secured by 
Pa ny "7 the quick adjustment of the necessary 
i faces. Many operations in manufac 
turing and assembly work require a hammer-blow without marring the material 
struck. 
Rawhide, Copper and Babbitt 
loosening nut. 


Faces can be inserted in head by simply 
Faces Cannot Rattle in Head, or Fall Out 
The clamping jaws of the “BASA” Hammer can be set up to take care of 


shrinkage or wear of the Faces. 


GREENE, 


SOLE MANUFACTURERS 


109 DUANE STREET, NEW YORK 


Made in Five Sizes 
HAMMERS AND 
ee. ARE —_ 


Send for full par- 
ticulars. 








TWEED & CO. 
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Why Bother 
to Change Dies 





This RIES&ID Threads 
4 Sizes 
with 1 Set of Dies 


of Pipe 


Spin up workholder, slide setting post 
to size pipe to be threaded, 1” to 
2''—and this tool is ready to cut clean 
true threads. over or under-size, drip 
threads or short nipples. No bother 
of changing chasers. This new 65R 
RIQID really does it. 


But it also has a workholder that wins 
instant acclaim—sets to size by a 
twist of the gauge ring and tightens 
with ONE screw. 


These features, too: thumb lever that 
releases dies from threads when back- 
ing off, reversing ratchet by same 
turn. Feet to stand it up. Straight 
line action, handle to dies, no cock 
or wabble. Maximum chip room, 
enclosed parts, plenty of strength for 
hard work and rough use. Lightest, 
neatest die made. 


The famous RRIDID Pipe Wrench 
now made of double strength alloy 
metals, jaws, handle, housing. Meets 
U. S. Government specifications and 
Navy tests. 


THE RIDGE TOOL CO. 
ELYRIA, OHIO 


RikgakIb 


Reg. U. S. Pat. Off. 


TOOLS 


PIPE 
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pany, New Castle, Pennsylvania, 
features a complete line of bear- 
ings with comprehensive alpha- 
betical, numerical and progressive 


| listings for convenience of refer- 
| ence. 


Each individual bearing is 
illustrated. 

Other sections are devoted to 
general purpose bearings, Johnson 
Universal bronze bars completely 
machined, in 187 sizes of cored and 
33 sizes of solid, hexagon bars and 
babbitt. 


George L. Erwin, Jr., Joins 
Crane Company 


@®George L. Erwin, Jr., has been 
appointed assistant to M. R. Mork, 
vice-president in charge of sales of 
the Crane Company. In his newly 





GEORGE L. ERWIN, JR. 


created position of assistant vice- 
president, Mr. Erwin will develop 
sales and market research activi- 
ties. He is a graduate in engineer- 
ing from Cornell University and 
has had wide experience in sales 
and advertising. 

Mr. Erwin resigned as general 
sales manager of the Kearney and 
Trecker Corporation, Milwaukee, to 
take his position with the Crane 
Company. 


Link-Belt Issues New 
Stoker Literature 


@Three new booklets on auto- 
matic firing with coal, for boilers 
up to 300 horse-power, have just 
been released by Link-Belt Com- 
pany, Chicago. 
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Booklet Number 1541 covers the 
series of automatic coal burners 
for the home; another (Number 
1537) shows applications of Link- 
Belt stoker firing to commercial 
heating plants, and the third 
(Number 1538) covers automatic 
generation of process steam, high 
or low pressure. 


General Refractories 
Appoints Maine Distributor 


@General Refractories Company, 
Philadelphia, announces the ap- 
pointment of E. Corey and Com- 
pany, Portland, Maine, as dealer 
agent in the Portland area. The 
company will carry a complete 
stock of refractories. 


Correction 


@ In the article on conveyor belts, 
May, MILL SUPPLIES, the for- 
mula for figuring the capacity of 
a conveyor belt proportional to its 


speed is incorrect. Through a 
typographical error, one zero was 
left out. The correct formula is 
wx ™Mxs Capacity in tons 
60,000 

per hour. 


Republic Steel Appoints 
Caskey Philadelphia Manager 


@N. J. Clarke, vice-president in 
charge of sales of Republic Steel 
Corporation, Cleveland, Ohio, an- 
nounces that L. L. Caskey has been 
appointed district sales manager 
for the company in the Philadel- 
phia territory. 

J. B. DeWolfe, whom Mr. Caskey 
succeeds, has been transferred to 
the general offices in Cleveland, to 
assist George E. Totten, manager 
of sales of the tin plate division. 








R. D. “Bob” Black, sales manager of 
Van Dorn Electric Tool Company, 
lends an ear to Ray Horner, Van 
Dorn’s New York manager. 


























Complete Safety 


at 


cost / 


Sherman Pressure 
Relief Valves 
sold at the 


are 


lowest 


device offering the 
same measure 


protection. 





@ This relief valve sets a new standard— 
it offers maximum safety at minimum cost. 
The spring type of design, with fewest pos- 
sible parts, combines great simplicity with 
dependable action. 
valves are built for safety, not for price. 
They will not fail in emergency. Yet they 





price of any safety | 


of | 


| 
| 
| 


Remember — these | 


will easily compete in price with any valves | 


offering the same protection. 
@ Descriptive circulars and further 


details will gladly be sent on re- 
quest. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK MICHIGAN 











“VICTOR 


SFIELCRCM A> 4al (= 
BELTING 


BALATA BELTING 


“Victor” Brand. Water-proof, 
Sanitary, strong, and durable. 
round belt for driving, 
elevating. 





weather-proof, 
The best all- 
conveying, and for 


SOLID WOVEN COTTON BELTING 
“Easton” Brand. Largest stock and greatest 
number of sizes available for quick deliveries. 

CANVAS STITCHED BELTING 


“Ampere” Brand. 


Furnished in red, black, or 
Paraffin treated. 


THE “VICTOR” LINE 


The most complete line of Textile Belts in 
the country—includes many other well-known 
brands and numerous specialties. For reliable 
belting products and service, address... 


VICTOR BALATA AND TEXTILE 
BELTING COMPANY 


NEW YORK 
CHICAGO 


53 Park Place - 
345 West Austin Ave. 


FACTORIES 


EASTON PENNSYLVANIA 
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Lindquist Hardware Holds 
Transmission Clinic 
@On May 21 the Lindquist Hard- 
ware Company of Bridgeport, Con- 
necticut, was host at a dinner meet- 


| ing arranged for the purpose of 


discussing power transmission en- 
gineering. Superintendents and 
other operating officials from local 
industrial plants were invited. 


The meeting was conducted in 


cooperation with the L. H. Gilmer 


A. GEO. LINDQUIST (left) 
and C. G. LINDQUIST 


Company. 
not only from Bridgeport plants, 
but from plants in surrounding 


towns, such as Stamford and 
Waterbury. Total attendance was 
30. H. E. S. Geare, vice-president 


and sales manager of the L. H. 
Gilmer Company, was in charge of 
the program. Assisting Mr. Geare 
were Paul M. Wright, northeast- 
ern district manager for Gilmer 
and A. B. MacFarland, assistant 
general sales manager. C. G. 
Lindquist, president of the Lind- 
quist Hardware Company, A. 
George Lindquist and Martin 


| Haller welcomed the guests on be- 


half of the Lindquist Hardware 
Company. 

With the aid of a blackboard, a 
display and engineering literature, 
Mr. Geare took up fundamental 
engineering problems in the de- 
sign and application of V and flat 
belts. Samples of belts cut out for 
cross - sectional examination were 
passed about, and the formulae for 
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Guests present were | 











@The Worthington line is 
complete...you can satisfy 
every inquiry. 

@And Worthington prod- 
ucts are known for low cost 
of operation and minimum 
maintenance. 






HORIZONTAL 
SPLIT-CASING 
SINGLE-STAGE TYPE 
.. General industrial and process applications. 
High efficiency for continuous service. Can be 
automatically primed. Capacities to 3100 g.p.m. 
Heads to 300 feet. 


a a 


SINGLE-STAGE TWO-STAGE 
MONOBLOCS MONOBLOCS 


.. Self-contained motor and pump, unit rotor, 
one-piece frame. Especially compact. For gen- 
eral or special service. Can be mounted in 
any position. Capacities to 1000 g.p.m. Heads 


to 250 feet. 


END-SUCTION TYPE. 
REMOVABLE SUCTION HEAD 


...Pressed steel welded frame. Maximum sim- 
plicity. Capacities to 125 g.p.m. Heads to 80 
feet. Belt or motor drive. 


Build your business. 
ee ,.and hold it eet with 
Worthington Products 


y ye 58 


Write for Beshe Plan 


WORTHINGTON PUMP AND 
MACHINERY CORPORATION 
General Offices: HARRISON, NEW JERSEY 


WORTHINGTON 
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MORE AND worE SALES 


THROUGH VALLEY GRINDER 
PERFORMANCE 


VALLEY BALL _ BEARING 
Grinders have long enjoyed a 
reputation for complete satis- 
faction in service. Such perform- 
ance inevitably leads to future 
sales for the distributor. 


Valley Grinders are Valley pow- 
ered—they are driven by Valley . 
motors. Thus every unit is built to a 
single high standard of quality, pro- 
tected by the Valley Guarantee. 

We will be glad to give you prices and 
data on the Valley line of Grinders. 
Sizes from 4 hp. 


Bench to 5 hp. 
Pedestal. 


VALLEY 
ELECTRIC CORPORATION 
4221-27 Forest Park Blvd. 
ST. LOUIS, MO. 















Faster! 
Better! 
Cheaper! 


Write 

for this 
Catalog 
TODAY 


—an illustrated book of Air Compressors, Spray Outfits, Guns, Nozzles, 
Accessories—a line that will make money for you! 
SAYLOR-BEALL MANUFACTURING CO. 
1519 East Philadelphia Ave., Detroit, Michigan 

Philadelphia 





New York Chicago 
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solving power transmission prob- 
lems with various types of belts 
were explained. 

After Mr. Geare’s talk the meet- 
ing was thrown open to questions 
and points of special interest to in- 
dividuals were elaborated upon. 

According to Mr. Geare, meet- 
ings of this type have been ex- 
tremely successful, stimulating in- 
terest in proper’ transmission. 
They have been held for the past 
two years in all parts of the coun- 
try—recently as far west as the 
Coast. They are conducted, not as 
the usual type of “sales meeting,” 
but rather in the form of lectures 
on engineering principles. 


George H. Feltes Dies 


@George H. Feltes, president and 
treasurer of The Standard Elec- 
trical Tool Company, Cincinnati, 
Ohio, died suddenly on May 6 at 
French Lick Springs, Indiana, 





GEORGE H. FELTES 


Feltes were 
annual spring 


where he and Mrs. 
completing their 
vacation. 

Mr. Feltes was born in Glendale, 
Ohio, November 23, 1879, and at- 
tended public schools in Lockland. 
Mr. Feltes entered the machinery, 
mill supply and electrical tool in- 
dustry in 1903, at which time he 
financed the organization of the 
United States Electric Tool Com- 
pany. He was secretary, treasurer 
and sales manager of this com- 
pany from 1903 to 1925, at which 
time he retired from business. In 
1926 he reentered business, acquir- 
ing control of The Standard Elec- 
trical Tool Company, of which he 
was president and treasurer at the 
time of his death. 























| 
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BRUSHES 


ARE PART OF YOUR 


BUSINESS 


Efforts to lower production 
costs by the use of second-rate 
plant equipment have invariably 
proved to be a costly experiment. 
Especially today, with business on 
a definite upgrade, managers who 
face facts demand top-quality 
tools and equipment. 

Pittsburgh Plate Glass Com- 
pany Gold Stripe Brushes, for 
production and plant maintenance, 
are the product of years of experi- 
ence in meeting the most exacting 
standards of modern industry. 
Progressive plant managers know 
by experience that these superior 
brushes are an investment... that 
they reduce up-keep to a mini- 
mum . produce finer, faster 
work. 

To every modern industry, we 
offer a complete brush service. 
Branches in principal cities, 
with representative stocks, are 
equipped to aid distributors serve 
industry effectively. Our engi- 
neering staff and service facilities 
are at your disposal. 

Write today for complete infor- 
mation on the entire line. No 
obligation. State whether inter- 
ested in brushes for production or 
maintenance. Paint Brushes, 
Floor Sweeps, Mill Dusters, etc., 
for maintenance; Wire and Tam- 
pico. Sections, Spiral Wound 
Brushes, Abrasive Wire Wheels, 
etc., for production. There is a 
solution to your brush problem 
here. 


A PRODUCT OF 


PITTSBURGH 


PLATE GLASS COMPANY 
BRUSH DIVISION *« BALTIMORE, MD 


Manufacturers of Gold Stripe Brushes 
and nationally known paint products 
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Selling More 

Over the Telephone | 

(Continued from page 32) 








ihe needs right at his fingertips, 
'and so forth, he must know how to 
|describe it in a clear, understand- | 
|able manner. While at first thought, | 
| this may appear to be easy, it is, | 
|in reality, a very difficult art to | 
| master. 

| It is very difficult to explain in | 
| words without seeing a man or 
|without being able to show the 
|man a sample just how a certain | 
| gadget works or visualize for him 
‘the measurements of a certain 
|article, and so on. However, the 
|experienced telephone salesman 
able to describe equipment 
|clearly and concisely. 

The thinking salesman is always | 
on the lookout for business. When 
he quotes a price over the telephone | 
jhe will ask, “May I write up this | 
order for you?” Or “May I enter 
this order now in order that I can 
send the goods over quickly”’—or 
some other remark that really 
drives home to the customer the | 
fact that the salesman’s organiza- | 
‘tion is out for the business and 
| wants all of the business that the 
|customer has to give, and will take 
|care of that business right once it 
lis obtained. 
| Many times a customer will call 
|the telephone salesman for prices | 
|on a list of items or material, but | 
will not give him the order, using | 
the excuse that he wants to check | 
the prices. Even here the doeus'| 
salesman will put in a word to let | 
the customer know that he wants | 
the business. 

When the telephone salesman 
does have an inquiry in his hands, | 
|he will not let up until he knows | 
just what has happened to the| 
order. He can best do this “ei 
persistently following up the in-| 
quiry by telephone, and, in the case 
of some pieces of equipment or ma- | 
chinery, he can have another point | 
of interest for the customer every 
time he calls. 

Along with this plan, he can 
write up the quotation on a blank, 
keep a copy for the office files, and 
give one to the proper outside 
salesman, who will drop in and see 
the customer the next morning or 
the same day if this permits. 


is 
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UF KIN 


TAPES - RULES 
PRECISION TOOLS 
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hanics | 
are buying 


[UFAIN 
CISION TOOLS 


No. 1841 
Micrometer 


lg 











No. 513 
Micrometer 
Depth Gage 


No. 79 
Telescoping 
Gage 


Investigate this growing 
demand for better tools 


The many exclusive features 
and improvements in (AAV | 
TOOLS are immediately recog- | 


nized by all good mechanics. | 


YOU... 

should have in stock these 
[UFKIN Tools mechanics 
are talking about. 





THE JUFKIN RULE £0. 


SAGINAW. MICHIGAN. U.S.A. 


NEW YORK 


10 Lafayetke St 


Canadian Fact 
WINDSOR, ONTARIO 


ry 
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ELGR 


Ss! C oc Be ag p 
for extra 
strength and 


hump-less 





drives 


Strong enough 

to penetrate any 

belt easily, 

STEELGRIP is 

self-clinching 

tightens down 

into the belting 

to make a smooth, “hump-less” joint 
that protects belt ends, prevents fray- 
ing and will not pull out. 2-piece 
hinged rocker pins take up wear and 
increase flexibility and belt life. 

for Conveyor Belts 


lengths to 72-inches 
always in stock 


Drives 
in attrac- 


8 sizes 
shelf 
“handy 


boxes 
pack- 


1905 (Strand 1936 
QUALITY 
FLEXIBLE SHAFTS 


MACHINES 
NEW Verticle Type 


In addition to the 
many sizes and types 
of machines we build 
we have brought out a 
very popular machine 
with three speeds of 
the vertical type 1/6- 
4-4 H.P. combination 
of speeds of 1700-3000- 
5200 and 3400 - 6000- 
10,400 R.P.M. The die 
makers will find these 
machines very conveni- 








ent, through the sus- | 


pension feature leaving 
more working space on the bench 
and still obtaining the change 
speeds necessary in their line of 
work. 


N. A. STRAND & CO. 


5001 No. Lincoln St. CHICAGO 
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Guess What! 
(Continued from page 28) 





1. No. 4 is right. 
2. No. 2 is right. 
3. No. 





- 


5 is right — aluminum 


| oxide and silicon carbide. 


is 


4. No. 2 right, except for 
riffers, machine and needle files, | 


|and escapement files, which are 


measured over-all. 


No. 3 is right. A combina- | 
tion blade will neither rip or cross- | 





5. 


icut as efficiently as a specialized | 
blade on its own work, but it does | 


| 


both at higher average efficiency | 


|than would either of the others. 


6. No. 2 is right, although No. 3 
might conceivably be right in those 
particular cases where a belt has 
a tread pressed in it to aid its 
gripping qualities. The oils and 
greases are impregnated in the 
leather by the manufacturer. 


| 7. No. 2 is right. Tension in a 
| belt is the sum of the tension on 
ithe tight and loose sides of the 
belt. 


8. While all are true, No. 1 is} 


the main advantage. 


9. No. 1 is right. It is neces- 
sary to put initial tension in the 
belt or it will not pull its load. 


10. No. 2 is right. Over that 
length leads to rapid wear and in- 


| accuracy. 
| 11. No. 1 is right, and also No. 


4, although the latter is not so 
|important. Gripping power of a 
| chuck may be from one to twenty 
| tons, so that it is conceivably pos- 
| sible that oiling might increase 
| gripping power as much as 5 tons. 


12. No. 5 is right—vil and grease 
should never be used near acetylene 
equipment because of the possibility 
of explosion. Torch parts are made 
of metals that do not corrode and 
do not require oiling. 


13. No. 1 is right. 


14. No. 2 is right, although a 
| bearing may last almost any length 
|of time, depending upon care and 
jpmeghaegy Tests show averages of 


10,000 hr., or about 5 years. 


15. No. 3 is right, although we'll 
give half credit for No. 2. 





| 
| 
| 
} 
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“ALWAYS 
100% 
‘DISTRIBUTOR 
‘COOPERATION 
| & 

The Wm. H. 


OTTEMILLER 
COMPANY 


YORK, PA. 


WE ALSO MANUFACTURE DARDELET THREAD SCREWS 








® You will have better 
luck with our... 


NEVERBREAK Belt Lacing 


—one lace that answers every need 


You can recommend it to your trade re- 
gardless of the conditions under which the 
belt is working. That eliminates the necessity 
for stocking three or four different tannages. 

A recent test made with a 14-inch lace 
showed that NEVERBREAK had a tensile 
a oe of 400 pounds! 

When subjected to 240 degrees Fahrenheit 
for 60 consecutive hours, NEVERBREAK re- 
tained a tensile strength of 325 pounds. That 
shows heat resistance! And when NEVER- 
BREAK Chrome Lace becomes wet, it will dry 
back to its original soft and pliable state. 


Fall length sample laces furnished free te 
any distributer wishing te have an — 
ment made with this remarkable new lo 


CALIFORNIA TANNING CO. 
1905-7-9 Shenandoah Ave., St. Louis, Mo. 














The C & L mark is the hall-mark of | 
superior quality. It is a sign which 
every torch-buyer recognizes. Be- 
cause the reputation for years of re- 
liable service is behind the C & L| 
name. And this reputation expe- | 
dites sales. 

Typical of fine C & L workmanship 
is the 325 Maulti-Flame torch—a 
heavy-duty tool that has the com- 
plete approval of the industrial dis- 
tribution trade. It has all the 
sturdy qualities that have made 
C & L torches famous for years. 


Write for descriptive folder to the 


CLAYTON & LAMBERT MFG. CO. 


Makers of world’s largest-selling firepots 





They stay sold... . 


Because they are built for heavy duty and have 
plenty of STAMINA and RESERVE POWER for 
tough jobs. 






—\—— CE 


ai) __ tie 


BS 





NET 
WEIGHT 


52 Ibs. 
No. 1/3 hp., BALDOR Ball Bearing 


Motor. 3450 R.P.M., 7” by %” wheels. Cast 
iron guards removable for buffing duty. 


a real value at $252 


DISTRIBUTORS—Our sales policy protects you. Write for 
Bulletins and Liberal Discounts on complete line of Handy 
Bench and Pedestal Grinders and Baffers. 


BALDOR ELECTRIC COMPANY 
4364 Duncan Ave., St. Louis, Mo. 


Ftandy, crwmoers 


ee ee 


992-C, 








Seymour believes the manufacturer | 


GRINDERS 


| the best way to handle such terri- 








“Bill” 


circulation 
The Bored Walker. 


Cecil, manager, 





Sales Coordination 
(Continued from page 114) 





refuse to place a non-stocking dis- | 
tributor in a position to quote | 
against the distributor who is| 
stocking and presumably selling his | 
line, Mr. Seymour said. 

The territory assigned to a dis-| 
tributor under a policy of mtected! 
distribution should be the natural | 
market area for that distributor, | 
taking in the territory he covers | 


|intensively and with every advant- | 
age of service. | 


Mr. | 


In overlapping territories, 





should refer inquiries to both dis- 
tributors and treat the territories 
in every way as neutral. 

“Without question,” he con- 
tinued, “maintenance of manufac- 
turers’ suggested resale prices is 


| tories satisfactorily. 

| “To my mind, misunderstandings 
| are the greatest source of trouble,” 
'said Mr. Seymour. “Misunderstand- 
ings bring loss of confidence, and 
when confidence is gone, it is time 
to seek another connection. 

“Assuming then that a manufac- 
|turer has a definite sales policy— 
why not put it in writing? Not 
every detail of his individual dis- 
tributor arrangements, but the 
broad principles. A written sales 
policy is much like a letter; often 
to confirm what has been said, and 
to avoid misunderstandings.” 

In return for this, Mr. Seymour 
believes that the distributor has 
the definite responsibility of sup- 
porting the manufacturer in the 
distribution of his products by giv- 
ing aggressive sales representa- 





K-4 UTILITY CART 
Pneumatic Tired Wheels and Timken 
Roller Bearings 
For contractors, builders and 
Capacity 
6 cu. ft., dry material. Fitted 
with 


concrete workers. 


round bottom bowl, 
dumps easily. Equipped with 
and 
‘Timken roller bearings. Size 
of bowl 23%” over all, 39%” 
at top, 19%” 
weight about 190 lbs. 


pneumatic-rubber _ tires 


long deep, 





LANSING, MICHIGAN 


CHICAGO 
BOSTON 


NEW YORK 
KANSAS CITY 
SAN FRANCISCO 


PHILADELPHIA 
MINNEAPOLIS 














tion; carrying an adequate stock 
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“Send us a 


Float=- QUICK” 


Most small orders for floats are “rush” 
orders. In an emergency you need to 
know a manufacturer who makes all 
types, and can ship quickly any float 
specified. 


We receive many orders from distribu- 
tors and have saved the day for many 
industrial plants with our large stock of 
finished floats, and our complete equip- 
ment for making floats of any size and 
any shape, from copper, steel, alumi- 
num and other metals. 


When ordering always specify shape, 
size, metal, pressure and connection. 


List Harris Industrial Products 
in your catalog 


ARTHUR HARRIS & CO. 
210-218 N. Curtis St., Chicago, Ill. 


Our 52ND YEAR in 
the Copper Business 
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THE SOURCE 
OF SUPPLY 


for safety equipment 


More and more Industrial Distributors and Jobbers 
are depending upon the Chicago Eye Shield Company 
as THE BEST SOURCE OF SUPPLY for high qual- 
ity, profit making industrial safety equipment. 





CESCO RESPIKATORS 
5 kinds of filters—one of these 5 types will handle 
any job requiring a dust mask or respirator. Work- 
men like the soft, pliant Cesco Respirator because 
of its great wearing comfort and proved efficiency 


OTHER CESCO 
SAFETY EQUIPMENT 
Chipping and Welding Goggles—Gog- 
gies for every industrial use. Welding 
Helmets, Masks, er d 
Blast Masks and other respiratory 
safety devices—A most complete line 
of industrial head, eye and lung safety 
equipment—and at one reliable source. 


INDUSTRIAL DISTRIBUTORS 
AND JOBBERS 


Write today for complete cata!og, discounts and 
Cesco’s plan of jobber cooperation 


CHICAGO EYE SHIELD COMPANY 
2329 Warren Bivd. CHICAGO, ILL. 

































“SOFT” ALLOY 
screws practical 


In setting up a Bristo Cap or Set 
Screw, the turning pressure is cir- 
cumferential. It is in the direction in 
which the screw turns, and so does 
not tend to enlarge or split the socket. 
For this reason screws made of “soft” 
alloys and metals are practical. 


THE BRISTOL COMPANY 
WATERBURY, CONNECTICUT 


BRISTO 


TRADE MARK REG. U. 8. PAT. OFF. 





SOCKET HEAD SET AND CAP SCREWS 
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of the manufacturer’s products; 
giving proper service to consumers, 
cultivating his natural trading area 
intensively and refraining from do- 
ing things outside of his natural 
trading area which he would not do 
at home; by otherwise practicing 
loyalty to a manufacturer whose 
policy comprehends sales through 
distributors, including aggressive 
sales effort, and by making proper 
provisions for the manufacturer’s 
missionary men and using them for 
educational purposes and_not merely 
as order getters. 

Mr. Seymour continued: “I be- 
lieve the day is near when a dis- 
tributor will expect a manufacturer 
to present his written sales policy 
before he will discuss taking on his 
line, and that in return the distrib- 
utor will say, ‘This is what we be- 
lieve in and here it is in writing.’ ” 


Suggested Sales Policy for 
Manufacturers 


Presented by the distributor re- 
lations committee of the American 
Association as the result of replies 
to questionnaire to members of the 
association: 


Selective Distribution: 

It is our policy to select a 
limited number of industrial 
distributors in a trading area 
who will work in harmony for 
the sales promotion and suc- 
cessful distribution of our prod- 
uct. 


Resale Prices: 

It is our policy to suggest 
such resale prices as will com- 
pensate the distributor for 
services rendered. In territo- 
ries where we have no distribu- 
tor representation, we reserve 
the right to solicit business 
and sell direct, in which event 
we will maintain our own sug- 
gested resale prices. 


Stocking Distributor Differen- 
tial: 

It is our policy to maintain 
a price differential between a 
distributor who stocks our 
products and one who does not. 


Cooperation: 

It is our policy to support 
our distributors in furthering 
the sale of our products: (a) 
by educational and sales pro- 
motion activities with the dis- 
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JACKSON belt fasteners 


When you sell your customers Jackson 
fasteners you sell them the assurance of 





e7 


safety—protection against accidents and 
delays . . . Jackson Belt Fasteners posi- 
tively will not pull loose. Users the 
world over will testify that they deliver 
permanent trouble-proof performance 
even under the most severe conditions. 


Sales of Jackson fasteners not only mean 
very satisfactory profits but assure you 
satisfied customers 


We'll be glad to send sample 
and other information. 


Isaac Jackson Bett Fastener Co. 


18 VESEY ST., NEW YORK 
BEWARE OF IMITATIONS 


literature, 








DAGGETT 


BALL BEARING 
LOOSE PULLEYS 




















SAVE 
TIME in daily oiling 
COST of lubricant and replacement 
LOSS in power from friction 


There is no question but 
experience a quick consumer 
superior qualities. And that 
cause pulley replacements are 
in industry today. 


Ask for our profitable distributor terms and 
for information about the engineering assistance 
we will give you. 


CHICAGO PULLEY & 
| SHAFTING CO. 
| 19 N. Desplaines St. CHICAGO, ILL. 
| 


what you will 
interest in their 
means sales be- 
badly needed 




















tributor’s selling organization; 
(b) by supplying adequate 
sales literature, and (c) by 
such other means as will en- 
courage the direction of sales 


through recognized distribu- 
PRODUCTS tie 


It is our belief that in return 
=] for the aforementioned support 
given the distributor by the | >, § 
manufacturer, the distributor | | 





¢ The 

% \&  OHLEN-BISHOP 
 ““CHROMSAW PLAN” 
‘ for Standard Sizes— 


| : 
| 
| 

| 





Solid Woven White Cotton Belt- 
ing 


Solid Woven Waterproof Treated | has the eae responsibility 

Belting of adopting a nolicy of support WwW 4 y it WwW Oo x K Ss! 
Gadiess Weven Batts | to the manufacturer in the dis- - 
Harvester Webbing | tribution of his products: (a) BECAUSE it was carefully designed as 
Sifter Brush Webbing by giving aggressive sales rep- . 14 ee . 
Shoe Machine Webbing resentation; (b) by carrying denn study of maces -- ou 
Sane Sa ee an adequate stock of the manu- | gecause it enables you to carry a 
Apron Webbing facturer’s products; (¢) by giv- full stock of the highest quality cireu- 
Spindle Banding 





: . lar saws without any possibility of 
, . in roper service to consum- = 5 y 
Linen Webbing | & proj 


} - ~ loss— 
Other webbing and belting spe- | ers; (d) by cultivating his 


| _— int BECAUSE it makes possible under- 
cialties | | natura rading area inten- selling your branch saw shop compe- 








> *& « | | sively, and (e) by otherwise tition while greatly increasing your 
: | practicing loyalty to a manu- own margin of profit. 
Globe Woven Products are fact > when oll ORDER A STOCK 
sold thru Mill Supply distribu- Sees Was PUK — NOW! We will mail We sell 
Wri hends sales through the dis- selling literature under | Ohlen-Bishop 
tors. rite us for samples 2 your firm name and spe- | Caine Through 
and prices. ’ | tributor. cial letter FREE direct = | 3 
The other members of the to all your customers. | D’stributors 
nepOaE : - A 
SSS s distributor relations committee | ON 














are: S. P. Browning, David C. 
Jones, H. P. Ladds and R. B. 
Skinner. 


Globe Woven Belting Colne 


“HLEN-BISHOP CO. 
J COLUMBUS fom meme) 
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@ DOUBLE Your Sales | | Malcolm Muir’s Address 
@ DOUBLE Customer The second “key” speaker of the | 
Satisfaction with convention, Malcolm Muir, presi- 





dent of the McGraw-Hill Publishing 
DA ee a ec L L | Company, delivered an address at 

the Wednesday morning joint ses- 
DOUBLE Ball-Bearing \sion on the subject: “Practical 

Methods of Improving Sales Prac- 
CA % T e a et tices Through Joint Cooperation of 
Manufacturers and Distributors.” 


AND WHEELS Mr. Muir spoke in part as fol- 











lows: 
a “We hear a lot about order-tak-| | New! IMPROVED! 
The reputation | s . . - | 
of Darnell | | ing in business. I suppose that even EAGLE 
Casters for | | this fine group of distributors and | 
ilit ffi- 
po sorter |manufacturers has been accused at | _ Copper Plated 
= op- | | some time or other of being order- | Engineers Fillers 
: eration assure = . 
—e- you ——_ takers, of not knowing how to go | Improved design makes this Eagle 
repeat business i i i | filer more popular than ever. The 
ar fae agp precise pest! — new model has an extra — —— 
> i C r-taker filler opening. Seamless drawn stee 
Darnell Casters feature the patented Double Well, . the ee setoeas ° ww od with y aN ny seamed bottom. In 
Ball-Bearing Dust-proof swivel with carbon- | ever did apply, rll wager that is addition to the wide mouth Aller open 
ized hardened, perfectly round balls that D ouoes s . : ing, the Eagle Engineers er has 
uring the high-flyin > aualnaiee ta - 
roll freely in hardened raceways. was earned d g h g ying these exclusive features reinforced 


P ’ ; handles welded to body, spout seams 

years of the late 20 8, when it welded, spout acetylene welded to 
‘ g is body. No rivets. No solder. Capacity 
wasn't necesaney to sell to get busi from one pint to two quarts. This is but 


Darnell Corporation, Ltd. ness. There were enough orders to| | one of many quality Eagle products 


WRITE FOR LITERATURE 























| available to mill supply distributors. 

P. O. Box 4027-M, Station B take care of most everybody. 
Long Beach, California “But once a depression sets in, | EAGLE 
24 E. 22nd St. 36 N. Clinton we find ourselves face-to-face with MANUFACTURING CO 
NEW YORK, N. Y. CHICAGO, ILL. realities. We learn again that ord- i M 

; . WELLSBURG W. VA. 

le le Ml Ml Ml Mi Mi | ers just don’t happen, but come only | 
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Your logical source 


of supply on— 





BOLTS > SCREWS 
NUTS > WASHERS. 





in 
BRASS 
BRONZE 
EVERDUR 
MONEL 
STAINLESS 
STEEL 
COPPER 


and other non-corrod- 
ing and rust resisting 
metals. 


Large stocks main- 
tained of al! standard sizes 
and types. Rapid service 
on special ordzrs. Good 
profit margin for distribu- 
tors. 











The H. M. HARPER CO. 


2622 Fletcher St. ©@ CHICAGO; ILL. 











SURE 
SALES 
BUILDERS 


COFFING 
Advanced-Design 


HOISTS 


@ Coffing Hoists are sure 
sales builders Despite 
highest quality, they are 
in the lowest price field, 
and possess distinctive ad- 
vantages readily grasped 
by every hoist user. 
Coffing has pioneered in 











the design of ratchet lever 

and gravity lowering 

hoists. 

@ The Ratchet lever hoist 

illustrated can be manip 

ulated readily by one 

man It is available in 

various sizes and capaci- 

ties to six tons The 

Coffing “Challenger” is 

also a leader—the big 

gceat oist improvement 

in 25 years. 

@ Let us send you com- 

plete information on our 

line inl our valuable 

franchis 

COFFING HOIST CO. 
Danville Ilinois. 
170 


| from the sweat of the brow and the 
| brain. We soon find out that the 
law of the survival of the fittest 
| does work—that only real salesmen 


| can hold their jobs. 
| 








| “Open wide the throttle of aggres- 
sive, intelligent salesmanship.”—Mal- 
colm Muir. 


“T believe we are now in an era 
that is going to stimulate more 
industry or group selling than ever 
before. Competition between indus- 
tries as well as between individual 
units is increasing rather than de- 
creasing. This is in itself ample 
justification for group promotion. 
More important to my mind, how- 
ever, is the fact that re-employment 

prosperity—will hastened if 
those industries which have the op- 
portunity, will in Addition to their 
individual effort, band to- 
gether to increase the demand and 
uses for their product by group 
sales effort.” 

Mr. Muir at this point took con- 
siderable pains to review the ac- 
complishments to date by M.P.E.A. 
and its allied organization, the 
Power Transmission Council, in do- 
ing an outstanding industry educa- 
tional and sales job. 

“Here, then is an example close 
to the hearts of most of you, which 
proves very definitely that coopera- 
tive selling, properly planned and 
intelligently acted upon, can be 
made to show on the profit side of 
the ledger. 


be 


sales 


“T also urge that other groups of | 


manufacturers or products which 
the distributor sells, go forward 
with the same kind of creative re- 
search and sales effort. I congratu- 
late the makers of power transmis- 
sion machinery for the example 
which they have set of the kind of 
selling that I have tried to describe. 
They deserve generous and hearty 
approval.” 
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|<Lonergan> 


service and coopera- 
tion are an_ active 
force, creating sales for 
distributors. the repu- 
tationofLONERGAN 
steam specialties, and 
the prompt, careful at- 
tention given to every 
order win and keep 
customers. 


LONERGAN prod- 
ucts insure satisfied 
users and lead to a 
steady flow of repeat 
orders. 











Model KDP 
Pop Safety Valve 
Back of the name’,“LONERGAN” is more 


| than a half a century of manufacturing experi- 


| ence in the steam specialty field. 


300 


Specialties 
for 
Power Plants 


Standard 
since 1872 


@ Have you our latest 
catalogue in your file? 


J. E. LONERGAN CO. 


Phila., Pa. 





213 Race St. 











“Keeping Posted” 


@ Here’s what one prominent mill 
supply man has to say about the 
MILL SUPPLIES Directory: 


'*, . « I find this a most complete 
source of very clear and compre- 
hensible information. 

"Being posted is of prime impor- 
tance in any field, but in the indus- 
trial game one must keep in 
position to answer questions on the 
*spot.’ Knowledge is power; thus 
1 maintain no one connected with 
the supply bouse should be caught 
in the field without such a direc- 
tory.”’ 


FRANK C. WHITE, 
Industrial Sales Division, 
The Cameron & Barkley Co., 
Charleston, S. C. 


@ That’s only one of the many com- 
ments we are receiving from mill 
supply men on the MILL SUP- 
PLIES Directory. 


@ More than 300 advertisers are 
featuring product information in 
the Directory issue. 

®@ Keep this book within easy reach! 
You will want it hundreds of 


times during the coming year. 


@ MILL SUPPLIES ® 


The only magazine published for 
distributors and their salesmen 


330 West 42nd Street 
NEW YORK, N. Y. 
























MARK 





TRACE 
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ESTABLISHED 16 


® Sign of zope economy 
and extra service 


® Sign leading to satisfied 
dealers and customers 

® Sign of quality rope for 
132 years 


Quality Rope for all Require- 


ments 


@ Manila Rope @ Bolt Rope @ Hoisting Rope 
@ Transmission Rope @ Tarred Hemp Cordage 
@Sisal Rope @ Lathyarn Rope 


THE EDWIN H. FITLER CO. 
Philadelphia Cordage Works 
Established 1804 


PHILADELPHIA, PA. 
New York, Chicago, New Orleans, Houston 














(Pied PROFITS | 


come through the sale of Gardi- 
ner Flux-Filled Solder. Of uni- 
form high quality, it enables 
expert mechanics to do faster 
work and inexperienced help to 
do better 
work. 

Due to 
modern 
\| production 
| methods it 
sells for less 


| Industrial 
plants and 
mechanics 

0 Ib everywhere 
are specifying ‘‘Gardiner.” 

Made in both acid and rosin- 
core and in various alloys and 
gauges. 

e also make a complete line 
of babbitts, casting metals, solid 
wire, bar solders and Monarch 
Ball Metal. We can supply spe- 
cial requirements. 


A 

y = C Jardin er 
mE icra co. 
4833 So. Campbell Ave., Chicago, Il. 





Available in 1, 5 and 
2 


. spools. 
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Triple Convention Praises 
Research Bureau 


(Continued.from page 25) | 











keting, New York University. 
| This survey—later to be pub- | 
| lished completely—showed for 13 
| Sroups of products the number of 
| companies who buy direct and who | 
buy of distributors. It showed, | 
| too, for the same product groups, | 
| and also by size of buying com-| 
|panies (in seven classifications) | 
(1) the number of distributors | 
from whom the companies were | 
| buying, and (2) the number of | 
| buying companies. These last two | 
groups of figures were given for 
each of the four cities. 
The survey showed that buying | 
| was done almost completely through 
idistributors for the product groups: 
| small and hand tools, power plant 
| supplies, heavy hardware, electrical | 
| supplies and building materials. On | 
| abrasives, belting and portable elec- 
| tric tools, about two-thirds of the | 
| reports were of buying through dis- | 
|tributors. On motors, machine tools | 
|and machine tool accessory equip- 
ment, about half the reports showed 
| direct buying. Reports of direct 
| buying of material handling equip- 
ment were in a 2 to 1 majority; on 
| lubricants, direct buying led 4 to 1. 
| Professor Agnew concluded this | 
preliminary report of the survey | 
| with statements from buyers as to 
| how distributors could better meet 
their needs. Well informed sales- 
| men, complete stocks, prompt deliv- 
leries and up-to-date catalogs were 
among the points mentioned fre- 
| quently. 














Ralph Conder and Harry Behr, two 


STRONG 
GRIP 





TRADE MARK 


SKINNER CHUCKS 


Fine Precision Tools Since 


1887 


are playing important roles in 
the increased tempo of indus- 
try. 


To our distributors and their 
salesmen we express our ap- 
preciation for much of the 
increased business we have al- 
ready received, indicating that 
1936 
better year than 1935. 


will be a bigger and 


THE SKINNER CHUCK CO. 


New Britain, Conn., U. S. A. 





VICTOR 


the Fans that 
SELL THEMSELVES 


The “BREEZE-SPREADER” Does It! 








ORDINARY FAN VICTOR NO-DRAFT 
NO DRAFTS—NO BLASTS 


THE pLBON TEST PROVES) iT 


UT yourself above competition by concentra- 

ting on the only fan that is definitely different 
—the only fan with a real, attention getting, con- 
vincing selling feature that is self-demonstrating. 
Everyone dreads a disagreeable summer cold. Only 
Victor, with the patented “Breeze-Spreader” gives 
eo uniform air cooling with perfect safety. Power- 
ul, attractive window displays, sales literature, etc. 
furnished free! Complete range of sizes and models. 
Every desirable fan feature included—super-quiet 
blades, wear-proof bearings, etc. anda5 YEAR 
GUARANTEE. Act now—get set to cash in on the 
first heat wave. Write for new 19% Catalog today. 


VICTOR ELECTRIC PRODUCTS, INC. 


725 READING ROAD CINCINNATI, OHIO 











“spark plugs” of the Boston Woven 
Hose and Rubber Company. 
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In the current issues of a complete 
list of industrial publications our ad- 
vertising issues a friendly challenge 
to the men you call on. 


“Test these files in your shop’’, this 
advertising urges the reader. ‘Test 
them on cast iron’’, the ads say in May. 
“Test them on chrome molybdenum 
steel”, is the challenge in June. 


We suggest that you men who call 
on the industrial file buyer urge him 
to test Nicholson, Black Diamond or 
McCaffrey Files in his own shop. 

That is the most convincing test of 
all. And the results will bring file 


sales to you. Nicholson File Company, 
Providence, R. I., U. S. A. 
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Value in the Three Ford Hoist 


FORD 
TRIBLOC 




















Fine hoists—all of them. As a crew of 
three they'll do all lifting, up to 40 tons, 
and do it in style. For there is no sloppy 
work in Ford Chain Hoists—no creep- 
ing. The load holds, stays where you 
want it. Sell on that statement. 

Correct materials, correctly designed 
and accurately assembled tell the story. 
They stand the punishment, work fast, 


FORD 
DIFFERENTIAL 
HOIST 





®@ For long life, speed, and power choose the 
spur-geared Ford TRIBLOC. Many desirable 
features make it a favorite in the 40 ton class 


@ For moderately slow lift and steady suspen- 
sion up to 10 tons, the Ford SCREW HOIST, 
operating on the worm and screw principle. 
Just the hoist where there is little head room. 


@For loads up to 2 tons, the Ford DIFFER- 
ENTIAL—designed for intermittent work— 
highly portable—low priced 
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and operate easily. Highest grade drop 
forgings, certified malleable castings, 
and ACCO high carbon, heat treated 
chain are put together and walk away 
with a 50% overload test before OK 
for delivery. Guarantee that on every 
sale. 

Sell the Hoist line that backs you up 
and covers all requirements. 


FORD CHAIN BLOCK COMPANY 


Philadelphia, Pennsylvania 


An Associate Company of the American Chain Company, Inc. 


FORD CHAIN BLOCK: 


FORD 
Chain Bloc 


backed by these Divisic 
and Associate Companie: 
the American Chain Co., 


AMERICAN CHAIN COMPANY, 
Weed Tire Chains * Weed American 
Reinforced Tire Chains © Weed 
Accessories « Welded and Weldless ¢ 
Malleable Castings * Acco Vises © Rai 

Specialties 

ANDREW C. CAMPBELL DIVISIC 
Wet Abrasive Cutting Machines ¢ Dry 
sive Cut-Off Machines ¢ Hudorkut Sub 
Cutting Machines ¢ Floformers ¢ 

Machinery ¢ Nibbling Machines 
MANLEY MANUFACTURING Divi 
Automotive Service Station Equipm 


PAGE STEEL AND WIRE DiVISIC 
Page Wire ® Wrought Iron and Alloy ff 
Page Traffic Tape ® Welding Wire © 
Wire ® High Carbon Wire and Rod P 
Page-Allegheny Stainless Steel and 

Wire Products 
WRIGHT MANUFACTURING DIVI 
Chain Hoists © Trolleys ® Hand 

Vises ©@ Electric Hoists and Cran 

AMERICAN CABLE COMPANY, I: 
Tru-Lay Brand Preformed Wire Rope « T; 
Brand Processed Fittings ¢ Crescent 
Wire Rope * Bridge Wire and Cable «™ 
Stop Ventilated Disc Brakes for Auto 
Vehicles ¢ Tru-Lay Push-Pull Controls « 

Lay Brake Cable Controls 


HAZARD WIRE ROPE COMPA 
Hazard Wire Rope «¢ Lay-Set Prefe 
Wire Rope * Armor-clad Wire Rope 
proved Flattened Strand Wire Rope « 
Covered Wire Rope * Highway Guard! 
Cable © Hazard “Korodless’’ Wire & 

‘'Korodless’’ Fishing Leaders 
THE HIGHLAND IRON & STEEL ¢ 
Wrought Iron Bars and Shapes 
OWEN SILENT SPRING COMPANY, 
Owen Cushion Spring Centers ¢ Owen 
tress Spring Centers ¢ Owen Woven 
Units for Mattresses and Upholstered 
ture ¢ Miller Upholstery Springs 
READING-PRATT & CADY COMPANY, 
Iron Body, Electric Steel and Bronze Vi 
Asbestos Packed Cocks ¢ Lubrotite 
Valves * Screwed and Flanged Electric 
Fittings © Bar Stock Valves 
READING STEEL CASTING Divi 
OF READING-PRATT & CADY COMPANY, 
Electric Steel Castings, Rough or Mad 
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